December, 1927 ! 15 Cents 


obber’s Salesman 


“She magazine of the wholesale 
electrical distributor and his salesmen 


or 














Presenting: 
EDWIN HEIN, Left 
R. W. HAEGE, Center 
L. R. LINK, Right 
WESCO SUPPLY CO. 
ST. LOUIS, MO. 


(See Page 1) 











Mer. G. H. Epwarps 


Tri-City Electric Company 


From lowa and Connecticut 
comes praise of the new, 
fast-moving display units 


““WE ARE very much sold on 
your new idea of packing the 
three best types of flashlights 
in attractive display contain- 
ers. We are glad to say that 
this feature alone has very 
noticeably increased our flash- 
light sales during the last 30 
days. Particularly do we ap- 
preciate this means of lower- 
ing the investment of the 
dealer.” Thus write Messrs. 
I;dwards and Fahrenkrug, of 
the Tri-City Electric Co., of 
Davenport, Iowa. 

‘‘Any manufacturer that 
makes it possible for the dealer 
to carry a small fast-turning 
and yet complete stock is to be 
worked with. Your method of 
merchandising flashlightsindis- 
play units has helped our sales 
of flashlights and _ batteries 


wonderfully.” This is from a 
letter written by Thomas J. 
Ealahan, electrical contractor, 
of New London, Conn. 

The new display units 04, 
16 and 71 are proving more 
and more profitable to dealers 
every day. They represent the 
lowest stock investment con- 
sistent with good merchandis- 
ing practice. They are the fast- 
est-moving numbers. Ninety 
per cent of flashlight sales are 
concentrated in these three 
types. The attractive litho- 
graphed display cases make 
counter display easy and prof- 
itable. Have you sent us your 
order? 
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Unit of Union Carbide and Carbon Corporation 


Atlanta Kansas City 


he ee 
NCE Matt oF F tase MHS 
siemins a POCKET Size 


T. J. Ealahan’s Store 


EVEREADY 


FLASHLIGHTS 
& BATTERIES 


-they sell faster 


























oa 
eon: 

oy 

@, 





HOWARD EHRLICH, Editorial Director 


HENRY W. YOUNG, Managing Editor 


‘Jhe Jobbers Salesman 


REG. U. S. PAT. OFF. 


W. J. McLAUGHLIN, Assistant Editor 





Vol. VIII 


CHICAGO, DECEMBER, 1927 


No. 12 











CONTENTS 


Getting Blood from a Turnip—By Ruel McDaniel.................. 


Stubbs Electric Co. Gets Money “Where It 
Isn’t” And Otherwise Maintains An Enviable Collection 


How the 


Record. 


Ue re. ene ns te gees 


Spokane Is Proud of Its Lighted Falls and of the Jobber’s 
Salesman Who Sold Them on the Idea. 


High Spots of the E. §. J. A. Detroit Meeting... 
New Managing Director Selected and Tolles peenersana 
General Secretary. 
Day Problems of Merchandising. 


Association Prepares to Meet Present 


Getting Down to Brass Tacks—By E. T. Rowland................... 
A Few Thoughts for the Boys Just Starting on the Road. 


Extent to Which Specialists Are Warranted—By H. A. Esler 


The Question is One of a Cold Blooded Consideration of 
Net Profits at the End of the Year. 


“Quizzically” Speaking 


Planning Ahead—By Dr. Frank Crane... 


Those Who Watch the Signs and Plan Ahead Are the 
Ones Who Have the Inspirations of the Moment. 


Market for Electrical Supplies.................... 


Men You Should Know—O. B. Stubbs. Poe cat bes: 


News of the Jobbing Industry. 


Manufacturers’ 


Published monthly. 


News ....... 


Entered as second class matter October 24, 1922 
1879., / Copyright, 1927, by The Electrical Trade Publishing Company y 


lenflens to Advertisers on Page 126 


11 


13 


14 


15 


16 


26 


76 


98 


, at the postoffice at Chicago, Illinois, under the Act of Mar 














NE OF the established leaders in 

the electrical jobbing industry 
of the Middle West is the Wesco 
Supply Co. The Wesco “Red Shield” 
is known and respected among cus- 
tomers and competitors alike for the 
honest policy and square dealing 
which it represents. The St. Louis 
house of this organization has enjoyed 
a most successful year, as has the 
others, and L. R. Link is looking in- 
to 1928 with optimistic eyes despite 
its being a presidential year. 

On the front cover this month is 
shown the executives of St. Louis 
office. Seated on the right is L. R. 
Link, vice-president and treasurer of 
the company. At the left, seated, is 
Edwin Hein, secretary. The man 
standing is R. W. Haege, sales man- 
ager. 

* * #* 


ADIO advertising, especially that 

being done by some dealers, has 
come in for adverse criticism by the 
Midwest Radio Trades Association 
and the Better Business Bureau of 
Chicago. 

Complete A. C. receivers with no 
batteries or eliminators are being ad- 
vertised, walnut cabinets which are 
only walnut veneers are being offered, 
and “come-on” sets are being dis- 
played which when the customer ar- 
rives are “knocked” by the dealer as 
he gently leads the prospects to high- 
er-priced merchandise. 

Public confidence is the most valu- 
able franchise an advertiser has. The 
privilege of having his messages be- 
lieved is one which he cannot profit- 
ably forfeit. 

It is said that at the present time 
this kind of advertising is ranging 
from gentle exaggeration and general 
blurb to fraudulent statements. The 
consumer is being so bombarded and 
confused with copy of this nature 
that he is rapidly losing his sense of 
values. 

Advertising must be based on sin- 
cerity. Facts should be given but 
they certainly should not be colored 
by misleading statements as to what 
a receiver will do. 


y Subscription: U. S., $1; Canada $2; Foreign, $3. 


1 
», 





HOWARD EHRL 


cli 


ELECTRICAL TRADE PUBLISHING COMPANY 


ICK, Pres. 


CHICAGO 
Ross D. Cummings 
Mg iy Adv. Mgr. 

Jackson Blvd. 


53 West Jackson Boulevard, Chicago 


Telenhon. Wabash 0144 


NEW YORK: 

D. G. Pilkington, Mgr. 
535 Fifth Ave. 
Telephone Murray Hill 6579 


CLEVELAND 
Geo. E. Pomeroy, Mgr 
Rockefeller Bldg 
Telephone Cherry 2440 


Member of—Audit Bureau of Circulations, Associated Business Papers, Inc., Society for Electrical Development 


CHAS. W. FORBRICH, Vice-Pres.-Gen. Me 







































































SS haere 


sikelele salad 












bo 








THE JOBBER’SfA]}SALESMAN 

















* 


“FOUNDED ON THE BELIEF THAT THE SALESMAN OF THE JOBBER IS THE MOST IMPORTANT MAN IN THE INDUSTRY.” 


Frugal 























Model BR. Semi-enamel. Dimen 
sions, 26x22x4614. Oven, full size 
aluminum Cooking Surface, 24x22 
1000 Watts 





AVE you ordered your stock of the new 
Frugal Receptacle Stoves? 

Eliminating, as they do, the entire cost of in- 
stallation,—it only being necessary for the house- 
wife to insert the plug at the end of the cord in 
the floor plug—they are meeting with instan- 
taneous favor from dealers and users alike. 






Prepare now to meet this demand. Order sut- 
ficient stock to satisfy every Frugal dealer's re- 
quirements in your territory. 








Jobbers’ salesmen should place at least one on 
the floor of every dealer handling the Frugal Line. 
Nothing creates a sale quicker than an actual 
demonstration of the Frugal Stove. 


























Jobbers not now handling the Frugal Line are 
invited to correspond with us. 














Have You 
Ordered 


Your Stock? 

















This range is Model HV—finished in Vitreous Enan 
el; 22x34—full oven of aluminum, equipped with 
1000 Watt burners on cooking surface, and 2 1000 Wat 
burners in oven. This stove is controlled by a Masten 
switch and can be used on wall receptacle. No more 
than 10 amperes can be used at any one time. The ove! 
and No. 1 hot plate can be used at the same time 0! 
half heat. Oven can be preheated with full capacity 0! 
burner; then switch to the front burner of the range or 
the hot plate, and after bringing cooking to a boil, ca 
be switched back to half oven and half hot plate. 


The Frugal Electric Mfg.Co. 


2249-51-53 Beechmont Ave., Cincinnati, Ohio 
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Editor’s Page 


Are You Going to Sell During 
Inventory? 


HE abundant prosperity of this country 
has come largely through the use of 
power. 

Men have been relieved of the turning of 
some wheels in order that they may control 
many more wheels. 

And as more goods have been produced, to 
get more money, to buy more materials, to pro- 
duce more goods, and so on, a great tide of 
prosperity has come upon us. 

But now another problem comes up—dis- 
tribution and selling of the goods produced in 
such overwhelming quantities. And in distribu- 
tion and selling methods we have not kept up 
with production—in fact are largely in the 
“man power”’ stage. 

Until such time as we develop a machine that 
will vend goods for us on a national scale, man 
power—your salesmen—must go out and sway 
the purchaser and provide the channels for dis- 
tribution. 

That being the case, and with an overwhelm- 
ing mass of goods piling in on us, crying for 
distribution, nothing must interfere with the 
man power required for selling and distribution. 

When salesmen are called in off the road and 
away from the counter to “take inventory,” at 
least one week of their productive time is dis- 
turbed—entirely wasted in most cases. This is 
one-fifty-second of their total time in a year. 

For one week this valuable sales force ceases 
to function. For one week your goods accumu- 
late instead of disperse. For one week, your 
competitors—more frequently the crafty ones 
who have very little use for inventories and 
hookkeeping—are out in the field while you are 
doing what—counting on your fingers? 

Perhaps we may be accused of telling other 
people how to run their business. Maybe we 
are. But there is just this running through 
our mind. Stopping sales effort the last week 
in December or the first 10 days in January 
spells waste at the weakest point in our machine 

Distribution. 

We should make goods move just as freely at 
‘hat season as any other. Profit making sales 
should be entered on the books. Keep the sales- 
nen busy on their own jobs. 

The perpetual inventory, properly installed 








and properly kept up, will take care of the 
problem. Three, four, five hours after the zero 
hour and you know where you stand. We be- 
lieve in it and we are taking considerable space 
in which to say so. And we do this because we 
would like to see your salesmen out selling for 
you, and themselves, and their suppliers so that 
all may make a profit and not see the works 
shot to pieces for a week over a matter of arith- 
metic. 
* * * 


On Thinking 
: COACH of one of the strongest football 


teams, on paper, in the country was 

asked his opinion on its possibilities. 
His reply was, “They'll go along fine until 
someone out there is called upon to think.” 
One Saturday that situation arose and the game 
was lost. 

Mencken, who generally writes with his 
tongue in his cheek, observes that less than ten 
per cent of the nation does any original think- 
ing. Maybe he is right for after all most of us 
are merely dealers in information. 

A jobber’s salesman unable to secure any 
business from a public utility in his territory 
sent in a specialist traveling with him “just to 
report the call, we can’t get any business.” 
Later a new man went into the territory and 
found the same situation. Did he call it a day? 
He did not. He arranged a luncheon through 
a mutual friend of this purchasing agent and 
himself; learned that the trouble was due to a 
credit argument had with his company several 
vears before; ironed out the situation and 
secured business from then on from this “lost” 
customer. 

The moral is, if there is a moral, that the 
second salesman did some original thinking! 

* * * 


On Making Money 
AMES H. RAND, Jr. it was who pointed 


out that while the alchemists of old, strove 

without success, to turn iron into gold, 
Henry Ford, in this latter day, turns iron into 
a form of transportation, thereby making more 
gold than the alchemists could hope to do in a 
thousand lifetimes of incantation. Which some 
might say goes to show that those who cannot 
make money out of the jobbing business might 
as well take up alchemy. 



















































THE JOoBBER’S[AJSALESMAN 





“FOUNDED ON THE BELIEF THAT THE SALESMAN OF THE JOBBER IS THE MOST IMPORTANT MAN IN THE INDUSTRY) 




















































































































[ake Another Shot afthe 
Glass Fartitionf °° ° 


NATURALIST divided an aquarium with a 
clear glass partition. He put a lusty bass in one 
section and minnows in the other. 

The bass struck every time a minnow ap- 
proached the glass partition. After three days of fruitless 
lunging, which netted him only bruises, he ceased his ef- 
forts and subsisted on the food that was dropped in. 

Then the naturalist removed the glass partition. 
The minnows swam all around the bass, but he did not 
strike at a single one. He had been thoroughly sold on 
the idea that business was bad. 

The jobber’s salesman who gets discouraged be- 
cause he has been told that business is bad should take 
another shot at the glass partition. Maybe it isn’t there 
any more. 

The salesman who keeps constantly selling ~ ANS Stale 
‘“Okonite,” “Manson,” “Dundee A” and “Dundee B” tapes us A 
will never get discouraged over business. It will always 
be good. 


THE OKONITE COMPANY 
THE OKONITE-CALLENDER CABLE COMPANY, Inc. 
Factories: PASSAIC, N. J. PATERSON, N. J. 


SALES \ + came NEW YORK CHICAGO PITTSBURGH ST. LOUIS 
ATLAN BIRMINGHAM SAN FRANCISCO LOS ANGELES SEATTLE 


F. D. Lawrence Electric Co., Cincinnati, O. 
Novelty Electric Co., Phila., Pa. Pettingell-Andrews Co., Boston, Mass. 


Canadian Representatives: hen my Materials Limited, Montreal 
Cuban Representatives: ictor 6. Mendoza Co., Havana 
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Getting Blood From a Turnip 


How the Stubbs Electric Co. Gets Money “Where It Isn’t” 
And Otherwise Maintains An Enviable Collection Record. 


taining what is generally conceded to be the lowest 
credit loss of any electrical jobbing house in the 


, \HE Stubbs Electric Co. has a reputation for main- 


Northwest; and a study of the 
methods employed by this com- 
pany in the handling of delin- 
quent accounts makes this 
credit record appear quite log- 
ical 

The company charges 
against cost of doing business 
one-third of one per cent for 
credit losses. This is meant 
to cover everything written off 
in bad accounts. Some months 
it may be more or: less than 
this percentage, but the year’s 
average will not show any 
appreciable variation. The 
fact that it writes off one- 
third of one per cent for 
bad accounts does not mean 
that it actually loses that 
aiount. Nearly 50 per cent of 
bad accounts written off prove 
be not so bad after all, be- 
ise they are_ recovered 
ough legal channels. The 
‘ison the company collects 


h a high percentage of accounts is because it is espe- 


By RUEL McDANIEL 








SIDE from the very efficient 


methods employed for get~<' 


ting statements into the mail 
promptly—within three hours 
after the books are closed at the 
end of the month—attention is 
particularly called to the four 
collection letters sent out by this 
company and reproduced on an- 
other page. They are devoid of 
all the fantastic would-be per- 
suasive phraseology so often 
found in collection letters. As 
Frank Rae would say they have 
been “degoofed.” ‘That’s prob- 
ably why they get the necessary 
results. 








ily methodical in all the credit department routine. The ular in payment. 


ordinary account that is not paid in 90 days is written 
‘ and placed in the hands of an attorney for collection. 
‘he company does not believe in kidding itself by carry- 


company’s financial statement shews a certain net worth, 
figuring in the outstanding accounts, its net worth is just 
about that, and not artifically ballooned by a lot of dead- 


wood on the books. 

“Successful collection of ac- 
counts really begins in the of- 
fice records,’ declares George 
E. Howard, credit manager of 
the company. “In fact, our 
records here in the office are the 
most vital phase of our collec- 
tions. They enable us to be 
prompt and regular in the send- 
ing out of statements and fol- 
lowing up of slow-paying ac- 
counts.” 

“If a firm expects a customer 
to be prompt and regular in 
the payment of his account, it 
should set him an example by 
being likewise in sending out 
statements and_ follow-ups,’ 
Mr. Howard points out. “If 
the jobber sends out his state- 
ments on the first day of May, 
the fourth of June and the 
second of July, and then shows 
negligence in following up 
those accounts that are delin- 


quent, he cannot expect his customer to be any more reg- 
Such a practice, the Stubbs Electric Co. 
finds, ends in telling the customer, without putting it in 
words, that today, tomorrow or next week is all right for 
paying his account, that it is not very important that 


i:g on its books business that is doubtful. It either must he pay just on the dot anyway, because the company 


be good or get off the books. 


This means that when the 


proved that in lack of regularity in sending out state- 
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July 2, 1827. 


qs* 
Fictitious Fleetric Co., 
Portland, Oregon. 
Gentlemen: 
Our ledger shows thet pony 
curchases have not been paid 


hat month are 


$44.24 Maroh 

nts for t 
fr pest due. We requeet you 
etaterent and send us your 
or give your reaeon 


now considered 
to verify our > 
cheok by return ©: 
non-paye ont. 


for 
acoept our thanke for your 
prompt reply anc valued patronage. 
Yours very tr ly, 


STUBBS ELECTRIC OOMPARY 


Credit Department. 


ments and follow-up letters.” 

At three o'clock on the last day 
of the month the company closes 
its books for the month. At five 
o'clock the same day all current 
statements are on the way to the 
postoffice, for delivery on the 
morning of the first day of the 
new month. And this is the 


bi Sigs 


i927. 


Fictitious Eleotric Co., 
Fertiand, Oregon. 


Gentlemen: 


Ye wrote you on Jul re 
ep te thst you send us your o * for 
4.24 to cover your March purchesee which 
are now consideredly past due. 
To date, tie has not been 
received and we suct sain ask that you 
give the ratter your attention withovt fur- 


he 
ther delay. ‘ 


Thank you in anticipation of 
the courteey. 
Youre very truly, 


STUBBS FLFCTRIC COYPARY 


Credi* Departrent. 


July 15, 1927. 


Sra 
Fictitious Electric Co., 
Portlend, Oregon. 


Gentlemen: 


This ie our third letter dur- 
ing the present month regarding your $44.24 
March account sich 16 now past due. 


We have found a fran’ l-«tter 
appreciated end underetood by other custorcre, 
eo we feel conficGent you Will rémit promptly. 


If there be any reason for non- 
payment, please inform ue to that effect. 
Otherwiee, we shail expect to receive your 
cheek by return rail. 

Youre very truly, 


STUPBE FLECTRIC CovPary 


ment, and must in, 


July 22, 1ser 


Fictitious pr) 
e 4 
Portland, onasetrie Co, qu 


Gentleren: 
> 
During 
TTOte you three <= pe Ponth of jy, 
z 


£44, 
34 March Purchages wheter’ 


Carry y egret our 


Ye 
Our inad: 
CONAI tig: ges et any lor, te siity to 


@°r ir its 
sist upon immediate sat 


Thie wil} ey 
and we te Hard daet letters 


Of the eppe that you wi2} 
rest, Timity to eettie 


Yours very truly, 
STUBES FLFCTrI¢ COMPary 


Crect t Departmeng. 


for the month comes in. 

At the time the entry is made on 
the statement it is likewise posted 
on two other forms simultaneously 
by the use of carbons and the post- 
ing machine, It enters the order 
and the new total on the ledger 
sheet, so that at the end of the 





Credit Depsrtrent. 


routine every month, not now and 

then. Customers who have been ale os te 
dealing with the firm long know a. 

that just as certain as the post- 
man calls on the first day of the 
month, so will the statement from Stubbs Electric Co. 


re. 
Ses 


“The customer who wants to pay his bills promptly 
appreciates this regularity,” says Mr. Howard, “and the 
person who does not particularly care whether he pays 
or not is impressed with our prompt collection methods.” 


Obviously the company must have a system of compil- 
ing and maintaining accounts in order to be able to get 
out monthly statements in two hours after the books are 
closed. The secret of this speed is what really amounts 
to a “perpetual posting plan.” By the use of a posting 
machine, the credit department enters on a customer’s 
statement every order he places, as he places it. If he 
orders $36 worth of sundries today, that is listed on his 
forthcoming statement first thing the following morning; 
and if he buys $25 worth of wire tomorrow, that is listed 
on his statement the following morning, and so on 
throughout the month. As each entry goes on the state- 
ment a new total is drawn, showing the customer’s balance 
after each purchase. If his last purchase for the month 
is on the 15th, then at the end of the month his statement 
is ready for mailing out; if he makes his last purchase on 
the last day of the month, it is added to the account and 
the new total drawn in the usual way. Regardless of 
when his last order for the month comes in, his account 
is automatically totalled and is ready to go out to him on 
the first day of the following month. On the first day of 
each month statements are filled out with regular cus- 
tomers’ names and addresses and placed in the files under 
the proper letters, to be used as the customers make their 
purchases during the new month, thus saving the necessity 
of having to make out a statement each time a first order 


bE sla 
Four Collection Letters, Without Frills, 
That Ring the Bell 


month a customer’s ledger sheet is 
not only totalled but must automat- 
ically agree with the customer's 
statement. It likewise enters the 
order on a proof sheet, which is 
used primarily by Mr. Howard to 
see how the various accounts stand. 

This proof sheet, which shows the orders received and 
posted from the statement, goes to Mr. Howard’s desk 
each morning. He glances down it and notes the amount 
of each account. When he sees that a customer has 
bought as much or more than he is entitled to buy accord- 
ing to his credit worth, Mr. Howard writes him a letter 
and so informs him, asking him to either cut down the 
account or pay cash for the balance of his goods until 
the account is settled. Without this daily data sheet it 
would be impossible to see just how each one of the cus- 
tomers stood, and it would be easy for any one of them to 
exceed the credit limit. 

A carbon copy of all cash entries on customers ledger 
sheets likewise goes to Mr. Howard’s desk daily, enabling 
him to see at a glance the accounts that are paid from 
day to day. 

The firm has about 1200 accounts, and only through 
the use of a thorough system of follow-up is it possible 
to keep down credit losses through promptness, Mr. How- 
ard points out. 

He likewise has a copy of the ledger statements on his 
desk at the end of each month. This shows the amount 
due from each customer, and he keeps this sheet at his 
finger-tips at all times. He uses it to time his collection 
letters and other follow-up methods. When a customer 
pays his account, he is checked off this sheet. Taking 4 
glance at the sheets shows who is delinquent at any pe 
riod. When the department sends a collection letter to 
a customer, a note to that effect is entered on the sheet, 
with the date, so that Mr. Howard knows exactly when 
a second letter is due. (Turn to Page 9 
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A Nice Flood Light Order 


Spokane Is Proud of Its Lighted Falls and of the 
Jobber’s Salesman Who Sold Them on the Idea 


city is at Spokane, Wash. H. T. Whitehouse, sales- these same projectors were used to light the grandstand, 


[To largest waterfall in the United States inside a During the famous Air Derby, September 21 to 25, 


man of the Fobes Supply Co. was strongly of the parking area and the military camp for the air races. 

opinion that it ought to be flood lighted. 
So, working through his electrical con- 
tractors, the Brown-Johnston Co., he 
got the order and everybody in Spokane 
is happy over the result. C. W. Currah 
and James Spelman of Brown-Johnston 
engineered the job. 

The installation consists of 62 1000- 
watt, No. 91 X-ray projectors in two 
banks of 22, one bank of 10 and one of 
8. Part are color screened. The light- 
ing is maintained by the Washington 
Water Power Co. The falls will be il- 
luminated during the high water seasons 
in early summer and fall and of course 
during the tourist season. 

This fall hits solid rock all the way 
across the river with a ceaseless roar 
like artillery drumfire. The river is 
congested here to such an extent that it 
is hurled against the bridge supports 


with tremendous force. Spectators a pd H. T. Whitehouse, 
* Salesman for the 


sion of irresistible power. Add to this , ~ 4a — ps oo 


the illumination and it is small wonder | ae Order” for the 
a Flood Lighting 


stand almost hypnotized by the impres- 


that even hardened globe-trotters find Equi ° 
be ulpment. 
it dificult to tear themselves away. ital 


i a 
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GRANVILLE P. ROGERS 
Managing Director of the E. S. J. A. 


KLECTION has been made by the board of directors of a 

new managing director for the Electrical Supply Jobbers 
Association. Granville P. Rogers, managing director of the 
Artistic Lighting Equipment Association, is the man. 

The board appointed a committee at its Memphis meeting 
to find a man properly qualified to fill this responsible position. 
This committee consisted of G. E. Cullinan of New York, Frank 
Price of Boston, H. N. Gansman of Philadelphia, L. T. Milnor 
of Cincinnati, and E. M. Keatley of Charleston. 


A great many well qualified candidates were examined, and 
after due deliberation, which included personal interviews with 
Mr. Rogers, on the part of all the members of this committee, 
he was the unanimous choice. This choice was then made 
known to the full executive committee and was ratified. 


It is understood that Mr. Rogers will at once begin a survey 
of the electrical jobbing industry to be completed early in the 
year, and that on this survey will be based a plan of action. 


One factor stands out in connection with Mr. Rogers and the 
qualifications that will enable him to successfully carry out 
such an important program. He is a merchandiser of earned 
reputation. Coupled with a background of merchandising ex- 
perience of the highest order is the fact that he can come into 
this industry without bias and pre-conceived notions. There- 
fore, it is on the books that he will be able to make an impar- 
tial analysis of the whole situation and recommend a plan of 
action that will embody the essentials necessary to meet con- 
ditions now confronting the industry. 


This background of experience has been a diversified one in 
sales, merchandising and advertising work. He has been sales 
and advertising manager of large, nationally known corpora- 
tions, including Pyrene, American Chicle and Loose-Wiles. 

Work of this kind has necessitated the most careful analysis 
of industry needs and distribution methods to meet those needs, 
and is what prepared him for his recent position as managing 
director of the Artistic Lighting Equipment Association. For 
the past two years he has been engaged in directing the ac- 
tivities of that Association, composed of the leading manufac- 
turers of lighting equipment, parts and supplies. His work 
with them has been one of recent outstanding success in organ- 
izing the lighting equipment industry. It is understood that 


special arrangements have been made for the present, at least, 
whereby he may continue his work with the A. L. E. A. 


ry 7 ; ‘ 
High Spots of 
New Managing Director Selected and 
Tolles Appointed General Secretary 


HE Electrical Supply Jobbers Association is |), 
7 ginning to do things. It has taken the bit in jt, 


teeth, so to speak, and is out to go somewhere in 
fast time; not in the manner of a blind runaway animal, 
but like one that has spirit and determination and likes io 
pull on the rein. After five days of strenuous work at the 
Detroit meeting held November 14 to 18, there were yis- 
ible results. Men who have been to these fall meetings 
many years expressed the opinion that more was accom- 
plished than at any other meeting in the history of the 
organization. 

NEW EXECUTIVE SET-UP 

Probably first in the order of accomplishments comes 
the new executive set-up—the appointment of men who 
will in the future make the wheels go round. They are 
the men who will think up and execute the plays. After 
this, when they “come out of a huddle,” action of a 
definite sort may be expected, and the association is ]ook 
ing forward to their hitting the line or skirting the ends 
for gains. It is known that the executive committee, 
since the White Sulphur meeting, has been headed by « 
chairman of force and experience—-G. E. Cullinan. At 
the Detroit meeting, two ground gainers were announced, 
in Granville P. Rogers, the newly appointed executive 
manager, and E. Donald Tolles, who has been appointed 
general secretary, filling the position held for so many 
years by Franklin Overbagh, now entitled to rest on his 
laurels and continue only the duties of treasurer. 

It will be noted that the first two paragraphs contain 
mixed metaphors—football teams, revolving wheels and 
plunging horses. This was done with deliberate intent. 
to express, if possible, the undercurrent of genuine yo 
getting enthusiasm felt so plainly at the Detroit meeting 


ROGERS, MANAGING DIRECTOR 


The man Rogers, who will act as managing director. 
was officially introduced to the members at one of tlic 
sessions. He impressed everyone as the type of man who 
will get to the bottom of things and find the fundamen- 
tals, and, when he has laid his hands upon them and 
developed a plan of action, will present it with a one 
piece backbone for a handle. Something more is said 
about him in the adjacent column, and those who are 
experts in physiognomy, bump interpretation, etc., may 
judge from the picture whether or not he will make felt 
his presence in the electrical supply jobbing industry 

Fortunately, the executive committee and the Associa 
tion have permitted him to start the work in his own 
way. He will not be hampered with office details while 
making his survey of the field. This survey will consist 
of a minute and painstaking research into the economics 
of electrical distribution and the problems which confront 
the industry, both internally and externally, as to its re 
lations with other branches of the electrical industry. 
Since Rogers has done this kind of work before, it is no! 
blind jumping to conclusion to say that when he surveys 
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the E. S. J. A. Detroit Meeting 


Association Prepares to Meet Present 
Day Problems of Merchandising 


a field it gets surveyed down to its raw and quivering 
flesh. The very awaiting of his report will be sufficient 
to keep the industry agog until it comes out. It will no 
doubt be strong medicine. 

ALEX DOW WELCOMES DELEGATES 


Addresses of an unusually interesting and instructive 
character were delivered during the two days, Wednesday 
and Thursday, of the general convention. Alex Dow, 
president of the Detroit Edison Co., in a graceful manner, 
made the jobbers welcome to the city of Detroit and told 
of the factors that are making for unusual harmony 
among the various elements of the electrical industry in 
the Motor City. He has been identified with the electrical 
interests of the city since the early nineties, and has 
learned to look upon things with an eye that sees from 
long experience the essential and broad phases of the 
problems of industry. 

The men in this meeting were, of course, looking forward 
to his words with the hope that he might express himself 
on the subject which is near everyone’s heart just now— 
what the immediate future holds as to business conditions. 
They were not disappointed for he told them very frank- 
ly that from what he sees, next year will be another year 
of good business, tempered, however, with a wholesome 
caution. He sees no jam of dead stocks ahead or of 
inability of the country and business generally to adjust 
itself to conditions. He says that in his opinion the 
industrial set-up of the country now is perfectly able to 
adjust itself readily, however and whenever the occasion 
for adjusting comes up; that by spring of next year 
anything of disquieting nature now will have been dis- 
counted. 

INTERESTING PROGRAM 

Alvin E. Dodd, manager of the Domestic Distribution 
Department of the United States Chamber of Commerce, 
‘Facing the Facts in the Distribution Situation ;” John G. 
Jones, vice-president of the Alexander Hamilton Institute, 
“Future of the Jobber;” and W. E. Sprackling, president 
of the Tubular Woven Fabric Co., “Co-operative Market 
Development for the Electrical Industry,” were among the 
speakers. 

MERCHANDISE RECOMMENDATIONS 

The committee on household motor driven devices 
viewed with much concern the decreasing number of job- 
bers handling such devices. It recommended for the 
serious consideration of the individual members that job- 
bers become buyers for the dealer and consumer, instead 
‘f \eing sellers for the manufacturer, and that instead of 
purchasing by brands, they should buy according to 
sta dards of quality which will meet the needs of their 
trale. Such action, it was believed, should result in re- 
dutions in manufacturers’ prices, which can be passed 
on .o the consuming public, and that these lower prices will 
rag the benefits of household motor driven appliances 
wi hin the reach of a large number who cannot now pur- 
se them. Savings in the cost of production have, in the 


opinion of the committee, been largely retained by the 
manufacturer, and used by him for high pressure market- 
ing on that part of the product sold through jobbers, and 
branded, while the identical goods without brand are sold 
through competitive channels at much lower prices. It is 
believed that the function of marketing, as well as a large 
part of the physical distribution, can be most efficiently 
and economically performed by jobber and dealer. 


RADIO TUBE SUGGESTIONS 

The Radio committee recommended that manufacturers 
of radio receiving sets pack radio tubes for the set in the 
same carton as the set, and that the complete outfit of 
receiver and tubes be advertised as a unit, and it was be- 
lieved that the distributor, and in turn the dealer, should 
receive the same discount on the unit as on the receiving 
set alone. 

The committee looked with much favor on the practice 
of manufacturers who guarantee their product against 
decline for the season, calling attention to the fact that 
the present consignment plan for distributing Mazda 
lamps has been very successful, and inviting manufac- 
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E. DONALD TOLLES 
General Secretary of the E. S. J. A. 


R. Toiies, who has been the Association’s national repre- 

sentative, was appointed to the position of general 
secretary and will assume the work formerly done by Franklin 
Overbagh, the latter retaining the office of treasurer. On Jan- 
uary 1, the headquarters of the Association will be moved to 
New York. He has served the Association as national repre- 
sentative and secretary of the Atlantic Division, and needs no 
introduction to those familiar with the activities of the As- 
sociation. 
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turers of radio tubes to study this plan with the idea that 
a plan such as this will provide wider distribution of tubes. 

It also called attention of members to the increasing 
insistence of manufacturers for commitments for mer- 
chandise far and beyond what the distributor considers he 
should be asked to risk, and it was suggested that mem- 
bers watch their requirements and purchase with the 
greatest care. 

In the opinion of the committee, it is not the function 
or duty of the distributor to pay any part of the manu- 
facturers’ or dealers’ advertising, out of his profit, and it 
recommended _ that ask 
manufacturers to appropriate a per- 
centage of the distributors’ pur- 
chases, for the use of distributors, in 


members 


that have been of material benefit. More recently he con 
ceived the idea of instituting organized instruction fo; 
the jobbers’ salesmen in the fundamental problems of t)).- 
electrical contractor and dealer, that more practical] as- 
sistance may be given to these essential customers in th. 
improvement of their economic position. At the request 
of the Association, he developed a correspondence course, 
enrolled some 2,000 salesmen throughout the country 
and as a result of the most persistent and constructive 
effort, entailing an exhaustive amount of personal work, 
has carried through a gratifying proportion of them to 
completion of the course. 

In recognition of this constructive 
contribution to the advancement of 
the jobbing branch of the electrical 





dealer sales campaign advertising. 
FAN MOTORS 

After noting that many previous 
recommendations of this committee 
have been adopted by the manufac- 
turers, the Committee renewed the 
recommendation that the 12 inch 
non-oscillating fan should be discon- 
tinued as unnecessary. 

FREE LANCE JOBBERS 
MEETING 

The Free Lance Jobbers Club is 
rounding up for definite activity. 
Over thirty were present at the 
meeting Wednesday morning. L. T. 
Milnor, of Cincinnati, presided, and 
Robert Beller, of Newark, secretary 
of the club, was in his place. 

The discussion revolved around 





industry, the judges have awarded 
to Mr. Rost the jobbers medal and 
purse for 1927 given under the 
James H. McGraw Award. 
MANUFACTURERS ENTER 
TAIN JOBBERS 
An innovation at the Detroit meet- 
ing was a get-together dinner given 
by the manufacturers, to which all 
of the jobbers were invited. A 
meeting of manufacturers was called 
at 10:30 on the morning of the 16th, 
at which Clinton Stark of the Erie 
Malleable Iron Co., was elected 
chairman. The object of this meet- 
ing was to bring into effect an en- 
tainment feature which would bring 
the jobbers and manufacturers to- 
=| gether on a friendly basis of good 








the general subject of co-operative 
effort on the part of the club which 
would co-ordinate the efforts of the 
individual independent jobbers and 
increase their effectiveness as a regu- 


Chairman of the 


larly constituted factor in electrical 
distribution. 
The result was that they came to 


the very practical conclusion that the club could not make. 


progress through random discussions on the part of the 
body as a whole, but that a definite program of committee 
activity should be begun, and at once. The chairman was 
therefore delegated to appoint a committee of five to in- 
augurate some sort of a program, involving other com- 
mittee activities later, and report back to the membership 
of the club. In order to facilitate matters, the club also 
voted to hold an extra session and by discussion on the 
floor formulate a plan of procedure which would help the 
newly formed committee of five, and others that might be 
appointed, in their work. In that way much valuable 
time would be saved before waiting for the Hot Springs 
meeting next year. 
ROST WINS AWARD . 

O. Fred Rost, as president of the Newark Electrical 
Supply Co., Newark, N. J., has for years been prominent 
in progressive thought in the field of distribution in the 
electrical industry, and an active member of the Electrical 
Supply Jobbers Association. In the course of his com- 
mittee work, he has on several occasions made constructive 
analytical studies of conditions confronting the jobber 


CLINTON STARK 

Manufacturers’ 
mittee That Arranged the Big Get-To- 
gether Dinner for the Jobbers on Novem- 
ber 16 and Who Acted as Toastmaster. 


fellowship. It had been pointed out 
on all sides that there was room for 
such an_ entertainment 
which could be made very much 
worth while. The results at the first 
meeting of the manufacturers proved 
that the time was exactly ripe for 
such a move. Since there was no 
meeting of any kind scheduled by the Association for that 


Com- 
feature, 


evening it was voted that a dinner and entertainment b 
given by the manufacturers. 

A committee on arrangements was appointed consisting 
of R. L. Wildauer, Chicago manager of Arrow Electric 
Co.; H. T. Bussmann, president of the Bussmann Mfg 
Co.; Morgan P. Ellis of Steel & Tubes, Inc.; L. D. 
Calhoun, of Bulldog Electric Products, Inc.; and Howard 
Ehrlich of Tue Josser’s SatesMan. Dick Wildauer, 
whose name was inadvertently left out when naming the 
committee in the Daily Edition of THe Jopper’s Saves 
MAN, was the wheel horse of this committee. In four 
hours’ time, he and Harry Bussmann sold about $1,300 
worth of tickets in the hotel lobby—for cash—which was 
some accomplishment. 

The affair was held at the Hotel Tuller at 7 o'clock. 
There was a dinner which could not be improved upon. 
Practically all the jobbers were there, and with their 
hosts had a splendid time. The entertainment went ovet 
in good shape, every number of it, added to which was 
the fact that everyone was ripe for a good time and would 
have had it under almost any con- (Turn to Page 4: 
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Getting Down to Brass Tacks 


A Few Thoughts for the Boys 
Just Starting on the Road 


By E. T. ROWLAND 


Local Sales Manager, Southern New England Electric Co., Hartford, Conn. 


VI. SELLING THE ELECTRICAL CONTRACTOR. 


the most important single group of customers for the 

jobber’s salesman. ‘Their purchases are his stable 
bread and butter business while more or less seasonal 
specialties such as radio and appliances might be termed 
the cake. There are exceptions to this in certain highly 
industrialized localities such as mining and textile com- 
munities where sales to industrials far exceed sales to 
electrical contractors. But in most territories the first 
task of the jobber’s salesman is to build up a strong fol- 
lowing among his electrical contractors. 

For the present we will consider the electrical contrac- 
tor-dealer who operates a retail store in conjunction with 
his contracting business as on the same basis as the con- 
tractor without a store, reserving a discussion of his 
dealer business for a later chapter on ‘Selling the Elec- 


I: MOST communities the electrical contractors form 


trical Dealer.”’ 

In his efforts to secure a fair share of the available 
business in his territory the salesman would do well to 
first arrange his list of electrical contractor prospects in 
groups according to the type of work which they do. In 
a city territory, for instance, we find that individual con- 
tractors tend to specialize on one or more of the following 
classes of work :— 

Wiring of public buildings. 

Wiring of industrial plants. 

Wiring of apartment houses. 

Wiring of large residences. 

Wiring of small residences. 

Maintenance and repairs for industrial plants. 

Maintenance and repairs for stores and residences. 

Marine wiring and repairs, ete. 


Each of these groups uses some items of electrical mer- 


A Simple Method of Diagraming Sales in Different Classes of Commodities from Month 
to Month, or Quarterly, that Helps as a Check on Sales Work. 


chandise not required by other groups so it is evident that 
the jobber’s salesman must secure some business from 
each group if he is to do a well balanced job. The sales- 
man should, therefore, determine all the items used in his 
territory in each type of construction, seek out represen- 
tative electrical contractors and sell them. Perhaps per- 
sonally diagraming sales from month to month or quarter- 
ly, in these different fields might help as a check on his 
work, something on the lines of the diagram below. 

One of the most important groups consists of those 
electrical contractors who specialize on the wiring of 
residences for both speculative and contractor builders. 
Perhaps the methods of one salesman who has been very 
successful in selling this group will be of interest. This 
man has listed all of the items which go into a complete 
job of house wiring. He starts with the service, which 
may be either overhead or underground, and follows item 
by item through the meter board, roughing and finishing 
materials and bell wiring to the lighting fixtures. He 
does not forget to include the smaller items such as tape, 
solder, solder paste and fuses. For contractors wiring 
large residences, he adds special switch plates, inter-com- 
municating telephones, built-in ventilating fans and bath 
room heaters, etc. This list he keeps in the front of his 
price book for ready reference. 


This salesman always makes every effort to interview 
his customer in the latter’s stock room where he can 
readily check up on his actual needs. Then he runs down 
his list and suggests one item after another. It is really 
uncanny to see how many items this man sells which the 
customer does not even know he needs. I recall one in- 
stance which shows the efficiency of his methods. This 
salesman called on a contractor late one afternoon but 


MARINE 
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was told there was not a thing for him as his competitor 
had been there the day before. Instead of just bemoan- 
ing his luck and driving off he remained and maneuvered 
his customer into his stockroom where he went to work. 
Inside of half an hour he had a two page order. As he 
left his customer told him that he just couldn’t understand 
how he secured such a large order because he could only 
find four items which he needed when the competitor's 


salesman called the day before. 


The first time I saw this man work, it reminded me of 
the grocery clerk of years ago before the days of the 
telephone. He would come to the kitchen door early each 
morning, pull out his order book and name over practical- 
ly everything in his store with the result that the house- 
The 


jobber’s salesman may well copy the methods of the old 


wife rarely forgot to order everything she needed. 


time grocery clerk, especially with the large majority of 
electrical contractors who keep no stock records. How 
many times have all of us racked our brains for more 
items to suggest to a customer in an effort to fill in those 
few blank lines still left on our order pad, finally given up 
and gone on our way only to have the thought flash 
through our minds later in the day that we forgot to check 
up on the customer’s stock of fuse plugs, pull chain sock- 
It is such instances that 
Such a list is 


ets, or some other staple item. 
are prevented by using a checking list. 
very easily prepared and goes far toward increasing the 


salesman’s efficiency. 


Going on to the electrical contractor who wires’ ap: 
ment houses and buildings containing both stores 
apartments, the jobber’s salesman has more items to s: 
commercial lighting fixtures, window lighting equipme: 
panel boards, telephones, fan hangers, etc. There 
few individual items which run into volume faster th 
apartment house telephones. While there are some t 
ritories where this business is taken direct by the ma: 
facturers, there are others where it offers excellent opp 
tunities for the jobber’s salesman. Many salesmen fiy}\ 
shy of this line because they feel incompetent to sel! i 
but it is actually very simple and can be learned in a {+ 
minutes by studying the manufacturer’s catalogues or, 
even better, by getting a first hand explanation from t}, 
manufacturer's representative when he is in the territory 

Electrical contractors wiring large public buildings and 
industrial plants regularly purchase many items seldom 
These 
items often run into a considerable amount of money and 


used on residential and apartment house work. 


are not overlooked by the successful salesman. It is 
obvious that such contractors are large users of conduit, 
conduit fittings, outlet boxes, wire and cable. But ther 
are other items some of which are not usually carried in 
jobbers’ stocks and which many contractors have been 
accustomed to purchase direct from the manufacturers 
These include junction boxes, concrete boxes, gang floor 
boxes, special power panels, exit lights, stage lighting 


equipment, ventilating fans, fire (Turn to Page (6 














There has been much printed in the daily press of late con- 
cerning an electrical machine with a “Mechanical Mind” that 
solves involved mathematical problems too complex for the 
human mind—or rather brain. It has been perfected at the 
Massachusetts Institute of Technology, by Dr. Vannevar Bush, 
professor and research worker. The apparatus which is pic- 
tured above, is called the “Product Integraph” and is supposed 
to solve rapidly and accurately, problems in advanced electrical 
theory, which have hitherto baffled engineers. It is a form of 


adding machine, but instead of dealing in the functions ©! 
figures, it does graphs and curves. A watt hour meter similar 
to those used in homes for recording electrical power consum| 
tion is the foundation of the machine. “Pointers moving along 
curves, which are recorded, will solve practically a “second 
order differential equation” which probably would take mont 
of computation. This photo was taken at the time of its int: 
duction to the students, by M. F. Gardner of Lansing, Mich., 
an instructor, who is working out a problem on it.—P. ¢ 
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Extent to Which Specialists 
Are Warranted 


The Question is One of a Cold Blooded Consid- 
eration of Net Profits at the End of the Year 


By H. A. ESLER 


President, Missouri Valley Electric Co. 
Address to the Missouri River Club 


of employing specialists, it will be necessary to 

narrow down somewhat the term “specialist”. In 
some of the larger jobbing organizations, there are heads 
of departments who supervise the buying and selling of 
certain lines who might come under this classification, 
but I think they could be more 


Beem starting any discussion as to the merits 


do without him. In other words, if a certain department 
is doing $50,000.00 without the specialist, it would re- 
quire $150,000.00 to support the specialist salesman and 
maintain the same average sales cost. 

To make a concrete example, we will set up a model 
jobbing house that will fairly represent the average house 
in this territory. We will give 
them a capital of $100,000 





properly classified as depart- 
ment heads. Instead, we will 
consider the specialist sales- 
man who is employed to sell 
a certain class of material and 
foster its sale through the reg- 
ular sales force. 

As it is the custom for spe- 
cialists to narrow down their 
efforts to as small a field as 
possible, I am going to be a 
specialist on specialists for the 
moment and confme my study 
of the subject to a cold blooded 
consideration of the net profits 
it the end of the year. I 
think we all could readily agree 
that specialized selling will in- 


wives should a 


iently support.” 





PECIALIZED selling 

will increase the sales of 
any jobber. 'To decide whether 
it will increase his net profits, 
we will have to resort to figures 
and the old arithmetic formula— 
did he gain or lose and how 
much? The answer is the same 
as that of the Turkish gentleman 
to the question, “How many 


“No more than he can conven- 


annual sales of $500,000 and 
five general salesmen with a 
gross sales expense of $25,000 
or 5% of gross sales. On this 
basis they have a net profit at 
the end of the year of 2% of 
their gross sales which pays a 
dividend of 10% on their capi- 
tal stock. 

They then employ a lamp 
man who is very successful 
and increases their lamp busi- 
ness from $25,000 to $50,000. 
They employ an appliance spe- 
cialist who is also successful 
and increases their appliance 
business $25,000. They em- 


man have?”— 








crease the sales of any jobber. 
lo decide whether it will in- 
crease his net profits, we will have to resort to figures 
ind the old arithmetic formula “Did he gain or lose and 
iow much.” 
We will first have to establish some standards by which 
measure this specialist salesman. The average jobber 
1 this territory does a gross business of about $100,000 
‘or each general salesman employed. This does not mean 
iat their salesmen can show personal sales for that 
mount but if you multiply the number of general sales- 
ien by 100,000 you will be very near the gross business 
{ the house. The average total cost of a salesman, in- 
‘uding salary, expenses, insurance, etc., is $5000 per 
ear. This makes the sales cost 5% of the gross busi- 
ess. As the percentage of overhead in other departments 
ill not be affected in any way, the percentage of sales 
st is all we need to consider. 
[f these figures are approximately correct, a specialist 
il have to increase the business of his house to the 
‘tent of $100,000.00 per year to avoid raising their 
erage sales cost. This does not mean that his depart- 
ent must do $100,000.00 of business but that it must 
$100,000.00 more than the regular sales force would 


ploy a radio specialist who is 
still more successful and in- 
creases their radio business $50,000. This has added 
$15,000 to their sales expense and their statement now 
reads: 

Annual Business $600,000.00 

Annual Sales Expense $40,000.00 

Percentage of sales cost 6 74% 

Assuming that all other items of overhead were the 
same as the former year, they will have for dividend 
purposes 4 of 1% of their sales or 2% dividend instead 
of 10%. 

The argument is sometimes advanced that the special- 
ized lines carry a better margin of profit than staples. 
The average profit on a line will be cut down by the em 
ployment of the specialist salesman. The lamp man will 
concentrate on the $2500 and $5000 contracts to obtain 
volume. The profit to the jobber is very small on these 
large contracts. The appliance man will go after utilities 
business on which the jobber makes scarcely one-half the 
percentage of profit that he makes on miscellaneous 
dealer business and the radio specialist will go after 
large department and music store business at a small 


margin. 
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What is affecting the public’s confidence in radio? 
(PP. a) 

What is the largest waterfall wholly within a city? 
(P. 7) 

When was the New York vehicular tunnel opened? 
(P. 14) 

How can you get a rabbit meat sandwich in August? 
(P. 62) 

What is the “Mechanical Mind”? (P. 12) 

Where did Graybar recently open a branch? (P. 42) 
On what occasion did the manufacturers give the 
jobbers something? (P. 10) 

Name the jobber who is also an historian. (P. 44) 
What are the eight most important groups to which 
electrical supplies are sold? (P. 11) 

What noted lighting pioneer recently passed away? 
(P. 98) 

How would you figure the worth of a sales specialist? 
(P: 48) 





“Quizzically” Speaking 


12.—When and where is the next R. M. A. trade show? 
(P. 82) 


13.._Name the managing director and the general secretary 
of the Electrical Supply Jobbers Association. (P. 8) 


1't.—What six noted men sent a joint letter to the electrical 
industry? (P. 92) 


15.—Was business generally better in October as com- 
pared with September? (P. 16) 


16.—What jobber won the Westinghouse National Electric 
Iron Championship? (P. 49) 


17.—How many jobbers’ salesmen 


i r graduated from the 
course in constructive salesmanship? ( 


P. 96) 


18.—Who invented the counter arrangement used in most 
hardware stores? (P. 25) 


19.—How did Carl Akeley save himself from an enraged 
elephant? (P. 15) 


20.—What new jobbing establishment is supposed to be 
one of the best buildings in the United States? (P. 38) 





To sum up these conclusions, if I am allowed to use 
the language of our recently revived sport, when we put 
the specialist salesmen on a $100,000 track a majority 
of them will fall dead at the quarter mile post, some 
will reach the one-half mile post, but there will not be 
enough reach the home stretch to make the race inter- 
esting to the stockholders in the grand stand. 

My answer to the question “How many specialists 
.should a jobber employ” is that given by a Turkish 
gentleman when asked, “How many wives should a man 
have’—No more than he can conveniently support. 

Another disadvantage in obtaining business through 
the employment of specialist salesmen is that they create 
very little additional demand, by the general public for 
their particular lines of merchandise and any increased 
business is at the expense of competitors. If all houses 
doing business in a given territory are forced to employ 
specialists in order to hold their own against specialists 


employed by their competitors there will be very littl 
business gained by anyone and a considerable percentag: 
will be added to sales cost. The average buyer of elec- 
trical merchandise is within the selling territory of at 
least 20 jobbers and the volume in any line is certainly 
not sufficient to support that number of specialist sales- 
men in addition to the regular sales forces that sell the 
full line. I believe this lack of volume is the cause of the 
frequent changes of field men sent out by manufacturers. 
There is simply not enough volume in any particular line 
to be obtained to support a salesman, especially when his 
expenses have to be charged against increased volume 
instead of total volume. Inasmuch as there are very 
few lines on which the jobber has exclusive sales in his 
territory and no permanent arrangement on the few lines 
on which he is supposed to have the exclusive sale, it 
seems to me that any specialized sales effort should be 
made by the manufacturer rather than the jobber, 








HOLLAND 
VEHICULAR 
TUNNEL 


The Holland vehicu- 
lar tunnel, connecting 
New York and Jersey 
City, N. J., was for- 
mally opened at mid- 
night, November 12. 
Only motor vehicles 
will use it, charged 
toll. There will be on 
duty at all times spe- 
cial police, trained 
automotive mechanics, 
special fire engines, 
towing trucks, etc. 
Maximum speed 30 
miles per hour, cars 
spaced 75 feet apart, 
is the law. 
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Planning Ahead 


Those Who Watch the Signs and Plan Ahead Are 
the Ones Who Have the Inspirations of the Moment 
By DR. FRANK CRANE 


wandered in the green pastures of per- 

sonal reminiscence and led his restless 
auditors by the still waters of irrelevant poetry, 
at the end of an hour began: “Now, as I 
started to say in the beginning... ..” The 
man sitting next to him 
tugged at his coat tail 


\* AFTER dinner speaker, who had 


when on the trail what I would do if an elephant 

ever caught me. And I had planned, as much 

as one can plan such things, to do what I did 

then. In other words, I had thought it out be- 

forehand and now had only to act.” Having 

“thought it out beforehand” saved his life 
in the crisis. 


The difference be- 





and said in a stage 
whisper: “You'd better 
sit down. You are com- 
ing out the same hole 
you went in!” “Com- 
ing out the same hole 
you go in” is always a 
sign of non-progress, of 
failure to think ahead 
and plan out a cam- 
paign with a definite 
objective. It is a fault 
that flourishes luxu- 
riantly amid the cigar 
smoke of after dinner 
speaking, but it is not 
confined to it. . 

Carl E. Akeley, col- 
lector of specimens for 
the Museum of Natural 
History in New York 
City, recently told of 
his narrowest escape 
trom death in the heart 
of Africa. He was at- 
tacked by a giant ele- 








tween these two men, 
the speaker who had his 
coat tail pulled and sat 
down amid ignominious 
laughter, and the noted 
naturalist who came 
through a crisis victo- 
rious, is a difference 
easily seen in everyday 
life. The man who is 
‘alled upon for an im- 
promptu speech and is 
only able to mumble a 
few incoherent banal- 
ities is the man who has 
not thought ahead to 
prepare for such an 
emergency. ‘The man 
who loses his head in a 
sudden crisis in driving 
an automobile is almost 
always the one who has 
not thought out before- 
hand just what he 
would do if such an ex- 
igency appeared. 








phant larger than the 
bull in his noted ele- 
phant group which the Museum exhibits. Be- 
fore he had time to swing his gun to his shoul- 
der, he said, “something struck me heavily in 
the face and dazed me. Then I saw a great tusk 
aimed directly at my chest. I grabbed it with 
my left hand and grasped the other with my 
right, and swinging in between them I went 
down on my back. I did it automatically. The 
reason I did it was that I had often wondered 


The man who is con- 
tinually offending 
others by saying untactful things is the one who 
does not think them through in advance to see 
how they will sound. ‘The crises of life rarely 
come like lightning out of a clear sky. Almost 
always there are the gathering clouds and the 
distant roll of thunder to warn us. 

The ones who watch the signs and plan ahead 
are the ones who have the “inspirations of the 
moment.” 


Copyright 1927, by Dr. Frank Crane 


An Interesting Article by Dr. Crane Appears 


in Every Issue of The Jobber’s Salesman. 
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Market for Electrical Supplies 


Compiled Monthly From Reports Made to THE JOBBER’S SALESMAN, by 
Jobbers, on Market and Price Conditions for 22 Key Products 
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_ *Kastern States include all between the Atlantic Coast and the eastern boundaries of Ohio, Kentucky, Tennessee and Alabam 
Western States include all between the Pacific Coast and the eastern boundaries of N. Dakota, 8S. Dakota, Nebraska, Kansa 
Oklahoma and Texas; Central States all between. 
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Pictorial Review of Electrical Developments 


War times were brought back to Londoners when this half 
billion candlepower searchlight illuminated planes which 
fought a sham battle during a recent military tournament. 
The photograph was taken at Times Square. 


It is now said that crossed eyes may be straightened 
through scientific ocular training. Dr. A. S. Cameron of 
Chicago is shown working with Miss Loretta Smith. The in- 
strument is called a myoculator. Now if someone will invent 
a machine which will assist salesmen in looking for orders 
we'll all be happy.—Photo by Underwood & Underwood. 


mah — Ge OO rr a ee 


In the summer of 1926 the 
Graybar crowd at Minneapolis 
held a sales meeting and outing 
at one of the lakes. One of the 
boys had brought his banjo along. 
E. H. Jahreiss, a real trap drum- 
mer, got hold of a couple of dish 
pans and then the fun began. 
The improvised orchestra was a 
hit with Martin Buehler, sales 
manager, and he suggested the 
formation of a real orchestra. 
The snappy jazz band shown in 
the picture is the result in a 
little over a year. Left to right 
the boys are: E. C. Sharpe, sup- 
ply specialist; E. J. Aubrecht, 
city salesman; Russell Dickson, 
service department; A. H. Venie, 
service department; L. E. Luck- 
man, lamp specialist, and E. H. 
Jahriess, service department. 
Their services are much in de- 
mand. And, note the snappy 
sweaters. 
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Giving telegraph poles the “Needle.” ‘Telegraph poles can now be 
preserved by the use of an “inoculating” needle, which makes holes jn 
the wood and fills them with a paste that keeps fungi at bay, and 
preserves the wood. One picture shows the needle being filled with 
paste, and the other the actual inoculation, by making an incision jn 
the pole and giving it a “shot” of the dope——P. & A. Photos. 


A new type of self-starter for plane propellers, that will eliminate 
the hazards of the hand starter, is now in use. Four electric motors do 
the trick. They are built on a standing frame, which is placed immedi- 
ately in front of the plane’s propeller. They are then attached to the 
propeller shaft by means of gears, similar in principle to that of the 
auto self starter. After the motor is started the gears unmesh, and 
the device is pulled away from in front of the plane. Storage batteries 
furnish the current. The starter was used first by Lieut. Al. Williams, 
on the plane that he built for the Schneider cup races in Italy, and 
which he did not enter in the contests because its performance did not 
come up to his expectations—Herbert Photo. 





This interesting picture shows en- 
gineers of the General Electric Co. meas- 
uring the intensity, or candle power of 
light in the ring of the Dempsey-Tunney 
fight. They are using a new type of 
photometer and a white reflecting disk. 
The instrument gave an accurate meas- 
ure even under the glare of light repre- 
sented by the expenditure of 44 kilowatts 
actually employed in the lighting system. 
It will count lumens perfectly, but will 
not count seconds. 
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: Gem Powerlet 
Malleable Conduit Fittings 
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Resistance Joints 


Conduit joints must be waterproof to prevent 
corrosion and high resistance in the conduit 
run. Gem Powerlets have threaded hubs be- 
cause that type joint is permanently right. 
Gem Powerlets are cast in one piece from 
malleable iron—no seams to open, won't crack. 


Write for Gem Powerlet 


Catalog No. P-32 








aad ak 433 a 
. . 
More Wiring Space 
Gem Powerlets save time where it counts 
most—in splicing, soldering and tapping the 
cables. The use of malleable iron allows 
space-saving, thin-walled construction—and 
gives added strength. Square cornered de- 
sign further increases wiring space— cuts the 
time required for workmanlike installations. 


CHICAGO FUSE MFG. Co. 


INCORPORATED 16869 


Manufacturers of 

Electrical Protecting 

Materials and Conduit 
Fittings 


N 





1519 West 15th Street, Chicago 





Retaining washers hold assembling screws of 
Gem Powerlets in place during installation. 
You won't drop and lose them—a time sav- 
ing factor on every job. 


<a 








a — - 





Unbreakable _ Rustproof 


Cast in one piece from malleable iron—Gem 
Powerlets won't break. The rust resisting 
qualities of malleable iron, with the heavy 
galvanized or enameled finish make Gem 
Powerlets rust and deterioration proof. They 
outlast the building. 


GEM POWERLETS 


Because they are worth more they really cost less 
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G. R. METCALF, PresiDent J. R. METCALF, Treas 
E.E.WALKER,Vice PREST. A.J. STERRETT, Sea, 
G.R.METCALF, JR.VicE Presrt. W.C.MISSIMER Sus 


ERIE MALLEABLE IRON Co. 
isleeme KONDU DIVISION 


ALL COMMUNICATIONS 
TO THE COMPANY Esi£ Pa. 
CLINTON STARK, 


| SALES MANAGER 


December, 1927. 


TO THE JOBBERS AND THEIR. SALESMEN : 


With the completion of this ad, we have 
rounded out twelve months of constructive 
advertising for KONDU THREADLESS FITTINGS. 


The service rendered to the user of our 
Fittings, and the successful introduction 
of our line, have been made possible by 
the loyal co-operation of our jobbers and 
the jobbers’ salesmen. 


May the New Year bring to our friends and 
supporters, increased and better business? 


Very t ours, 





Gaz 


Sales Manager. 


HORM Y - POKES 
KONRDY FITTINGS 


CERTIFIED MALLEABLE 
CASTINGS 
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AS 
STRAIGHT 


And it’s easy with KONDU BOX. 


And you also eliminate all thread cutting. On jobs 
of this type you can readily realize the money and 
time saved. 


Try KONDU on the next job, and you will be sur- 
prised with the ease and rapidity of installing this 
new conduit fitting. 


Catalog and Sample for the asking. 


THE THREADLESS 
CONDUIT FITTING 


Erie Malleable Iron Company 


KONDU DIVISION ERIE, PA. 


KONDU carried in stock by leading Electrical Jobbers. 
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Standard Electric 
Water Heater 


A completely proved, effi- 
cient, economical, electric 
water heater. Automatic or 
non-automatic. Write for 
Bulletin A-119. 











electrical dealer you can talk Beauty and 
not overstate the case. 


No. 954 is a good example of Standard 

rr All white oO a 

: nickel trim to set it off to advantage. 

extra cap acity ) too. Exposed panels and legs white porcelain. 

Cast cooking top, white porcelain finish. 

You don’t need to be told that Beauty is an important Extra capacity, too—liberal-sized oven; 
factor in making sales nowadays; particularly when you roomy broiler compartment below; three 
are appealing to women. Standard Electrics are not only hot-plates. Left or right-hand oven— 


efficient—they are beautiful. Beautiful in design. Beautiful temperature control. 
in finish. When you talk Standard Electric Ranges to the 


Standards are worthy of your best selling 
efforts. A real line to work with—and 
a house that believes in cooperating with 
jobbers and jobbers’ salesmen in a whole- 
hearted and constructive way. Write for 
the whole story—and copy of the Stan- 
dard Catalogue. 








THE STANDARD ELECTRIC STOVE CO. 


‘Standard quality is never questioned” TOLEDO, OHIO 


AT, 








CHARLES F. DOWD, INCORPORATED, ADVERTISING AGENCY, TOLEDO, OHIO 
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No, the lady in the upper left hand corner will not swallow 
the entire machine, she is simply bathing her throat with 
“Spectro Sun” from the Gelb “Spectro Sun” Shine lamp. 
lhis lamp gives a light second only to sunlight. Our reporter 
states that it is almost specific in rachitis, lupus vulgaris, 
acne, and tuberculous eateritis. Anyway, the photo shows 
Miss Katherine Mahoney being treated by the new lamp.— 
Photo by Keystone. 

Upper right shows Mrs. Ralph H. Goodwin inspecting one 
of the huge flood lights that are used in large railway ter- 
minals for day and night use. This product was displayed 
at the eighteenth annual convention of the Association of 
Railway Electrical Engineers which was held in Chicago this 
Fall—Photo by Underwood & Underwood. 

Among other things which radio-photography has accom- 
plished is that of finding a quicker way for friend wife to 


spend your money. Instead of waiting six months for the 
latest in Paris styles she now views them as they are flashed 
from Paris on the new radio-photo machine. Miss Jane 
Webster is shown looking for a new idea. 

While this has nothing to do with the Notre Dame—South- 
ern California game, it shows the girls of the latter university 
using the telegraphone, a modern device for correcting enun- 
ciation. It broadcasts the speech recorded verbatim, and 
even the co-ed cannot dispute the record of the mechanical 
voice detective. Lisping may be becoming to a co-ed in 
campus repartee with her boy friends, but in public speaking 
it is not so good, and the new apparatus is catching the flaws 
in the voices of those under observation. Marjorie Snow and 
Helen Morlan are shown with the telegraphone.—Photo by 
P. & A. 
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O. B. Stubbs 


President, Stubbs Electric Co., Portland, Ore. 
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O. B. Stubbs 


: NOTHER man who as a young fellow followed 


the well-known admonition to “Go West’, with 

results that have been highly satisfactory to 
himself, is O. B. Stubbs, now president of the Stubbs 
Electric Co., of Portland, Ore. If you wish to be very 
formal you will say Osmon B. Stubbs. Formality and 
O. B. Stubbs do not go very well together, however, for 
he is a big, hearty, “where 
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MEN YOU SHOULD KNOW 


President 
Stubbs Electric Co. 


land, with a store and good sized stock of his own. 
His induction into the electrical business dates really 
from 1897, when he rented space in the rear of his store 
to W. O. Fouch, for an electrical shop. This was not 
only the beginning of a beautiful friendship, but after- 
wards proved to be the connection which set both men 
firmly on the road to larger success. 
The combination was ideal. 





men are men” type, like Curt 
Hawley, typical as we like to 
believe of the men of the West 
Coast. 


Foresight 


Added to his engineering tal- 
ent Mr. Stubbs had unusual 
ability as a mixer and a mer- 
chandiser, with plenty of vi- 


Fifty-eight years ago, O. B. EK “ELECTRIFIED” a sion. Fouch had _ complete 


Stubbs was born in Lawrence, 
Mass., spent his boyhood days 
there and received his early 
education at Concord, N. H. 
His father was a minister, but 
if the son was a wild young 
man, aS minister's sons are 
often reputed to be, his early 
derelictions are all now safely 
shrouded in the softening folds 
of time. When he was 12, 
they moved to St. Louis and he 
attended the University of St. 
Louis, from which institution 
he was graduated. 

Young Stubbs then launched 


of the moment. 





ship in 40 days and 40 
nights in the days when such. in- 
stallations were extremely rare. 
Uncle Sam praised him and gave 
him another job of the same 
kind. He was able to do it again 
because he was one of the kind 
described by Dr. Frank Crane 
in this issue, who have the ability 
to watch the signs and plan 
ahead and, therefore, are the 
ones who have the inspirations 


knowledge of the contracting 
business as it was conducted 
at that time. 

Mr. Stubbs’ acquaintance 
was very wide and as he was 
able to swing much business 
to his tenant, they naturally 
fell into a sort of “unwritten” 
partnership. Then, in 1898, 
the Spanish-American War 
created a lot of new demands 
on industry. One day Stubbs 
received a telephone call from 
the Chief Quartermaster, who 
was his friend. A complete 
lighting and ventilating 








out for himself, his first job 
taking him to the Pacific Coast where he worked on the 
government survey for the Cascade Locks between the 
upper and lower reaches of the Columbia River. He was 
a civil engineer and put in a year on this important work, 
acquiring a large amount of practical information which 
put him in line for a good position in the engineering 
department of the Oregon Steam Navigation Co., where 
he stayed until he felt that he had found his stride and 
then, oddly, branched out into quite a different field— 
merchandising—wholesale hardware. He liked this busi- 
ness immensely and his broad training as an engineer 
was really a great help. It had increased his powers 
tor independent thinking and initiative to put into effect 
the original ideas that he evolved. These took form al- 
most at once in certain phases of the retailing end of 
the business—for retail trade was at that time carried 
on in conjunction with wholesaling. 

Most people are familiar with the counter arrangement 
i the ordinary hardware store—the little drawers with 
(ie sampling done on the front. As far as can be 
vthered, Mr. Stubbs was the originator of this idea, 
vy almost universally used, and when it was new it was 
juently described and promulgated far and wide in 
press of the day. He stayed in this business for 
ut three years, advancing to the position of sales man- 
tr, then went into the retail hardware business in Port- 


plant was needed to convert 
a tramp steamer into a horse transport to Manila. 

Now, Osmon did not know a bulwark from a keelson. 
At that time the Navy had not started its advertising 
on “See the World Through a Porthole,’ so he was as 
green as the next one concerning marine equipment. The 
ordinary hardware dealer would have thrown up his hands 
at such a commission, but not so with Mr. Stubbs. 

Armed with specifications, he said to Fouch, “Here 
we have a friend at court. I have done much business 
with the Quartermaster department and have this man’s 
confidence. I would hate to disappoint him. Can we 
do this job right in 40 days?” The answer was yes, 
although the task was gigantic. 

The requirements included conduit, waterproof boxes, 
marine fittings, ete. A great many items for the installa- 
tion had to be manufactured locally—patterns had to be 
made and castings made from the patterns. There were 
no waterproof fittings or conduit to be had in Portland. 
Stubbs and Fouch hustled around and located a quantity 
of second-hand gas pipe in a building that was being 
demolished. Among the chief items were four huge 
Sturtevant exhaust fans eight or 10 feet in diameter, 
which had to come from the East by express, and two 
G. E. generators to furnish all the “juice” for the ship. 

As a reminiscence, the recalling of this job is a 


pleasure to Mr. Stubbs—at the (Turn to Page 64) 
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CWS of the 
me J 


Death of Edgar C. Caldwell 

Edgar Calhoun Caldwell of Sum- 
mit, N. J., died of heart trouble on 
Saturday, October 22, 1927. Mr. 











Caldwell was well known in the elec- 
trical field in New Jersey, having 
represented E. B. Latham & Co. in 
that territory for the past 25 years. 
He was one of the few salesmen that 
line 


the electrical jobbing 
thoroughly. 

Quoting one of his old time cus- 
tomers, he said—“Mr. Caldwell was 
one of the finest men that I ever did 
business with.” He had a host of 
friends and was held in high esteem 
by those who were intimately ac- 


quainted with him. 
* * * 


Wood Transferred to Jackson- 
ville 

(Guy) Wood has been ap- 
pointed service manager of the Gray- 
bar Electric Co., of Jacksonville, suc- 
ceeding R. J. McCabe, who has been 
transferred to the Boston house as 
service manager. 


knew 





Three smilers, all with the Erner Elec- 
tric Co., Cleveland. Left, Ernie Kuhn, 
Steve Brode, Ben Boynton. 











It may be hard to recognize W. E. 
Graham, manager of Butte Electrical Sup- 
ply Co. Butte, Mont., with those trick 
glasses. The other man is W. O. Smith, 
regional specialist for G. E., formerly 
salesman for Butte Electrical Supply Co. 
in the Billings territory. Smith is hand- 
ing Graham a big order and the boss is 
using the “balloon specs” to try and find 
the profit. 





Mr. Wood has been connected with 
the Atlantic office for a number of 
years, holding various positions in the 
service department, also as the buyer, 
and is well known in the southern 
district. 

As a mark of appreciation Mr. Mc- 
Cabe was presented with a fine watch, 
engraved with his initials, by the em- 
ployes of the Jacksonville office and 
the Tampa and Miami branches. 


ee @ = 


Officers of Central Division 
E. C. A. 

At the thirty-second annual meet- 
ing of the Central Division of the 
Electrical Credit Association the fol- 
lowing officers were elected: President, 
A. F. Hearl, American  Electri- 
cal Supply Co., Chicago; vice-presi- 
dent, T. A. Fredrickson, General 
Electric Co., Chicago; member na- 
tional board for two year term, B. P. 
George, Beardslee Chandelier Mfg. 
Co., Chicago; members of the execu- 
tive committee for 3 year term, R. J. 
Koch, Ilg Electric Ventilating Co., 
Chicago.; T. A. Fredrickson, General 
Electric Co., Chicago;  secretary- 
treasurer, F. P. Vose; assistant secre- 
tary-treasurer, W. S. Vose. 











August H. Meyer Co. Succes. 
sor of Langstadt-Meyer 


August H. Meyer has taken over 
the interests of the Langstadt-Mever 
Co., of Appleton and Fond du Lae, 
Wis. and has established a jobbing 
house in Oshkosh. The officials of 
the new company are: Wm. E. Coats, 
president; August H. 
president, treasurer, general and sales 
manager; H. S. Schultz, secretary. 


Meyer, vice- 


* * * 


St. Louis Lights Up for 
Christmas 


Denver, Colo., will have to look to 
its laurels as “The Christmas City of 
the World.” St. Louis has launched 
a “Christmas Lighting Contest’ 
backed by the Globe-Democrat, the 
Chamber of Commerce and the Elec- 
trical Board of Trade. 

In addition to the decoration of 
homes the committee will endeavor to 
extend the idea to churches, apart- 
ment houses, banks, stores, etc. 

















Wm. J. Berryman, manager electrical 
department, Mine & Smelter Supply ©: 
Salt Lake City, Utah, with a string of 
steetheads, rainbow and eastern brook 
trout. Note how their weight has bent 
the 34 in. iron conduit. 
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| Buffalo Breezo Market 


~for December 








N December the “mopping up” of Buffalo 
4 Breezo Exhaust Fan prospects, previously 
overlooked, should take place. Here are three 
types of prospects on whom you should call at 
once:— 







Washrooms: Social life is now in full swing. 
Dances are being given, cabarets are crowded, and 
the washrooms of these public places are badly in 
need of proper ventilation. Solicit every one in 
your territory. And, if you cannot cover them 
all, prime your contractor-dealers to solicit this 
business. 





















Clubs: There is no room where good ventila- 
tion is more desirable than the clubrooms where 
many congregate and all smoke. Without proper 
ventilation headaches and dizziness are apt to re- 
sult. Buffalo “Breezo” solves this problem nicely. 
Work on these prospects in December. 





ee 





Auto Paint Shops: Cars have been put away 
for the winter and many are being spray painted 
for next Spring. A Buffalo “Breezo” Fan with a 
totally enclosed motor is necessary. Seek out 
these prospects in your territory. 








These are all concrete suggestions which will 
result in more business for you. Take advantage 
of them. 




















Watch this page each 


Buffalo Forge Company 
month for instructions on 


the field to cover during 201 Mortimer St. Buffalo, N. Y. 


4 the next 30 days. 
i In Canada: Canadian Blower & Forge Co., Ltd., Kitchener, Ont. 
s 


‘SUFLPA LS), BREEZO”’ 
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THE V SAFETY SWITCH AIDE 


Type 66 C 33 
A Good All-round 
VY Safety Switch 


The Type “‘C’” Safety Switch is built 
for light industrial loads although it 
is adaptable to many uses outside the 
industrial field. It is a good all around 
safety switch. Several new features 
have been added and we call your 
particular attention to them here. 


Type “C” Safety Switch 


Quick Make and Break 1. Quick Make and Break mechanism. 


2. Removable Handle, saves breakage 
in shipping. 


3. An insulated blade construction 
which allows fuses to be taken 
out easily. Reduces size of panel. 


4, Ample wiring space. 
Removable Handle 


Fair Enough! 

A concern doing a cash busine.; 
only—no, gentle reader, this co 
cern is not in the electrical jobbin¢ 
business—received a strong con- 
plaint from one of its out of town 
customers anent a C.O.D. shipment, 
recounting the annoyance caused hy 
not having the cash on hand when 
the postman called, resultant con- 
fusion, etc. 

Mr. Proprietor, of “Cash Busi- 
ness Only,” wrote Mr. Customer, in 
part, as follows: “Show me how | 
can run a cash business without 
using the mail, or express, on a 
C.O.D. basis, and I'll take you in 
as a partner.” 

To which Mr. Customer promptly 
replied: “Why not adopt the chain 
grocery store plan—demand a thou- 
sand dollar deposit, and let your 
customers purchase against the de- 
posit?” * * # 


Jobbers Active in Association 

W. M. Sanver.in, manager of the 
electrical department of the Farwell, 
Ozmun, Kirk Co., St. Paul, Minn., has 
been elected first vice-president of the 
North-West Radio Trade Association. 


He is also a member of the board of 


directors. 








These switches: supplement our line | 


of higher priced Type “‘A’’ Switches 
for mill purposes. Our concentric 
knockouts leave the hole clean as a 
hound’s tooth. 


Do you want more information about 
these Type “‘C’’ Safety Switches? 
Just drop us a line. 


Blade Construction 


TRUMBULL-VANDERPOEL ELECTRIC MFG. CO. 
BANTAM, CONN. 


CHICAGO PHILADELPHIA 


Pin ie2t) 
ne 
' saps 
, 
Lt 


BOSTON CLEVELAND 
Cn the Pacific Coast—C. Dent Slaughter 


SAFETY 
SWITCHES 


NEW YORK 





H. R. Lemon, formerly with the Erner 
Electric Co., Cleveland, is now divisional! 
| sales manager for A. W. Riser, manu- 
| facturer of lighting fixtures at Toledo, 

He is still located at Cleveland and )4> 
| his office with Erner. 
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THE YW SAFETY SWITCH lot. t ae 






































THE JOBBER WANTS 
AND APPRECIATES 
HELP—SAYS CRAIG 





ALEXANDER CRAIG 





“What is the matter? Is your com- 
pany crazy? You are actually encourag- 
- | _ ing the jobber to expect the manufacturer 
to do all the selling.” 


This remark was made when a certain 
salesman read Mr. Hessel’s paragraph in 
the October JOBBER’S SALESMAN: 


Here is the same old whimper, grow- 
ing bigger and bigger because it is easier 
to believe and repeat, than to analyze 
and so get to the bottom of things. 


Of course, some Jobbers do impose on 
the manufacturer but, thank Heaven, 
most of them do not. 


In any event, they have got a right to 
expect the manufacturer’s salesman to be 
something besides an ornament. 


This salesman must be capable and 
ready to solve the jobber’s technical 
problems, 


He must get his product approved and 
pecified by the better consumers in the 
territory. 


\bove all else, he surely must be his 
ributor’s representative in the factory 
or anization, 


‘hy can’t there be a better under- 
icing of common problems in the best 


“ner P 
ndustries? 


nal 
ALEXANDER CRAIG, 

trict Sales Mgr., State of Michigan, 

mbull-Vanderpoel Elec. Mfg. Co. 


inu- 


0 











THINGS YOU SHOULD 
KNOW 


A large traction company in the middle 
west recently made a test of the Y Cur- 
rent Breaker, 600 amps. 600 volts D.C. 
This switch was pulled at 710 amps. 
650 volts and it worked perfectly. 
This was a single pole switch, making 
the above performance three times as 
remarkable as it would have been had 
it been a three pole switch. 


* * KK * 


A test made in New England with a 
30 amp. 600 volt, 3 pole Y Current 
Breaker at 45 amps. 234 volts D.C. 
Then tested with a 5 hp. 550 volt 3 phase 
squirrel cage motor with rotor stalled, 
Voltage of closed circuit 565, open 590, 
current 34 amps. Current Breaker 
operated 100 times without a single 
failure. 


* * * * * 


In Pennsylvania a test was made with 
a 100 amp. 3 pole, 440 volt Y Current 
Breaker. It developed that this switch 
could repeatedly interrupt the current 
induced by a 35 hp. motor with stalled 
rotor. The maximum current devel- 
oped in this test was over 300 amps. 


* * * *k * 
Tests like the above are making history 
for the Current Breaker. 

kK KK * 
A new department recently inaugurated 
at the plant has been very busy de- 


signing and building some fine panels 
and switchboards. 





The Y Current Breaker 


Unit Construction 





Y Current Breaker 
in cast iron box 


TRUMBULL-VANDERPOEL ELECTRIC MFG. CO. 


BANTAM, CONN. 


NEW YORK DETROIT BOSTON 


Cn the Pacific Coast 


SAFETY 
SWITCHES 


CLEVELAND 


CHICAGO PHILADELPHIA 


C. Dent Sl .ughter 
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Hamilton Beach 


Now You can offer Your Trade 
what they’ve wanted for years 














The Finest Vacuum Cleaner Made 


Motor-Driven Brush 
Ball-Bearing Motor 
2-Year Guarantee 


RETAILING 


ob \0 ies 


oll its the IDENTICAL machine that was Nationally 
_ Advertised and sold up to November [* ’ for*5229 
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Here’s a machine your dealers can 
“Sell Over the Counter” and elimi- 
nate the costly resale expense that 
eats up their profit. 


Nine years’ experience and $35,000,000 
in resources are back of this, great- 
est of all Hamilton Beach Cleaners. 
Without question it is the finest 
cleaner made regardless of price and 
the greatest dollar for dollar value 
ever offered. 





Ball-Bearing Motor 
Never Needs Oiling 


Powerful Suction 


Beating Brush Action 


Sweeping Brush 
Action 





No cleaner more effectively gets sur- 
face dirt and litter and embedded dirt, 
the principal cause of rug wear. No 
cleaner makes a better demonstra- 
tion. No cleaner is more reliable. 
The adoption of a ball-bearing motor 
has enabled us to guarantee the en- 
tire machine (including belt, brush 
and hag) for Two Years. ' : 


Profitable to Sell Because of 
Small Unit Investment 
Rapid Turn-Over 
Low Selling Expense 
Large Margin 

SALES MANAGERS 


WRITE or WIRE for complete Sell- 
ing Plan that is as revolutionary as 
this new, unheard of low price. 


HAMILTON BEACH MEG. CO., Racine, Wis. 
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Missouri River Club 

The meetings of the Missouri River 
Club, which are held at Excelsior 
Springs, Mo., are characterized by a 
lot of straight talking backed up by 
straight thinking. While the men 
who make their way to that rendez- 
vous may wear golf clothes a good 
share of the time, a lot besides golf 
goes on there. 


Snapped at the meet- 
ing of the Missouri River 
Club at Excelsior 
Springs, Mo.— 

(1) Riley De Lano, 
who now has the cares 
of the McGraw Electric 
Appliance Co., St. Louis, 
on his hands in addition 
to Varney Electric Sup- 
ply Co. Indianapolis. 
Riley would be called a 
commuter de luxe. 

(2) The Big 4 of the 
Chicago jobbers. Left 
to right: S. H. Simon- 
sen, Illinois Electric Co.; 
John Gleason, Graybar 
Electric Co., and Fred 
Eisemann, Revere Elec- 
tric Co. Vacant space 
between “Si” and “John” 
is reserved for Frank 
Hagerman of Electric 
Appliance Co. 


(3) Earle Poorman, 
district sales manager, 
HBison Electric Ap- 
pliance Co., Kansas City 


ofiegust ready to join 
Hele in one” club. 

(4) ‘Harry Bussmann, | 
president, ‘and Geo. © 
Delaney, general sales 
manager. of Bussmann 
Mfg. Co., St. Louis. 

(5) By the pleased 
smiles on the faces of 
Geo. Bockes, general 
manager, Korsmeyer Co., 
Lincoln, Nebr., S. W. 
Fries, district manager, 
Economy Fuse & Mfg. 
Co., Kansas City and 
EK. E. Malott of the 
same company, Tom 
Bibber must have foozled 
again. 

(6) Frank Hagerman, 
sales manager, Electric 
Appliance Co., Chicago, 
after a hearty breakfast 
at Excelsior Springs. 

(7) Two hustlers out 
after golf prizes at Mis- 
souri River Club meeting 
Excelsior Springs. Fred 
Pitt and Gene Anderson 
of Anderson-Pitt Elec- 
tric Co., Kansas City. 


Fred did win a 
prize and Gene claims he would have if 
Jack Johnston knew anything about read- 
ing scores! 


(8) R.C. (Bob) Bennett of I. A. Ben- 
nett & Co., Ed Collins of Collins Electric 
Co., Des Moines, Ia., and B. J. Fleming 
of Frank Adam’s Omaha office. With 
high pressure artists like these on each 
side of him Ed sure must have bought 
something. 

(9) W. R. Herstein, president, Wesco 


The meeting this year, which was 


“held beginning October 20, was no 


exception as to the quality of the pro- 
gram. One of the papers, that of 
H. A. Esler was selected for printing 
in Tue Jopper’s SALESMAN and ap- 
pears elsewhere in this issue. In 
straight words and not over 1200 of 
them at that he gives his opinion on 
the matter of the sales specialist. 


Supply Co., looks so serious because he 
has just finished speaking on a_ very 
serious subject at the meeting. 

(10) W. A. (Bill) Stacey, western 
manager, Bryant Electric Co. Bill claims 
this is the first snapshot he has ever posed 
for. 

(11) John N. Willson, Roach-Apple- 
ton Mfg. Co., Chicago, Danny Cohen, 
Glasco Electric Co., St. Louis. The one 
with the top coat looks like Fleming of 
Frank Adam fame. 


Officers of this club hold their posi- 
tions for one year. There are two, 
the chairman and the secretary who 
are usually chosen from the same city 
so that they may co-operate mor 
readily. This year John L. Gleaso: 
of Graybar, Chicago, was elected 
chairman and S. H. Simonsen of th: 
Illinois Electric Co., Chicago, secr« 

' tary. 


(12) Monty Smith, _ representative 
among other lines of Geo. Richards & Co., 
in St. Louis territory. You can see by the 
expression on his face that Monty 
loaded for bear this morning. 

(13) Fred Wiebe, Brown & Hall, S' 
Louis, Jack Searls of Triangle Conduit 
Co., and George Richards himself. If Fre 
Wiebe hadn’t taken up so much room thc 
fellow at the extreme left might have go’ 
ten in the picture. 
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St. Louis Men Take to the 
Alleys 


Representatives «of 12 electrical 
companies are rolling their own 
in the bowling league of, the St. 
Louis Electrical Board of Trade. The 
firm’s having teams are: Otis Elevator 
Co.; Frank Adam Electric Co.; Mc- 
Graw Elec. Appliance Co.; General 
Eleetrie Co.; Moloney Elec. Co.; 
Wagner Elec. Corp.; Westinghouse ; 
Bussmann Mfg. Co.; Manhattan Elec- 
trical Supply Co.; Briner Electric 
Co.; W. N. Matthews Corp., and the 
Brown & Hall Supply Co. The out- 
standing stars are Walters-of Wagner, 
Press of McGraw, Vogt of Moloney 
and F. H. Bussmann of Bussmann 
Mfg. Co. 





* * * 


Carolinas Continue to Show 
Improvement 


General conditions in the Carolinas 
continue to show improvement, accord- 
ing to H. T. Long of the Carolina 
Electric Supply Co., Spartanburg. 
The good cotton crop and the prices 
received for it has resulted in a bet- 
ter Fall and Winter than has been 
experienced in two years. 

* * * 


Telechron Works for Wesco 


The Wesco Supply Co., has added 
to its lines the Telechron electric time- 
keeper, the clock that simply plugs 
into a light socket and, like Tenny- 
son’s brook, goes on forever. Made 
in a variety of models, it replaces the 
uncertainty of ordinary clocks with 
Western Union accuracy. 

* * * 


Francoeur Now With Sprague 

M. G. Francoeur, with The Hart- 
ford Electric Supply Co., for many 
years past, has associated himself 
with the Sprague Electrical Supply 
Co., of Waterbury, Conn. Mr. Fran- 
coeur will continue with general sales 
work in the field, and will represent 
the Sprague Electrical Supply Co., 
with headquarters in Hartford. 

















— 


n the October issue there appeared a 
general picture of the Listenwalter & 
Gough sales convention held at Phil 
Gough’s home near Los Angeles, for both 
the San Francisco and Los Angeles 
louses. They -lived and worked and 
lived together for three days, and here 
ar’ some more pictures showing particu- 
ly how they played. At the top are 

ssrs, Listenwalter and Gough in front 
t the house. Next, one of the seven 
fo rsomes. Following that the _ golf 

phy winners, and last, the trophies 
mselves, donated by manufacturers. 























38 


THE JOBBER’SfA)SALESMAN 








Pacific States’ New 
Headquarters 


Planned for the maximum of effi- 
ciency in business operation to the end 
that the maximum of service may be 
rendered—thus briefly might be char- 
acterized the new building at 10th 
and Bryant Sts., San _ Francisco, 
which the Pacific States Electric Co., 
merchandise distributor for General 
Electric, formally opened to the pub- 
lice on October 10. 

The new structure, one of the 
largest of its type to be built in sev- 
eral years, has a frontage of 295 ft. 
on Bryant St. and 120 ft. on 10th St. 
It will replace the smaller quarters 
the company maintained at 575 Mis- 
sion St. as well as two other ware- 
houses. Adjacent to the building is 
a private parking space for the pa- 
trons of the . Pacific States. This 
private parking space has a frontage 
of 95 ft. on Bryant and is 120 ft. 


deep. 
The new establishment is light, 
airy, sunny and spacious and _ is 


equipped with the most modern facili- 
ties. Upon entering the building you 
are attracted first by a model window 
built within the entrance which will 
serve as a demonstration, not only of 
modern window lighting but, to Paci- 
fic States’ dealers, for display ideas. 
Wide steps lead up past this window 
to the main entrance which opens 
onto a wide lobby. To the left is the 
service counter over 45 ft. long and 
flanked by the broken package de- 
partment where package stock, wiring 
devices, lamps and the like, are im- 
mediately available from the steel 
shelving for the contractor “in a 
hurry.” Off the lobby, too, is the 
radio service room with its complete 
equipment for testing and recondition- 
ing radio sets and accessories. On 
the first floor are the main shipping 
and receiving departments, a special 
“will call” department where facili- 
ties are provided for quick and con- 
venient delivery of merchandise to 
customers’ trucks, a loading shed 
which will accommodate four of the 
largest delivery trucks and a three- 
ear spur track. Throughout the en- 
tire building wherever shelving is 
required, it is of steel, finished in 
olive green. This shelving is adjust- 
able so that it can be changed to fit 
large or small packages. 

The offices of the San Francisco 
Division, of which Fred C. Todt is 
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Views in New 


manager and Axel H. Kahn assistant 
manager, are located on the second 
floor. One of the interesting features 
on this and also the third floor is the 
acoustical ceilings in all the offices and 
display rooms that deaden all noises 
from the street and from office equip- 
ment such as typewriters, billing ma- 
chines, telephones and the like. On 
this floor are especially fitted display 
rooms where the company’s dealers 
may bring their customers. 

The Radiola room is an example of 
good taste in furnishing and avoids 
the usual mistake of crowding the 
models on display. In order that 
there may be no interference from the 











=) 


Home of Pacific States Electric 


electrically operated tabulating ma- 
chines on this floor, the room contain- 
ing them is shielded and completely 
isolated from the radio room. ‘The 
personnel and equipment necessary 
for the administration of the ten 
offices of the company on the Pacific 
Coast are on the third floor of the 
new building. Here are the offices 
of D. E. Harris, president of the 
company; S. B. Anderson, vice-presi- 
dent and treasurer; H. R. Noack, 
vice-president; J. L. Busey, assistant 
to the president; and the general 
purchasing, price and advertising 
departments. 


Part of the third floor is also used 
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RATEFULLY we extend 
to all who are advancing 
Reynolite’s leadership 
our greetings and thanks. 
May your Christmas be 
a merry one and memor- 
able. May your NewYear 
bring to you in abound- 
ing measure health, 
happinessand prosperity. 
REYNOLDS SPRING CO., JACKSON, MICH. 


REYROLITE ® 


TRADE MARK REG. 
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Helpful Hints to pass on to your trade 
S to help them build Holiday sales 


The following suggestions are j ust common sense ones that every retailer 
knows but some times fails to put into practice. Remind your dealers of these 
fundamental ye principles. They will increase their sales and yours. 


Light? e 
‘Color a 
or Motion© 


















IS 





NNDOUBTEDLY there are many arti- 

cles in stock that are appropriate 

for gifts. But they are not sold until 
buyers come in. 

The first problem then is to attract gift 

buyers to the store and into the store. 


I Light, Color or Motion 
in the window 


Anyone making displays knows from 
experience that it is light, color and mo- 
tion that attract people. 

Therefore, the more 
light, color or motion 
an article has, the more 
desirable it is to feature 
in the window to stop 
the passer-by. 


XY. FF. 


There is one article 
which is probably al- 
ready in stock that will 
give the windows this 
necessary light, color 
and motion—it is the 
new Buss Light. 


WiIitLlnhtsS 





both light and color, Buss Lights have 
the display qualities to attract gilt 
buyers to and into the store, and thereby 
increase trade generally. [Even the 
feeling of actual motion can be added 
by the use of flasher buttons.} 


It is not necessary to devote the entire 
window to this Buss Light display un- 
less desired. Its brilliant light and color 
can be used to attract attention to other 
articles on display in the window. 


LLL | 


ELECTRICAL CONTRACTORS 











Because of their extra- 
ordinary radiance in 


A window display such as is shown here is so ablaze with light and so 
brilliant with color that it actually has the power to pull people even from 
across the street, as tests have proved. 











mae 
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2 Adding Light and Color 


to the counter. 


Light, color and motion in the store 
and on the counters will attract atten- 
tion and increase sales, just as they do 
in the window, because people will stop 


and look. 


One way of focusing attention to 
articles on display is by spotlighting 
them. Here again Buss Lights are won- 


derfully handy. 











For example, stand SS. 

Buss Lights in the S ka Sy Sy 

glass show cases to ae 
lighe ome and add SS 
color—like t EY Ss &- : 


- Or show them on a radio set, to 
get attention to it. (Buss 
Lights make such 
dandy radio lights 
that many people 
will buy them for 
this use.) 














Or a a Buss Light on 
the washing machine to 
make people look. 


All around the store will 
be found places that sparkling Buss 
Lights will make bright and happy and 
will add a feeling of cheer and welcome. 


The above simple set-up makes full use of the vivid color 
of Buss by ost to attract people. It takes only a few lamps 
and very little room. Whether this display is on the 
counter or in the window, or both, its sparkling light and 
rich warm color will bring a Christmas spirit of life and 
cheer to the store. 


3% Use Advertising somebody 
else pays for. 


There are many articles in stock that 
are nationally advertised. By tieing the 
counters and windows into this adver- 
tising—which is done by manufacturers 
to help retailers—people are reminded to 
buy the article they saw advertised. 


The retailer can get the benefit of 
national advertising that the manu- 
facturer pays for—by using 

Window Posters Counter Cards, and the goods themselves 
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Among the articles probably in stock 
are Buss Lights. This year Buss Light 
advertising is greater than that being 
doneon all other lampscombined for the 
same period. It is greater than the adver- 
tising being done on any other small 
electrical article, even Mazda Lamps etc. 


Putting Buss Light display material or 
the lights themselves on display takes ad- 
vantage of this tremendous campaign. 


A reproduction of one of the Christmas advertisements on 
the window or door will help bring to the store the spirit of 
Christmas. 
Retailers can make a poster by simply getting copy of the 
Dec. 3rd Liberty Magazine or the December issue of Pic- 
orial Review, tearing out one 
of these full page color 
Buss Light ads that ap- 
pear in these issues 
and pasting in the 
i. window or door. 























DISPLAY MATERIAL ~A complete 
package of Buss Light display materialand 
Christmas posters and cards will be sent 
any retailer on request. Bussmann Mig. 


Co., 2533 University St., St. Louis. 


i ‘ ‘ Now is the time to make hay on Buss 
New award offer for distributor salesmen North: one 'omeke bay on Buse 
the stunning Beauty Lamps as a reward for turning in only 10 window display service orders from retailers between Novem- 
ber 1st and December 24th.’ » Such an order calls for only 24 or more $3 Buss Lights from the retailer, for which the re- 
tailer gets free professional window trimming service, with all material furnished. - Remember, this is not a contest. Every- | 

_ body can wialon don’t have todo any extra work. Just remember to talk BUSS Light to all the dealers you regularly call on.__! 
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for stock. From this floor is a double 
spiral chute to the first floor. It is 
so constructed that one side is used 
for sending packages to the broken 
package department and the other 
side for packages to the shipping de- 
partment. 

One of the most pleasing features of 
the new headquarters is the girls’ rest 
and lunch room on the fourth floor. 
Screens separate the dining room, 
with its attractive tables and chairs, 
from the rest room, which is artisti- 
cally decorated in green, gray and 
orange. Dainty hangings and comfort- 
able wicker furniture make the room 
very inviting. Equally attractive is 
the white kitchen, electrically 
equipped throughout. Plenty of hot 
water and a big double sink make it 
easy to wash the pretty chinaware. 
A maid is in attendance to prepare 
the food brought by the women em- 
ployees for their luncheon and to 
wash the dishes afterwards. This 
same room will be utilized by the 
company for its sales and dealer meet- 
ings. It will accommodate over 200 
people comfortably. Electrical con- 
nections are provided for motion pic- 
ture projectors. Present plans also 
contemplate the use of this room for 
monthly employees’ meetings. 

“This new building,’ said D. E. 
Harris, president, “is one of the finest 
and most modernly equipped electri- 
cal supply jobbing units in the United 
States and it is with a great deal of 
pride that we enter our new home. 

“Fifteen years ago, the company 
had some 15,000 sq. ft. of floor space, 
whereas today, for its Coast opera- 
tions, the company occupies over 275,- 
000 sq. ft. The growth of the West 
has been largely due to the develop- 
ment of electrical resources. Through 
this development we have found it 
necessary to continue to expand our 
business to adequately serve our cus- 
tomers that they may, in turn, ade- 
quately serve the public.” 

The company now maintains offices 
and warehouses in ten Pacific Coast 
cities: San Francisco, Oakland, Los 
Diego, Long Beach, 
Phoenix, Portland, Spokane, Seattle 
and Tacoma. 


Angeles, San 


* * * 


Graybar’s Rochester Branch 
Open 

The new Rochester branch of the 

Graybar Electric Co., is operating at 

186 N. Water St. J. A. Royce is 


sales manager. 


“FOUNDED ON THE BELIEF THAT THE SALESMAN OF THE JOBBER IS THE MOST IMPORTANT MAN IN THE INDUSTRY.” 


Berry With Manhattan 

John S. Berry, an old timer in the 
contracting game in St. Louis, is now 
a city salesman for the Manhattan 
Electrical Supply Co., of that city. 
John was a sidekick of Bill Koene- 
man’s at Guarantee Electric Co., 
“away back when.” 

He is concentrating on Manhattan’s 





contractors and is doing a first-class 
job, his experience in the actual work 


being of great value. 
dae. ale 


Barrows Heads Electric League 
of Pittsburgh 

On December 1, George T. Barrows 

assumed the managership of the Elec- 
tric League of Pittsburgh. 








Cotton may be king in the South and wheat may reign in Minnesota, but G-O-L-F 


is the “Open Sesame” around Vancouver, B. C. 
so many of the Northern Electric Co.’s men at 


It was a great piece of luck to get 
one time and place. In the upper 


picture left to right: John Martin, stores manager, at Vancouver; M. K. Pike, gene- 


ral sales manager over all houses; 


{ ’ J. F. Little, district manager, Vancouver; W. C. 
Mainwaring, sales manager and F. E. Peters, sales department. 


Mr. Little was 


still receiving congratulations on his hole-in-one at the 14th green at the Marine 


Drive Golf Club. 


As a tribute to him the lower group was snapped “at ease” on 


that very green. Left to right, the golfers are: A. L. (Art) Brown, district manager 


at Winnipeg; 


Wm. Carsmell, comptroller, Montreal, J. E. 


Lowry, commissioner, 


Manitoba telephone system, and F. N. (Bill) Adams, Economy Fuse & Mfg. Co 


Action picture in the center. 
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TUCOS CRC etinite USE . 


















Cut off the ear at 

the edge of the box 

; and you have an 
old work box for 


emergency use. 


L_ 


This prong holds This prong placed This prong placed 
the box temporarily at the edge of the at the edge of the 
when spaced for 5” stud, spaces the box stud, spaces the box 


trim. for 414” trim. for 344” trim. 


















































This hole Se | This hole placed This prong lines 
at the edge of the | at the edge of the up the box in the 


stud, spaces the box stud, spaces the box position closest to 
i | for 4” 


for 5” trim. trim. the stud. 


RACO 


New Work Switch Boxes with 


























Improved Extended Ears and Lath Support 


Patented January 17, 1911 and August 24, 1926. Others pending. 


ROACH-APPLETON MANUFACTURING CoO. 


3440 N. Kimball Ave. 45 Murray St. 
Chicago, Illinois New York, N. Y. 
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Frank Stewart on the Battle 
of Red Bank 


Frank H. Stewart, president of the 
Frank H. Stewart Electric Co., Phila- 
delphia, as many know, is an histo- 
rian of considerable reputation. His 
writings are not only accurate, 
through the most painstaking effort 
on his part, but they are highly inter- 
esting. 

As secretary of the One Hundred 
and Fiftieth Anniversary of the Bat- 
tle of Red Bank, celebrated October 
22, and president of the Gloucester 
County Historical Society he has pre- 
pared a history of the Battle of Red 
Bank, with events prior and subse- 
quent thereto. This is in the form of a 
32-page illustrated pamphlet, and in 
sending a copy Mr. Stewart writes: 


“T am sending you a pamphlet on 
the Battle of Red Bank, which should 
not be confused with the present Red 
Bank in Monmouth Co., N. J. 


“The pamphlet is now being studied 
by approximately 10,000 students in 
the public schools of Gloucester Co., 
preparatory to the celebration of Oct. 
22, 1927.” 

* 


Portlanders 


Here is a grand slam Duke Smith 
grabbed off in Portland, Ore.—every 
jobber represented. In the upper left 
hand corner is W. W. (Bill) Wheat, 
manager, North Coast Elec. Co., look- 
ing none the worse after cutting a 
horse in two with his Buick. At Bill’s 
left are four of Al Rives’ boys at the 
Electric Corp. Left to right, Francis 
Woodbury, G. W. Smith, G. H. A. 
Gustafson and C. W. Alexander. 

Next are Sir Galahad and Richard 
Coeur-de-Lion, portrayed by Wm. G. 
Bode (left) of the American Bosch 
Magneto Corp., and Earl Hanson, 
Electric Corp. “’S’blood, caitiff!”’ 
says Bode, “I'll dangle thee on my 
toasting-iron like a fowl on a spit!” 
“Yield thee, varlet,” retorts Hanson. 
“Ere I cleave thy empty sconce from 
helm to jowl!” 


* * 





Then comes S. G. Ward, manager 
of Graybar. F. G. Johnston, Fobes 
Supply Co., is laughing at Fobes’ 
three Scotchmen (notice how 
they are). 


close 
When the word is given 
they will snatch for the dollar and, 
needless to say, each will get exactly 
a third. They are M. F. Hobkirk, 
order dept., J. R. McColm, purchasing 
agent, and E. J. (Scotty) Nicholson, 
in charge of the counter sales. 
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These are Portlanders—Every Jobber Represented 


The quartet below hails from Pacific 
States Elec. Co. Left to right, Carl 
L. Engelbart, Jess B. Weed, L. D. 
Hewitt and G. A. Boring, district 
manager. 


Last comes B. E. Lucas, secretary 
and sales manager of the Stubbs Elec. 
Co. This picture was taken Septem- 
ber 22, the nineteenth anniversary of 
his service under O. B. Stubbs. He 
still has his first pay slip and says he 
used the “profits” on several weeks’ 
work to buy his first long pants. 


The Bowling Season Is On 


The bowling team of Philip Cass 
& Co., trimmed the Lindley Electri: 
Supply Co., team in Philadelphia in 
the first bowling match of the season 


* * * 


Belasco in New Quarters 


The Belasco Electric Supply Co. 
Chicago, is now located in its ne 
and_ larger 2126 > 
State St. 


quarters at 
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lie mt JO Rnow the ACORN FAMILY 
“\ ——— is to Rnow the jewel of harmony 


- | Plate _ 





AE@SRN EMBLEMATIC 
SCREWLESS PLATES 





Another Distinctive Hubbell Feature 


Gold, silver, enamel, inlaid em- 
blems, crests, coat of arms. A dis- 
tinctive, decorative, artistic Screwless 
Plate for Clubs, Fraternities, Hotels, 
Theaters, Homes. 

No screw heads project to clash in- 
harmoniously or mar the dignity of 
the design. 

The Acorn Screwless Plate can be 
finished in Baked Enamels, Wood 
Grains, Pastel, Marble. to insure har- 
monious color blending 





An artistic plate combining the 
Hubbell features of Perfect Insulation 
Servicability and Permanency 

Learn more about the ACORN 
Family. Fill in the Blank NOW! 

















Write Your Nearest Branch Office 


: Send me complete information 


n Atlanta, Georgi Pittsburgh, Pa. 
138 Marietta St. State Theater Bldg. | on the ACORN LINE 
T H. C. Biglin 


San Francisco, Cal. 
Boston, Mass. 390 Fourth St. | 
176 Federal St. Garnett Young & Co. 


Chicago, Illinois eer 


318 W. Washington St. 


Denver, Colo. Street ee. 
1109 Broadway : 
The Sales Service Co. 


“30 End St Gor Permanency Und Beauty ~ Use 
Philadelphia, Pa. 
Sth Avenue ' iis 


ny ACORN SCREWLESS PLATES 41227 


ae a Bar ls od : 


' Name anenapaanbalaal 








City 
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T THE END of another yeer it is with 

the keenest pleasure and in a spirit ot 

grateful appreciation that we extend to our 

friends, the jobbers’ salesmen, our warmest 
regards. 


We hope that the year has been good to 
you. That the hard work, intelligence, per- 
severance and endurance you have put into 
your efforts, have left you physically fit, 
happier than ever, and further ahead of the 
game than you have ever been before. 


At the beginning of the new year, we 
extend our best wishes for continued suc- 
cess. For our own part, we shall earnestly 
strive to develop more and more of those 
“things more useful” that make you a wel- 
come ambassador of industrial and commer- 
cial progress; that fatten your score of profit- 
building volume for your house. 





























Sincerely, 


W. D. STEELE 


Vice-President and Sec’y 
Benjamin Electric Mfg. Co. 





























* Ph 
ver ase 
Human:Activ it 
% * ~ bs Se ‘ P Y 
~\ ae 
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ENJAMIN products touch every phase ae. ia: 
of industrial, commercial and domestic “industrial Lighting 
comfort, convenience and utility. \ ‘equipment ) 
Built to an exacting and ever improving ~ Commereial Linking N 
; ; her ae Equipment.» 
standard, Benjamin products, individually = of 
and in the mass, have gained nation-wide \ a 
approval and acceptance. | = ay, et 
Your customers—contractors, engineers, k Cabinets 
architects, industrial and merchant execu- \igdustrial Signate 


tives; their customers and clients—the men 
and women in the homes of the nation, 
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\\ 























in Witting Devices i 


\ Two-Way Plugs 
at 





know and rely on Benjamin products.  % i Sle: 
° ° ° dio.oockets, 
Back of Benjamin products there is a ae Coils. 
. ~*~ 
Ww 


7 | helpful business-building service, geared to 
BENTAMIN, | assist every element of the electrical in 1s a 
: | dustry in solving its engineering and mer- AN. oan 
chandising problems. Narn Rlectric 
In helping to solve these problems for a et %. 
your customers, in planning their local ee ee 
activities or in meeting their engineering Dae 
needs, you will find your greatest ally in _ Stampings 
Benjamin products and service. Spinnings) Porcelain 


Tight Marine 


ightiny and Signaling 





y 
\i 
\ 
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: 7 ‘ Enameted Specialties. 
Benjamin Electric Mfg. Co. 
120-128 S. Sangamon St., Chicago 


New York San Francisco 
247 W. 17th St. 448 Bryant St. 
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Spt ce 





DURAWIRE 


Rubber-Covered Wire 
and Flexible Cords 





DURAFLEX 


The Safe Armored Cable 
and Flexible 
Steel Conduit 





DURACORD 


The heavy-duty 
Portable Cord 





Saar 


The fast-fishing 
Single-Wall Loom 








vie o 


The Non-Metallic 
Sheathed Cable 
of Known Quality 











dup’ DURABILT:. oe a 


PRODUCTS *** 


TUBULAR WOVEN FABRIC COMPANY :: 

























Plenty of Opportunity f 


for Jobbers’ Salesmen e 
















—who push the wiring 
materials that help 
Electrical Contractors 
do the best wiring jobs 
in the shortest possible 
time. 


Durabilt Products 
Speed Up 
Wiring Jobs 





ty ae 
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PAWTUCKET, R. I. 
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How Roberts Won the 
Golden Iron 
The trophy for the national cham- 
pionship in the Westinghouse auto- 
matie iron contest was won by the 
H. C. Roberts Electric Supply: Co., 


in which we operate, and the second 
the window trim they would furnish 
the dealer. 

“Although our salesmen are pretty 
well versed on the merits of the iron, 


in order to refresh them we had a 





F. D. Phillips 


Inc., of Syracuse, New York, with 
branch offices in Albany, Utica and 
This trophy, a gold 
reproduction of the automatic iron, is 
awarded to the jobber showing the 
best results 
campaign. 
F. D. Phillips, vice-president of 
the H. C. Roberts Electric Supply 
Co. describes the methods of conduct- 
ing the winning campaign as follows: 
“To arrive at the total number of 
automatic irons that we expected to 
sell during the campaign, we took into 
consideration the number of homes 
under wire in our territory, and from 


Binghamton. 


in the nationwide iron 


this we were able to base the number 
of irons we might reasonably expect 
to sell in the whole territory. Then 
we set a bogey for each salesman. 
“The next step was to decide upon 
the 
through which this number of irons 
was to be sold, bringing this down to 
the actual dealers in each town that 
we desired to secure as outlets for the 


particular outlets or channels 


iron. In arriving at this decision, 
we took into consideration whether 
or not the outlets we had selected 


would be continuous outlets—not only 
on automatic irons, but also on the 
balance of the merchandising lines. 

“We realized the salesmen must 
have some special reason to present 
to each one of these dealer outlets 
why he should buy irons now, during 
the campaign. We therefore gave 
ow salesmen very definite 
reasons, the first being the amount of 
noney the manufacturer was spend- 
ig during the period of the campaign 
i the newspapers in the territory 


two 


J. S. Baker 





H. J. Lavner 
general sales meeting, bringing in all 
our salesmen and going over the iron 
with them, its features, and our plan, 
so as to start them out fully equipped. 
Each salesman carried with him dur- 
ing the length of the campaign a 
sample iron and a portfolio describ- 
ing the window trims, saleshelps, ete. 
“In order to make this campaign a 
real interesting one to the men them- 
selves, I put it on the basis of a 12- 
round bout. So that you may see 
just how I started this, I am including 
here a copy of my original campaign 
letter, entitled, ‘The Fight Is On’. 
“The fight for the biggest automat- 
ic iron sales ever made on any cam- 


paign! 

“This is to be a 12-round go, 
divided into 12 weeks— one round 
each week,” etc. 


“Then I established a series of 
prizes, all of which I outlined in a 
campaign letter, all prizes based on 
the quota set for each man. Of course, 
I set forth in the campaign letter 
how to present the campagin news- 
paper advertising, dealer competition, 
ete. You will notice the prizes that 
were offered were divided up into a 
series of small purses, as I put it. 
For instance, the first man to reach 
60% of his total quota, ete. Then 
there were prizes that were not to 
be paid until the campaign was com- 
pleted, these prizes also based on the 
percentage of quota sold. 

“Then just to create an interest in 
each round of the campaign I offered 
a special purse of $5.00 on each round 
to the man scoring the largest number 
of “points” in each round. This num- 


ber of points scored on each round 
was based as follows: 

“Man who sold largest percentage 
of his total quota during that round 

3 points; man who sold the largest 
number of dealers during the week— 
3 points; man who sold largest num- 
ber of new accounts during the week 
—4 points. 


“This created interest in every 
round and the round purses were only 
in one case won twice by the same 


man. These round prizes were very 
important because you will notice they 
brought out the essential features we 
wanted to bring out, and that was to 
sell a large number of new accounts.” 

Three branch managers of the 
H. C. Roberts Electric Supply Com- 
pany, Inc., who played a great part 
in the bringing home of the National 
Championship are: J. S. Baker, mana- 
ger, Albany Branch; manager, Utica 
Branch; H. J. 


Binghamton Branch. 


Lavner, manager. 


* * * 
Jobbers Sales Activities 
Nortu State Exvectric Suppiy 


Co., Raleigh, N. C. 
lighting campaign is under way at 
this house. 


-A commercial 








Baxter, 


Louis H. Stiege, left, and A. 
have combined their efforts and are now 
conducting a wholesale electrical supply 
business under the name of Midway Elec- 
tric Supply Co., located at 465 Columbus 
Ave., New York. 


Mr. Stiege was connected for seven 
years with Gertler Electric Co., Inc., in 
the capacity of general manager and pur- 
chasing agent and was also secretary of 
the County Electric Supply & Radio Corp. 
of Yonkers, N. Y. 

Mr. Baxter, up to the time of his entry 
into business for himself, represented the 
Gertler Electric Co., Inc., in the Harlem 
and Bronx territories, where he established 
quite a large following. 
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C-H Flush Switches of the 
Toggle Tybe are constantly 
growing in popularity because 
of their beauty, convenience 
and quality. Built shallow— 
they are convenient to install 
in any standard box. Made 
in single-pole,double-poleand 
3-way types. Approved by the 


Inderwriters. 














It’s your gain -if the attic is 
completely wired 


poe wiring eliminates waste space in the 
modern home. But still there are homes being 
built in which the attics are only partly useful. Each 
one of these means an opportunity for you to sell 
more wiring. 


CUTLER 


Modern Wiring] 
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SELL COMPLETE CONVENIENCE —_, 


BUILD GOOD WILL 








When the architect or builder asks for 
your bid he is in a receptive mood for sug- 
gestions — if the suggestions are reasonable. 
And what is more reasonable than making 
the attic, too, a useful part of the house. 


Suggest C-H 3-Way Switches 
for attic stairways 


Call attention to the convenience of light 
control from both the top and bottom of 
attic stairways—all stairways for that matter 
—secured by installing C-H 3-Way Toggle 
Switches (No.7263). Suggest more wall recep- 
tacles—the C-H Duplex with two outlets. 
Especially if there are children in the home, 
plenty of outlets will come in handy for oper- 
ating electric toys, tools or the electric heater. 


The owner will be better pleased with the 
job. The builder will appreciate your help— 
will remember you as a wiring contractor 
who conscientiously tries to serve better. In 
addition, you will sell more material for 
every job. 


A complete line 
you can depend on 


There isa C-H Wiring Device for bringing 
electrical conveniences to every corner of the 
house. You can be certain every item will 
satisfy. The C-H reputation for quality and 
convenient design guarantees that. 


Most reliable jobbers carry C-H Wiring 
Devices. Order today. 


The CUTLER-HAMMER Mfg. Co. 


Pioneer Manufacturers of Electrical Apparatus 
1213 St. Paul Avenue 
MILWAUKEE, WISCONSIN 








Typical Examples from a Complete Line 
Approved by Underwriters 





C-H Duplex Receptacle 


Because it doubles the number of out- 

lets, at only a slight increase in cost, 

the Duplex is the simplest answer to 

the demand for more outlets. Large 

binding posts. shallow construction 

make installation easy. Approved by 
the Underwriters. 


Ss 


C-H 
Brass Shell 
Socket 


Rugged construction 
and a positive switch 
mechanism assure 
years of satisfactory 
service. Furnished in 
key, keyless, pull chain 
and push-button types. 
Approved by the Un- 


derwriters. 








C-H Push-Button Switch 


For flush mounting. Made in single- 
pole and 3-way types. Shallow con- 
struction’ and large binding posts 
make installation easy and quick. 
Approved by the Underwriters 


ENS 


|HAMMER 





































CNVece SS7tt27ES 

















52 THE JOBBER’SfA)SALESMAN 











“FOUNDED ON THE BELIEF THAT THE SALESMAN OF THE JOBBER IS THE MOST IMPORTANT MAN IN THE INDUSTR\ 











ive News | 
bout Live Ones _,| 





KoveEN is a salesman 


JOSEPH 


new 
with the Merchants Electrical Supply 
Co., Chicago. 

H. %, 


present, 


CaNnNON will cover, for the 
the New 
territory of the Rumsey Electric Co., 


southern Jersey 


Philadelphia, Pa. He is taking the 
place of A. G. Silber, who is slowly 
recovering from a prolonged period of 
illness. This company has also em- 
ploved W. H. 


Crogg as counter man. 


Leonard and J. I. 


THe Crescent Electric Supply Co., 
Dubuque, Ia., has added Paul Rohner 
to its Edison Mazda lamp department. 





F. A. Mayer is a new salesman 
with the McLaughlin Electric Supply 
House, Aberdeen, S. D. 


WW. dn 


charge of the Graybar Electric Co.'s 


Hicains, who has been in 


Providence office, is now a salesman 
working out of the Boston branch. 


N. P. Trist, formerly with A. 
Baldwin & Co., New Orleans, La., is 
now on the city sales force of the 
Electrical Supply Co. of the same 
city. Allen C. Winston, the “Dry 
Wit” from Cincinnati, who has been 
with Graybar since a boy, is now ceall- 
ing on the New Orleans trade for the 
above company. 
has been em- 
ployed as a salesman by the Hinsdill 
Electric Co., Troy, N. Y. 


Burna C. Baker 


GeorGeE H. Jorpan has been added 
to the Wright-Cruze Hardware Co.'s 
staff of salesmen at Knoxville, Tenn. 

C. J. DeNeve, formerly associated 
with Wheeler-Green Co., Rochester, 
m t4 we the 
Southern New York Electric Supply 
Corp., Binghamton, N. Y. 


new salesman with 


Jos. R. Bisspine has been added to 
the selling force of the Royal Electric 
Supply Co. and will cover the north- 
eastern section of Philadelphia. “Joe” 


is not a new comer to the electrical 
industry as he has been selting elec- 
trical supplies for the past ten years. 
Tue Ixumois Electric Co., Chi- 
cago, has employed F. O. Erickson, 
formerly of Westinghouse, Chicago, to 
Mr. 
Erickson will work out of the Peoria 


office . 


handle its city sales in Peoria. 


Wo. H. O’Conne t, formerly with 
the Sterling Lighting Fixture Co., is 
now a salesman with the Elizabeth 
Electric Supply Co., Elizabeth, N. J. 


B. V. ConnELL will travel the “‘Pee 


Dee’’ section of South Carolina for 





the Perry-Mann Electric 


Inc., Columbia, S. C. 


Co., In 





Burt CHAPMAN is a new Salesm: 





with the Terry-Durin Co., Ced: 
Rapids, Ia. 

Tue Wermore-Savage Electr 
Supply Co., Providence, R. I., ha, 


employed E. L. Wishart as a sal 
man in its radio department. 


MarsHALL GREENFIELD WAS rece! 
ly added to the staff of the Belasco 
Electric Supply Co., Chicago. H: 
will take care of the trade from ly 
hind the counter. 

W. A. Gray, who was former!) 
salesman for the Lake States G. | 
S. Co., Akron, O., has resigned anid 
joined the sales force of the T. |) 
Thomas Electric Co., electrical jobber 
of Akron. 


C. W. (Carre) SNovurrer, Grea! 
Northern Elec. Appliance Co., Fargo. 
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As Sid Corby would say: “Well, well, if it isn’t the Gold Dust Twins in persen 
In other words, A. A. Goldenberg, president, and Sai 
Goldstein, sales manager, of ‘The American Light Co., Zanesville, Ohio jobbers. (Uj 


and not a moving picture.” 


per Left) 


And at the right they appear again, in pleasant company this time—Miss. Mar: 


Weaver. 


At the lower left are William Noll, cashier, William Rapp, secretary and C. \ 


Nolan, store salesman. 


The big fellow in the lower right hand corner is R. 


( 










H. Drake, city salesman. 
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QUALI ry PARAMOUNT! 


Ali Plug Fuse Prices Have Been Reduced! 
NOW! 


Clearsite Fuses Cost No More! 
Clearsite Fuses Worth Increased! 


Clearsite Fuses Profits Greater! 
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Little yourneys with 


jobbers salesmen 


Dear Boss: e : a all good 
Now is * 
salesmen rais 
hand an 
the New Year| 
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tsi 
their produc : Conduit, 
*ELECTRODUCT" Ri8S® oa Flexible 


llic Conduit, 


Sheathed 
fittings; 
Covers, 


j % 
knowing tha : 
pleteness it shows 


| the field. | 
Happy New Year: 








— resolution. 

j in with m eal 
right onsider this ee Pa 
Jus , a a 


lity and come 
ts heels to 





CR & 


| dick, is ‘the other man shown here. Mr 





| sitions since, including: superintendent fo: 




















| N. D., has been basking in a blax 
|of glory as the result of being th 
proud father of twin boys. He says 
| “T was expecting a little stenographe: 
| but it’s two jobber salesmen.”’ 














































W. D. “Denny” Suater, former); 
sales manager of the Union Electri 
Co., Pittsburgh, is now with Robert 
son-Cataract of Buffalo, as contac: 
man handling the Railroad and Indus 
trial accounts. 








J. E. Dwyer, president of the Chi 
cago Electrical Supply Co., 360 W 
Madison St., Chicago, announces that 
on and after November 1, its stor 
and offices will be located at 123-125 
| So. Jefferson St. A steadily increas 
| ing business is responsible for th: 
| change; and, the new place will afford 
| just twice the amount of space avail 


| able in the old location on Madison St 
| * * # 





| 
Changes in Personnel 

E. F. Loosy has been appointed 
| service supervisor at Graybar Electric 
|Co.’s Worcester, Mass. office. He 
|has been with Graybar for eight 
| years as counter man, warehous: 
man, and salesman. 





E. W. Exuis has taken the position 
|of purchasing agent with the North 


| State Electric Supply Co., Raleigh, 


N.C. 





Don M. Juin, formerly assist 
_ant service manager of the Graybar 
| Electric Co., Chicago, has been trans 
| ferred to the general office at New 











A. E. Novey heads the Electrical Mer 
chandising Corp., 674 W. 63rd St., Chicago 
The secretary of the company, “Ed” Bur 





Novey started out as telephone draftsma 
for the Western Electric Co. and has 
been in a number of other electrical po 


a fixture manufacturer, buyer for Mont 
gomery Ward, adv. mgr. Peerless Light. 
head of Cooperative Electrical Supply. 
Chicago, and for the last five years i! 
his present business. 
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ODAY, and every day, 
é it is Etteo’s move— 
its move to constantly over- 
come unfair competition, 
cheap material and “no 
policy’ sales arguments 
(represented by the 
“blacks” ) with its prod- 
ucts based on a fair price, 
a welcome to all clean-cut 
competition, and an iron- 
clad jobber policy. 


How well it has ac- 


complished its task is 
amply reflected in the sup- 
port being given Ettco 


products by jobbers all 
over the United States. 

For Sales. Service and 
Satisfaction you can rep- 
resent no better line than 
Ettco! 














EASTERN TUBE & TOOL CO., Inc. 


BROOKLYN, N. Y. 
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FULL JOBBER 
PROTECTION! 


S announced in the No- 
A vember issue of The 
Jobber’s Salesman 

Betsy Ross Electric Heating 
Appliances are being distrib- 


uted through legitimate job- 
bing channels. 


The fullest protection is 
given to jobbers on the Betsy 
Ross line consistent with the 
generally recognized planks in 
the jobber policy. 


Jobbers are invited to con- 
sider this line with the fullest 
assurance that our jobber pol- 
icy will be strictly adhered to, 
and rigorously carried out by 
our representatives in the 
various territories. 


No stone will be left un- 
turned to give the kind of 
service and co-operation which 
will result in mutual satisfac’ 
tion and profit to all con 
cerned in the manufacturing 
and distribution of Betsy Ross 
Electric Heating Appliances. 


Write’ for territorial ar- 
rangements. 


SINCE 1909 


gyfih POE it 


Heating Appliances 


CENTRAL FLATIRON MFG. CO. 


Johnson City, N. Y. 
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| York, where he will be assistant ad 
vertising manager. R. F. Young of 
| New York will assume Mr. Julien’, 
position in Chicago. 





J. Warter Frozier has been pro 
| moted from city salesman to the po 
sition of appliance specialist of th 
Graybar Electric Co., Kansas City. 
Mo. 





Tue InpePenvENT Electric Co., 
Muskegon, Mich., has appointed K. W 
Fitzpatrick as sales manager. Mr 
Fitzpatrick was formerly city sales 
manager of the American Electrica! 
| Supply Co., Chicago. 








R. J. McCase has been transferred 
from Graybar Electric Co.’s Jackson 
ville, Fla. office to the Boston office. 
where he will be service manager. 





S. W. SuHarsroven, who former; 
represented the Electrical Supply Co., 
in the New Orleans territory, is now 
in the house, having taken over the 
work in the radio department. Mr 
| Sharbrough is a southern man and 


well liked by the trade. 





Epwarp L, Garinan, formerly as- 
sociated with the Chrome Steel Works 
and the Bethlehem Steel Co., was re- 
cently appointed manager of the Mine 
& Smelter Supply Co., Denver branch. 
The company likewise has announced 
the appointment of R. S. Rubincam as 
sales manager. 
| * * & 
| Here and There in Michigan 
| The Roseberry-Henry Elec. Co. 
of Grand Rapids, Mich., announces 
that it has been recently appointed 
distributor for the Hamilton-Beach: 
line. It has also taken on the Day- 
Fan Handy-Vac Cleaner and_ the 
| Little Wonder Ironing Machine. 








Harold A. Roseberry, son of the 
president of the Roseberry-Henr 
Elec. Co., Grand Rapids, Mich., in 
addition to his duties as assistant 
to his dad, has recently accepted a 
appointment as studio director and 
announcer for the Broadcasting Sta 
| tion WASH, on the air every night 








Gerrit Timmerman, formerly wit! 
_the Roseberry-Henry Elec. Co. 
| Grand Rapids, Mich., is now wit! 
| the C. J. Litscher Elec. Co., of th: 


| same city, as counterman. 
| 





R. L. Knapp, of the Capitol Ele: 
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No job is better than the wire that 


forms its foundation 


OOR wire never yet made a good wiring job. No matter 

how expertly the work is done, if the wire isn’t right the 
whole installation suffers. Someone is likely to be blamed for 
“faulty wiring” when the true trouble is faulty wire. 


That’s why contractors, industrial engineers, architects—all 
who specify and use rubber covered wires— insist on PARAN- 
ITE. When a business reputation is at stake it isn’t prudent 
to gamble with wire. 


Into every roll of PARANITE we’ve built 37 years of ex- 
perience and experiments. And back of it all, is an unrelent- 
ing determination to make our product increasingly better. 
That’s why PARANITE stays always a pace ahead of the pro- 


cession. 


INDIANA RUBBER & INSULATED WIRE COMPANY 
JONESBORO, INDIANA 


811 Marquette Bldg. 63 Vesey Street 
Chicago, Illinois New York City 
Western Representative 
H. F. Boardman Walter I. Fe & > 


. y 
400 Hibernian Bidg., Los Angeles 208 Baltimore Bidg., Kansas » Mo. 
Warehouse stocks Dallas, Texas; Denver, Colorado 











eo 
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URRAY 


METER SERVICE SWITCHES 


ACCESSIBLE MAIN 
FUSES 































COMBINED WITH 
















ACCESSIBLE 
BRANCH FUSES 


IN 












VARIETIES TO SUIT 
ALL REQUIREMENTS 


SEND FOR CATALOG 









EASY WIRING IS CHARACTERISTIC OF 
EVERY MURRAY SWITCH 


METROPOLITAN 
DEVICE GORPORATION 


1250 ATLANTIC AVENUE 
BROOKLYN: NEW YORK 











CHICAGO PITTSBURGH DETROIT 
PHILADELPHIA ST. LOUIS MINNEAPOLIS 
BOSTON ATLANTA SEATTLE 
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H. N. Kresge, formerly with the Roya! 


R. L. Knapp, of the Capitol Elec 


Eastern Electric Supply Co., New York, 


| recently opened a_ wholesale electrical 
| supply business in Bridgeport, Conn. Hi: 
| already has a number of the best known 
| nationally advertised lines, and has ein 


ployed George B. Timlin as outside sales 
man, ‘Timlin was also a Royal Eastern 


|} man, where he had been store manager 








for 10 years. 





Supply Co., Lansing, Mich., comes 


across with the news that Robt. J. 
Thorn, of the Detroit M. B. Austin 
Co., after remaining a bachelor for 
“about 50 years” has given up thi 
ship. The ceremony was performed 
on the 29th of October. 





Adeline Loeffler, secretary to B. O 
Burlingame of the C. J. Litscher 
Elec. Co., Grand Rapids, Mich., was 
married to a Mr. Rasmussen, tli 
store manager of a’ drug concern i! 
Grand Rapids, on Armistice Day. 
Iriday, Nov. 11. 

Upon entering the office of B. O 
Burlingame, secretary of the C. J 
Litscher Elec. Co., Grand Rapids. 
Mich., one cannot fail to see tli 
mounted and stuffed 8-lb. big black 
bass which hangs on the wall besid 


-his desk. Upon our inquiry as to 


its acquisition, B. O. B. informed us 
that he caught it in Chris. Litscher's 


| lake, which happens to be_ located 


exactly five miles from the fron! 
door of the C. J. Litscher Elec. Co 
The bass measures 251% in. long and 
171% in. around the belly. 
* * & 
Graybar Parties 

Two splendid parties were given r 

cently by the Graybar Electric Co.. 


Kansas City, at Graybar Lodge, th 


home of E. H. Waddington, sales 
manager, at Lake of the Forest. Thi 
first was for employes only and thi 


second for customers. The latter was 


a Hallowe’en party. 
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The Decision You Make 






Determines the Profit You Make in 


1928 
| | aw 


Price, Quality, 








Sales Co-operation, 
















Efficiency, Exclusive Design, Advertising Co-operation, 


Exclusive Territory, Faster Sales, More Profit, 


Engineering Co-operation Satisfaction. 


The CLG proposition gives you exclusive 
control and exclusive territory on 


» — YOUR OWN EXCLUSIVE LIGHTING UNIT 


' We have repeatedly demonstrated to Jobbers that this 
ni exclusive arrangement results in a larger volume of commer- 
| cial lighting business at an increased percentage of profit. 








If more business at better profit 
appeals to you, write 


CONSOLIDATED 


LAMP & GLASS COMPANY . CORAOPOLIS, PA. 
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Boost Your Sales with ABolites 


(Porcelain-Enameled Steel Reflectors) 


BIG SELLING POINTS 
OF ABOLITES — 


Interchangeable Reflectors 
permit easy changes and low 
stock cost. Correct Design 
and Manufacture—pressed, not 
spun. No rivets to work loose 
or corrode. Age-proof -high- 
reflecting vitreous enamel. 
Price right. 











We Change Our Name— 
but NOT ABolite Quality 
BOLITE ReliABility and the ABolite 


name will be maintained ‘in the 
future as they have been during the past 
nineteen years 


BUT— 


EFFECTIVE JAN. ist, 1928 THE 


PRESENT NAME OF OUR COMPANY 
WILL BE CHANGEDgTO 


THE ABOLITE REFLECTOR 
COMPANY 


7500 STANTON AVENUE 
CLEVELAND 
OHIO 


























Will You Kindly Make a Note of 
the Change of Name in Your Records? 


THANK YOU! 


The National “a & Mfg. Co. 


(AB Products Division) 


7500 Stanton Ave. CLEVELAND, O. 
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Southern New York Has Neat 
Appliance Display 


The manner in which the Souther 
New York Electrical Supply Co. 


Binghamton, N. Y., displays appli 


ances is somewhat unusual and quit: 
attractive. 

Back of the counter, as you com 
into the store, is a group of bins o: 
pigeon holes (as they might be called 


| in each of which is placed some kin« 


of an electrical appliance. Each “bin 


_is about one cubic foot in measur 
/ment so that the eye in glancing ove: 
| the shelves distinctly sees each devic: 


upon display. Just behind — thes 
“bins” is a fixture display room in 


| cluding also motor-driven appliances 


The whole scheme of display is ver) 
well handled considering that tly 
number of square feet of floor spac: 
in the store is comparatively small. 


* * * 


Jobbers’ Sales Activities 
Tet-Exectric Co., Houston, Tex 
—A very intensive drive on Westing 
house Mazda lamps was started on 


| September 15, and will end December 


15. There are a number of prizes 
awaiting the salesmen who bring in 
the largest amount of business. 





WesteRN Licur & Fixture Co., 


Los Angeles—The following cam 
| paigns have been going on: “A-P' 
_heaters, September to January: 


Crouse-Hinds, October; ‘Hotpoint’ 
appliances, November and December: 
Gold Seal radio tubes, October, 
November, December, January, and 
February. 





AMERICAN’ Exectric Co., St 
Joseph, Mo.—This company is run 
ning a “Light Up for Profit’? cam 
paign on Edison Mazda Lamps. 

Linptey Exectrric Suppty Co., 
Philadelphia, Pa.—Lindley recent!) 
held an appliance show at the Hote! 
Lorraine. Its salesmen are reported 
to have done a great job, selling fiv: 
times as.much as they did during las! 
year's campaign when they called o: 
the dealers. 

RoBerTSON-CATARACT Evectri 
Co., Rochester, N. Y.—This compan) 
is campaigning “Fada” radio receiver> 
and accessories and “Fada-Philco 
eliminators, two new lines which ithe: 
have taken on. The report says tha' 
September radio business is 40 per 
cent ahead of September 1926. 
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To Our lokbets 


and Retailers 







H ORTO) yo 
lroners 


GOOD PRODUCTS — Yes! and above all else GOOD FRIENDS 
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Multi 


















OU can now secure from us 

the products of the Harter 
line: Reflectors; Commercial 
Lighting Fixtures and Acces 
sories; Cover Sockets; Bushings; 
Spotlight Projectors; Floodlights, 
etc. 





HART 


OBBERS handling the Multi line 

can now become as well distribu- 
tors of the Harter line. There is a 
big demand existing for these products 
and you are at liberty to solicit orders 
on it at once 








F you and your salesmen do not 

have the Harter catalog and dis- 
count sheet write for it at once. And, 
do not overlook the Multi line of 
Bushings, Cartridge Fuse Cutout Bases 
in both porcelain and slate, Lugs, 
Clips, and “Newgard” Weatherproof 
Receptacles. 


MULTI ELECTRICAL 
MFG. CO. 


210 North Ogden Ave. 
Chicago 
| AE RIM RAR Raa eR NRE 


and Grossett finally started in on the 
sandwiches. 


Delinquent Accounts 


The accompanying tabulation shows | 


the number of delinquent accounts, the 
total amounts and the average amounts 
as reported to the National Credit 
Association by member manufacturers 


and jobbers through its various divi- | 


sions, for October, 1927, as com- 


pared with the same month the previ- | 
@ } 
ous year. Also these figures are shown | 


for the first 10 months’ period of 1926 
and 1927. 


COMPARATIVE STATEMENT OF PAST DUE ACCOUNTS REPORTED 
“THE ELECTRICAL CREDIT BAROMETER” 





| 
| 
| 





A retlector designed for a small lamp 
will not fit a large one; neither will 
a reflector designed for a large lamp 
give good results with a smail one. 








OCTOBER 31, 1927 


NUMBER OF 





ACCOUNTS REPORTED 











% % 
Increase Increas: 

Division October or 10 months or 
1926 1927 Decrease 1926 1927 Decrease 
DOW SOI sf. So waged hes 242 267 +103 % 3605 8126 —13.2 % 
New smgiand os. os-.xics ding aes 103 148 -+ 43.6 % 925 1552 -+ 67.7 % 
ee Oe a rr Are 5 17 +240 % 230 169 —26.5 % 
CS) gl Ee eee are 673 794 +18. % 8635 8017 + 4.42% 
Middle & Southern Atlantic.. 188 139 —26. % 1901 1685 —114 % 
iy oF ne eee Te 1211 1365 +12.7 % 15294 15549 + 1.67% 

TOTAL AMOUNTS REPORTED 

% : % 
Increase F. Gas, Increase 

October or 10 Months or 
1926 1927 Decrease 1926 1927 Decrease 
New York ..........$ 34,440 $ 36,521 + 604% §$ 527,619 $ 488,619 — 17.42% 
New England ....... 7,123 19,079 +1678 % 84,662 183,181 +1163 % 
Pacific Coast ........ 673 1,289 + 84.1% 84,975 20,288 — 42.1 % 
eo’ RE ne Oe 80,757 76,550 — 5.21% 960,258 991,845 +- 3.29% 

Middle & Southern 
pe 21,465 23,217 + 8.16% 221,579 206,063 — 7. % 
TOTAL..........$144,458 $156,606 +- 841% $1,829,093 $1,889,946 +- 3.33% 
AVERAGE AMOUNTS 
October 10 Months 

1926 1927 1926 1927 
PO NE ok kc at ob penis cane $142 $137 $1456 $1563 
Cl te Ga aS rary 69 128 932 1181 
MARNIE MBE oc 0. 50's ebb eb tiale Sein wees 134 72 1477 1473 
RREOE cis cusisSree'o ep alee ade enantio nae 119 96 1117 1100 
Middle & Southern Atlantic ........ 114 167 1113 1235 


Readers will note a sharp increase in 
Division. 
adverse economic conditions. 


Stout Reports on Colonial 

D. E. Stout of the Colonial Elec- 
tric Co., Philadelphia, reports the fol- 
lowing interesting incidents in the 
lives of two of the company’s officers: 

Martin T. Nice opened the gunning 
season in Pennsylvania this year by 
going on a two-day expedition for rab- 
bits. He brought back three lovely 
black and white ones. It cannot be 
definitely determined whether he shot 
them or run ’em down. 

Roy W. Grossett went trout fishing 
again recently. The last time he went 
with an up-state friend who contracted 
to furnish the lunch if he would sup- 
ply the bait. They went out in a boat 


He remarked that they 
were very delicious and asked what 








kind of meat was in them. His friend 





accounts reported by the New England 


This is due to increased Association activity in this section and not to 


and guide replied “Rabbit meat.” 
This being in August, Roy answered, 
“You’re goofy, you can’t get rabbit 
meat now.” The comeback was 
“Sure, we can, they come around our 
cabin every night making a noise.” 
Grossett inquired quickly, “What 
kind of a noise?” and his friend told 
him—‘‘Why they make a lot of noise, 
they go Meow! Meow!” 

The boat and Roy’s stomach were 


both upset. 
© «4 * 


Kilender to Rest 


F. E. Kilender, secretary and sales 
manager of the South Bend Elec 
Co., South Bend, Ind., has tempo 
rarily dropped his work because 0! 
ill health. He will spend the next 
two months at Health Win, Ind. 
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STANDARD 
SIZE: Palmer Safe- 
ty Switch cabinets 
are of standard di- 
mensions, but per- 
mit closer spacing 
in multiple installa- 
tions due to their 
compact design. 
This represents 4 
distinct economy in 
wall space and ma 
terial required. 





Cat. No. 1112, 1123 
and 1126 


WIRING 
SPACE: Over 
three-quarters of 
the interior of the 
box clear for wir- 
ing. A straightfor- 
ward wiring job 
with all connections 
in plain sight. The 
“hookup” is so sim- 
ple that no time ts 
wasted in referring 
Cat. No. 1112 to diagram. 





BAKELITE 
INSULATION : 
Bakelite parts of 
much smaller di- 
mensions have been 
substituted for the 
cumbersome and 
easily broken porce- 
lain insulation gen- 
erally used. Palmer 
Safety Switches ar- 
rive on the job 
ready for installa- 
tion. No delay and 
expense in replac- 
ing broken switch 
parts. Cat. No. 1126 



























UNIVERSAL 
METER ADAPT. 
ER: The top end- 
wall of the Palmer 
Safety Switch js 
hinged to the box 
and when inverted 
forms an adapter 
that fits the various 
standard meters. 
Cannot be lost or 
mislaid; swings 
clear to facilitate 
wiring. 



































Cat. No. 1123 





QPLMED 


SAFETY lid SWITCH 


FOR JOBBER 
DISTRIBUTION 


J OBBERS are realizing more and more 

every day that Palmer Safety Switches 
are safe not only in performance but also 
from the standpoint of assured sales and 
profits to the distributors who handle them. 
All this has been reflected in the constant 
growth of the Palmer Company, necessitat- 
ing the new and more spacious plant into 
which we have recently moved. 





The Palmer Safety Switch is universally 
recognized as the finest safety switch on the 
market and an examination of a sample will 
quickly reveal the reasons for its great popu- 
larity among central stations and contractors 
throughout the country. 

Our policy is everything you expect from 
a manufacturer distributing through a job- 
ber. The margin of profit is attractive and 
the existing demand for Palmer Safety 
Switches is such that in your own interest 
you cannot afford to overlook it. 


Write at once for territorial arrange- 
ments. 


Send for Sample 


and 
Satisfy Yourself 


The Palmer Electric & 


Manufacturing Co. 
Waltham, Mass. 


Philadelphia-Cleveland-Chicago-Pittsburgh- Detroit 
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Assembled Split 
Knobs furnish best 
possible insulation 
for all general wir- 
ing purposes. 










Illinois Porcelain 
Tubes are furnished 
glazed or unglazed 
1 approved types 
and sizes 






f; Illinois Re- 
versible 
Square Split 
Knobs are 
widely used 


Illustration shows 
Illinois No. 5% 
Split Knob with 
two grooves and 
swivel cap. 


Illinois Porcelain 
Cleats can be 

had glazed or un- 
glazed in B. & D 
or standard one wire types 
r two and three wire sizes. 





HEN ready to make a se- 


lection of porcelain insula- 


tors, knobs, tubes, cleats, strain 
insulators and other items of por- 
celain, write for our new 144 page 
catalog. There you will find 

complete assortment of insulator 
types and sizes that will meet your 
requirements in a dependable, ef- 
ficient and economical manner. 
Your copy of this new catalog is 
now ready. Write for it today. 


ILLINOIS ELECTRIC PORCELAIN COMPANY 


MACOMB, ILLINOIS 


LLLI NOTS 


NSU 


INSULATORS 


BELIEF THAT THE S 


_ship sailed for Manila. 


| were 


ALESMAN OF THE JOBBER IS THE 


O. B. Stubbs 


(Continued from page 25) 








time it was a continuous nightmare. 
But at last the work was successfully 
completed having taken all of the 40 
days and 40 nights—exactly the same 


time that another celebrated amateur 


MOST IMPORTANT MAN IN THE 


mariner, Noah, required to make his | 


ark light on Mt. Aratrat. 


Now the hardest part was that the 


installation was only completed on the | 


afternoon prior to the morning the 
Imagine 


the | 


agony of suspense for these two pio- 


neers on top of the 


heartbreaking | 


struggle of those 40 days and nights. | 


And as the current was turned on for 


the first time only a few hours before | 


departure, what a tremendous relief 
and must when 
everything worked like a charm! In 
fact the job was so well done they 
called upon to wire another 
transport. The quality of the work 
is certified by the fact that not a 
horse on these boats was lost. 


joy it have been 


The result was a 10 year partner- 
ship under the name of Western Elec- 
tric Works, Mr. Stubbs leaving the 
hardware business cold. In 1900 the 


| firm required larger quarters, moving 


| occupied by a Chinese laundry. 
| place 


into a frame building which had been 
This 


was in the same block as the 


_ present home of Stubbs Electric Co. 


| their electrical work was undoubtedly 


His wide acquaintance and the con- 
fidence with which folks handed him 


| responsible for the fine growth of the 


| Works installed practically 
| electric 
| ticularly in large buildings. 


| store in front. 


The We rn Electric 
all the 


Portland then, par- 


business. ste 
work in 
Among 
these was the Custom House, one of 
the first, if not the first, conduit jobs 
Stubbs had 


the 


in a permanent building. 


as many as 50 and 60 men on 
payroll. 
1902 


rear and opened a retail electrical 


In he built a shop on the 


ry . 
The business was now 


| firmly established and the partnership 


continued until 1910 when Mr. Fouch 
withdrew to launch the Fouch Electric 
Mfg. Co., in Portland. He conducted 
the business until his death and his 
Mortimer, is still 
It 
Stubbs that he insists on giving his 
partner full credit and that he takes 
much pride in seeing that partner’s 
business safe in the hands of his son. 

Now Mr. Stubbs started the whole- 


son, carrying on 


successfully. is a tribute to Mr. 


INDUSTRY. 














Know 
Your 
Conduit 





The conduit salesman 


with a line so well known 
as ‘“Youngstown-Buck- 
eye” is lucky. He has 
no apologies to make— 
no explanations to offer. 
His customer knows the 
product—knows that it is 
as good as can be ob- 
tained, and does not hesi- 
tate if he needs the goods. 


Nevertheless, if the 
Salesman is posted as to 
the facts concerning the 
manufacturer of his 
goods, the way they are 
made, and the policy of 
the company making 
them, it will make him a 
better salesman. 

We will be glad to 
furnish this information 
to anyone taking the trou- 
ble to ask for it, and al- 
most anyone selling con- 
duit will be interested in 
i. 


The Youngstown Sheet 
and Tube Company 


Youngstown, Ohio 
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PRICES REDUCED 
on .040 Brass Plates 


for switches and outlets 


SALES INCREASED 


for every jobber’s sales- 
man who quotes ’em! 


























No. 3144 
Single 
Tele- 
phone 











No. 4068 
Blank 





No. 8841 
Square 
Handle 
Tumbler 





No. 3000 

Bulls-eye 

Warning 
Light 














Art Plates—Nos. 8861 and 8661. 
“Southwick and“ Coalport” designs 























No. 4077 

Push- 
Button 
Switch 





No. 1485 
Duplex 
Conven 
Outlet 


No. 8631 
Single 
Conven. 


Outlet 


No. 1709 
Lid. Plate 
—Single 
Recep- 
tacle 











MFG.Co.HartFa 
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Sell 
Them 
Hemingray 





JOBBERS and JOB- 
BERS’ SALESMEN 
should remember the fol- 
lowing points when call- 
ing on the trade for in- 
sulator accounts: 

Their efficiency has 
been established over 
many years of long and 
satisfactory service. 


They are known uni- 
versally to the trade. 

They are immediately 
available for prompt ship- 
ment. 

They are particularly 
suitable for all low and 
medium voltage lines 
ranging from 2300 to 
15000 volts. 


These Points Will 
Make Hemingray 
Glass Insulator 
Sales for You 





Sell 
Them 
Hemingray 


& 








| Lucas, secretary and sales manager. 
| Mr. Peterson has been with Mr. 
| Stubbs 15 years and Mr. Lucas 19. 


| tractor and dealer trade. 
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sale supply business and changed the | 
name to Stubbs Electric Co. He was 
then sole owner, although later the 
business was incorporated and at 
present there are two other stock- 
holders, S. W. Peterson, vice-presi- 
dent and general manager and B. E. 


They operate in Oregon, southwestern 
Washington, eastern Washington, and 
Idaho, seeking principally the con- 





This company is one that has made | 


| a mark for itself in radio. Before | 





' 


| radio telephony “broke” it had for) 


a number of years carried wireless | 
telegraph supplies and attained a_| 
wide reputation in the line. So when | 
radio telephony came along it was) 
naturally in a position to jump in at | 
the start without the six months or 
a year that the average electrical | 
jobber spent in observing the direc- | 
tion of the well-known wind. With '| 
this start, it is natural, again, that | 
the Stubbs Electric Co., has succeeded | 
in building up what is reputed to be | 
the largest radio wholesale distribut- | 
ing business in the Pacific Northwest | 
—principally because they were sold | 
on the idea at the beginning. 

Mr. Stubbs, like many of the men | 
out in his country, is an enthusiast | 
for outdoor life and sports. The best | 
that nature can provide in the way of 
facilities for roughing it, for hunting, 
fishing and enjoyment of the wilder- 
ness is at their elbow, so to speak. 
He maintains a hunting and fishing | 
lodge up on the Mackenzie River | 
where he is fond of entertaining | 
parties of men who enjoy the out-| 
doors. 

Mr. Stubbs is an enthusiastic golfer 
and is a member of the Waverly Golf 
and Country Club of Portland. He} 
was Chairman of the Pacific Coast | 
Division of the Electrical Supply | 
Jobbers Association for the years | 
1925 and 1926. 





Getting Down to | 
Brass Tacks | 
(Continued from page 12) | 

alarm systems, etc. The salesman | 
who overlooks these items passes up a 
very considerable volume of business, | 
a good share of which he might find | 
that his customers would gladly give | 
him for the asking. | 
Electrical contractors doing mania: | 


‘| tenance and repair work, sometimes 











CASH IN 


on this Switch 


OBBERS and their salesmen should 
J lose no time in “cashing in” on 

this new Reliance 
Time Switch. Into it has been in 
corporated 15 new improvements 
which give to this product a rel 
ability which is unquestioned. 

The field is wide open for a switch 
of this caliber. And every con 
tractor-dealer as well as industrial 
plant in your territory should be told 
about it and its features at once. 


If you do not have full informa 
tion, write for it today. 


Automatic 





This shows the demount- 
able works as removed 
from the case. 


Note the sturdy termi- 
nals for connecting wires 
without soldering. 


Do not overlook the service fea 
ture. Any complaints or adjustments 
are handled direct by us. Neither you 
nor your dealers are troubled with 
any service complaints whatever. 


RELIANCE AUTOMATIC 


LIGHTING CO. 
1907 MEAD STREET 


RACINE, WISC. 
22 seaman memantine SAE 
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Why a Wagner 
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ECAUSE 38 points of excellence make 

Wagner Fans easy to sell. A new blade 
pitch, instead of batting the air, slices it out 
into a long, strong, controlled beam with a 
minimum of noise and buzz. Smooth opera- 
tion is assured by a motor such as only 
Wagner, Quality can build. Perfect running 
balance and sturdy construction prevent the 
creeping that scratches furniture. Graceful 
proportions and handsome, dull black finish 


give you a head start at every sale. 


Speed Controller 


All Wagner Fans (except the 9-inch size) operate through a — 
three-speed lever switch. An easy movement of the finger 
slides the speed lever over the points making perfect contact 
on each step. Whether set for a zephyr or stiff breeze, the 
speed lever will always remain in position. 








FAIR ano COOLER 


a 


CONTINUED 
COOL 


00 


FAIR WEATHER 


COOL BREEZE 









LONG STRONG 
BREEZE 


|) aan a 


MOTORS TRANSFORMERS FANS 
Single-phase, Polyphase and Power, Distribution and Desk, Wall and 
Fynn-Weichsel Motors Instrument Ceiling types 


6237-1 








WAGNER ELECTRIC CORPORATION — 6400 Plymouth Avenue, St. Louis, U.S. A. 
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Better Tape at the Right Price 


N the O. K. line of tape you are offered a Better Tape at a most 


attractive price. 


Tremendous strides have been made in recent years on machines 


for making tape, and in the Appleton factory no piece of modern | 
equipment is lacking to produce the best tape on the market. 


You are offered by us a proposition on the O. K. line of Friction 


Write for details at once. 





APPLETON RUBBER CO. 
Franklin, Mass. 





and Rubber tapes which you cannot afford to overlook. 
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o¢ 
AND OTHER pars PEN 


With the Levolier Fixture Switch it 


possible to retain light only where it is most 
needed and switch off all other units. 

The ease and economy of installation to- 
gether with the great saving in eliminating extra 
lengths of pipe and conduit, extra switches, boxes 
and wall connections, make this switch a very 
desirable one for all types of industrial and com- 
mercial installations. 


Where chain fixtures are concerned 
we recommend the Levolier Link Switch 
in preference to the pendant, ceiling, 
wall or sore thumb switch. It is the 
smallest 6-ampere switch 
made and hangs incon- 
spicuously between two 
links of the chain. 


profits. 


dividual 


©-©-O-©-€ 


VERY 


mill, shop or store 
not equipped to turn off | 
every individual light when | 
not needed is running up 
an expense that quickly 
eats a big hole into its 
If you are not 
equipped to sell them in- 
lighting control | 


Individual Light Control 


~a Profit to You 
and Your Customers 


factory, 


you are robbing yourself | 
an 


easy, well-paying | 
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called “jobbing,’ are not generally as 
large purchasers as contractors wiring 
new buildings because their ratio o! 


labor cost to material cost on a job is 


naturally higher. However, such work 
is usually highly profitable and this 
type of contractor is almost always ; 
good credit risk. He also furnishe. 
an excellent outlet for such items a, 
motors and control equipment, meta! 
moulding, conduit fittings, fuses, et: 


|The jobber’s salesman should ther: 


fore include this type of contractor in 
his list of customers if he is to do « 


| well-rounded job. 


Salesmen with territories on the sea 


| board or on inland waterways have a) 


opportunity to sell marine fittings t 


electrical contractors who specializ: 


on the wiring and electrical mainte 


| nance of boats of all kinds. As marin 


fittings are a specialty men in sucl: 
territories should make a_thoroug) 
study of the catalogues of manufac 
turers of this equipment in order to 
make the most of the opportunity af 
forded by their location. 


When salesmen check up on their 
electrical contractor customers to se« 
if they are securing business from 
each of the fields outlined above it is 
very probable that they will find some 
of these fields very much overcrowded 
while in others quite the opposite 


| situation will exist. In such cases the 


salesman would do well to select in 
dividual contractors who are strug- 
gling for an existence in a crowded 
field and attempt to persuade them to 


_ gradually get out of this class of work 


and into one which, locally, offers 
them more opportunity. Rendering 
such a service to a customer cannot 
help but develop a loyalty to the sales- 
man which will be reflected on his or- 
der book for months to come. 

Of course this diversification of tli 
electrical contracting business does not 
hold true in the smaller towns and 
rural communities. In these territories 
the contractor handles any kind ot 
work that may come along. But even 
here the salesman should make a care- 
ful study of all items entering into 
each type of construction. Then b) 
finding out what particular jobs his 
customer has in progress or is about to 
start he knows at once those items for 
which the customer should be in tl 
market. 

Some lines of electrical merchandis« 
are sold under contract and every ©! 
fort should be made to secure as man) 
contracts as possible with each cus 
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No. 5240 
Sterling Exterior 
Flood-O-Lite for 250 
and 400 Watt Type “C” 
G-30 Lamps. 


Sterling Exterior 
Flood-O-Lite for 300 to 
1500 Watt Type “C” 
Lamps. 








No. 3022 














No. 253 
Sterling Stipple Re- Sterling Interior 
flector for Show Window 2 Flood-O-Lite Jr. for Spot 
Lighting, with adjustable and Flood Lighting in 
holder for 150 and 200 Show Windows and in- 
teriors. 


7 adja ties Hold 


Meets All bite 0 
for 150 and 200 Watt Lamps 


! A simple adjustment of Sterling Adjustable Holders (which are regularly furnished with all 
show window types of Sterling Reflectors) permits the use of lamps of 150 and 200 wattage without 
| any change whatever in the Reflector. 


In other words, the ONE Sterling Adjustable Holder This exclusive feature of Sterling Reflectors, while 
accommodates two sizes of lamps, whereas ordinary being a practical, convenient method of standardizing 

e Reflectors require a different holder or Reflector for parts for the benefit of the user, also eliminates extra 
each size of lamp used. costs and makes entirely new installations unnecessary. 


! Reflector & Illuminating Co. 


Manufacturers & Engineers 


1411 Jackson Blvd. Chicago, U.S. A. 
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--and now, 


in conformity with the Spirit of the Season, 
We Wish You ‘ 


a Cordial Cheerful Christmas 
and 
a Hearty Happy and Prosperous 


New Year 


TRICO FUSE MFG. CO. 
MILWAUKEE, WIS. 


TRICO S 


ELECTRICAL 
PROTECTIVE 
DEVICES 
AND 
SPECIALTIES 














UNIT PANEL BOARDS 


“CIRCLE a New Safety Type Single Door 


To meet the wide demand for a safety type panel with single door, 
“Circle T” has designed a new type having Lugs in the Mains, Plug 
Fuses and Tumbler Switches in the Branches. 

This new-type Panel offers the following advantages: 


Simplified trim clamp (also used on all other 
Unit Panel Boards) operated by one screw 
only. No holes to locate. . Provides ample 
adjustment. 


Both Panel and Barriers are adjustable so as to 
compensate for variation in depth of box 
setting. . 

Four inch wiring gutters. Boxes 43%” deep. 


Each circuit is numbered and a card holder 
provided for conveniently identifying the cir- 
cuits. 
Fifteen box sizes accommodate all “Circle T™ 
NPP 320 Safety Type Panels. 
The complete “Circle T” line of Unit Panel Boards is so standardized 
that fifteen box sizes are sufficient to accommodate one thousand or 
more different types of panels. 
On account of this stock, our jobbers, all over the country carry a box 
stock so that their customers can obtain service equivalent to stocking 
the complete Panel Board. 
You order the complete panel in the usual way, our jobber ships to 
you from his stock, the boxes which are first needed on the job and 
he orders from the factory the panels and trims to arrive on the job 
when needed. 


THE TRUMBULL ELECTRIC MFG. CO. 


Plainville, Conn. 
Branch Panelboard & Switchboard Factory at Ludlow, Ky. 


Philadelphia 
Jacksonville 


New York 
Boston 


Chicago 
Atlanta 


Cincinnati 
San Francisco 
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| tomer because the salesman is thu: 
| assured of all the customer’s btisines- 
| on these lines for the duration of th: 


| contract. 
‘true that orders for other materia! 


And it is almost invariab]|: 


| will follow as a matter of course. 


Another opportunity to secure 1 


| peat orders is offered by those lin 
| which a house distributes exclusive] 


in its territory and the salesma: 


| should make every effort to have hi. 
' customers standardize on such lines. 





| 
| 
| 


Further than this it should be tli. 
aim of every jobber’s salesman tv 
develop a following of representativ. 
electrical contractors who purchas: 
their entire requirements from hi, 
house as far as its lines permit. Whe: 
this enviable situation is attained th 
salesman does not have to worry abou! 
each individual order for the orders 
come in unsolicited leaving him fre: 
for more constructive work. He can 
then devote his energies to helping his 
customer secure more business, thus in 
He be 
comes not only his customer’s friend 
but also his advisor and counsellor, 
silent partner, as it were, in his cus 
tomer’s business. But Rome was not 
built in a day, neither can such a clos 
relationship be developed except after 
weeks and months, or even years, 0 
patient effort. The customer must lx 
convinced by continued dealings wit!) 
the salesman and his house that lx 
receives fair prices and dependab|: 
service equal to or better than that of 
competitive houses. But in addition 
to this the salesman must convince his 
customer that he can and does per 


turn increasing his own sales. 


sonally render him more assistanc 
and co-operation than his competitors 
if he would persuade the customer to 
deal with his house as nearly on 
hundred per cent as possible. 

Bear in mind that most electrical 


| contractors started out as electricians 


helpers, became journeymen and 


| sooner or later developed the neces 
| sary courage and initiative to start « 





shop of their own. Then they had to 
solicit and estimate jobs, purchas 


| materials, supervise their men, send 


out bills and make collections so as to 
meet their pay rolls and settle their 
If we stop and 
realize the amount of work required 0! 


jobbers’ accounts. 


| the small electrical contractor opera! 
| ing a one-man business it will help «> 


to have a sympathetic understandine 
of our customers and to admire theu 


_for the job they are doing. And 
| while our larger customers may ha\ 
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No picture 
can do justice 
to this 


E’VE cut this sample open so that you 
can see every detail. 


The clean, colored braids, that make mis- 
takes on conductors a thing of the past—the 
clean, thick paper tapes, that unwind with the 
slightest pull —the clean paper liner that keeps 
the inside of the outer braid as smooth as a 
waxed floor—and the smooth, even slippery, 
outside braid with its characteristic blue mica 


finish. 


But cleanliness—smoothness—slippery- 
ness, are hard to picture. If you hada sample 
of RomeX in your hands, and opened it up 
yourself, you would feel these qualities as we 
cannot show them. 

Why not send for a sample and give it a 
thorough examination— or better yet, use it on 
your next non-metallic job. 


ROME WIRE COMPANY 


DIVISION OF GENERAL CABLE CORPORATION 


Rome, N.Y. 





This illustration made 
directiy from a sample 
of 3-conductor RomeX 
without retouching. 


7 ROME WIRE 


_FROM WIRE BAR TO FINISHED COPPER WIRE 
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HEMCO 
PRODUCTS \ 


Extra Outlets 


HEMCO Plural — 
Bakelite , 























E-PRONG 
Te TEE 206 


Your dealers received a copy of this 
folder, urging them to tie up with 
Hemco advertising by displaying 
Hemco Products on this new board 
See that every one of your dealers 
has a board. Price of plugs is $2.13 
at the special discount. The board 
is free. 








Pacuce 


It is our aim to keep Hemco Jobber Co-operation so 











Endorse Last Act , 


‘Gr Ly PRODUCTS 
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ete 
it shall be forever established as a standard of comp ir 


Pane IN BIN 
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tributors Unanimously 
E M C O Co-operation The pew cham. 


Bldg. Cincinnati, 
Ohio, is complete- 
ly equipped with 
Hemco Bakelite 
Wall Plates. Are 
you getting your 
share of such 
~ business? 


— 


130,000 direct mail pieces 
to dealers~ 
8 to sell HEMCO for you 
| HE Hemco pledge for 1927 was “a new 
fae standard of sales co-operation” —a pledge often 
Fiepeated and progressively fulfilled. 















As the closing act of that co-operation, for the 
ear, Hemco distributors were offered a new deal- 
r mailing piece. So unanimous was the response 
{ distributors (practically 100%) that nearly 
louble the number of pieces were requested that 
ould be supplied. 


What does this tribute from your superiors to 
he value of Hemco co-operation mean to you, as 
silesman? The “house” thinks it pays to push 


emco. 


And the 130,000 pieces mailed mean that prac- 
ically every worthwhile dealer is freshly reminded 
i Hemco—of its quality, of the advertising cam- 
agn behind it: in short, half made sales which 
} recommendation from you will close. . 


Talk Hemco now. It will pay more than ever. 
And remember that Hemco Missionary Men are 
‘ways ready to work with you, if you ask your 
les manager to arrange it. 


Hemco Wall Plates 
Break Record First Six Months 


The first Hemco Bakelite Wall Plates were ship- 
ped about May 1. Today, 6 months later, Hemco 
Plates are among the leaders—fighting ‘‘nip and 
tuck”’ for the top. 


George Richards & Company, Inc. }’hy? Because the Hemco satin finish is perma- 
557 WEST MONROE STREET, CHICAGO nnite. Meemsuetieagednir? eonp, annie as otter. 


a 

ete, valuable and real that Ee itsts 
in this industry. ........ : 
ve 
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DIEHL 
EXHAUST 
FANS 


Available in fan 
sizes of 18 inch to 
48 inch for alter- 
nating current and 
18 inch to 60 inch 
for direct current. 




















DIEHL EXHAUST FANS 


will keep restaurants, theatres, halls, offices, factories, 
etc., supplied with a constant change of air. DIEHL 
Exhaust Fans in all practical sizes for both alternating 
and direct current are carried in ample stocks for 
immediate shipment. 


DIEHL. 
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JOBBERS 


This is the time 
to sell DIEHL 
Exhaust Fans— 
write for cata- 
log and prices. 


















Send for descriptive bulletins. 


DIEHL MANUFACTURING CoO. 
ELIZABETHPORT, N. J. 


Established 1888 
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**QUAD”’ 
REFLECTORS 


This Shallow Bowl 
Reflector added _re- 
cently to the pop- 


ular ‘“‘Quad’’ line. 
Well made of steel 
porcelain enameled. 


green outside and 
white inside. Made 
in fitter type, sizes 
10” to 16” diameter. 
This low - priced 
“Quad”’ B H reflec 

tor is most efficient 
for factory lighting. 








IN 


Instant Approval Everywhere! 


“‘Quad’’ Swivel Hanger 
Means Increased Sales For You 


Push this simple, practical time-sav- 
ing Swivel Hanger, approved without 
hesitation by all contractors. 


Your customers will buy readily— 
they will see its advantages immediately. 












of the 


“Quad” Swivel Hangers bring rows of 
fixtures into perfect alignment on any 
ceiling, flat or sloping up to 45 degrees. 


Cover section 
made of pressed 
14 gauge steel, to 
fit 


Exclusive ball and socket joint makes 
stem hang straight and swing free, elimi- 


nating hand cut shims to level up. These %% both 3° and 
Swivel Hangers cost no more than stud, tagon gutlet 
og and af WP as pager tion is iron, 
when a ua wivel Hanger is . threaded to take 
Q ge is %” conduit 

stem. All parts 


Write for selling information. A sample 
Swivel Hanger will be sent FREE upon re- 
quest. 


QUADRANGLE MFG. CO. 


553 W. Monroe Street 
Chicago, I11 


fully galvanized. 








VAD 


SWIVEL HANGER > é 


























Above is shown the staff of the O’Brie: 
| Lighting Products Co. of New York. Lefi 
|to right: Ed. Emerson, shipping depart 
ment, Frank Diel, store manager, and Le: 
P. O’Brien, president of the company. 








their estimators, stock clerks, book 
keepers, etc., it is not so many years 
ago that they, too, in all probability 
were running one-man concerns. Bear 
in mind, also, that the customer’s early 
education was with his tools and that 
next he had to receive his financial! 
education in the school of his own 
business experience. And all this tim 
he has been an extremely busy man. 
Is it any wonder, then, that many 
electrical contractors are weak 
salesmanship, that they lack the cour- 
age and self-confidence to go out and 
sell a good sized lighting or ventilat 
ing job, or to sell relatively expensive 
extras on a wiring job, or that they 
often overlook opportunities for th: 
sale of other electrical equipment in 
their communities? 

The opportunity thus created for 
the jobber’s salesman is quite obvious. 
Trained to detect sales opportunities 
and full of self-confidence because of 
his knowledge of his goods he can 
show his customer opportunities for 
increased business, call on the pros- 
pect with his customer and help him 
make the sale. After a few expe 
riences of this kind with the salesman 
the contractor should himself develop 
self-confidence and the desire to sel! 
with the result that he will go out 
alone and secure more business, hold 
ing the salesman in reserve as @ 
pinch-hitter for difficult prospects. 
And it is a pretty safe bet that the 
contractor will show his appreciation 
by giving his business to the salesman 
who has gone out of his way to help 
him and who has thus shown a person- 
al interest in his success. 


on 


(The next chapter of this series, in 
the January issue, will deal with 





“Selling the Industrial” ) 
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Gagging Radio Nuisances 

In its treatise on homemade static, 
the Radio Manufacturers’ Association 
lists for investigation virtually all the 
electrieal gadgets known to man from 
addressing machines to X-ray installa- 
tions—a formidable array. One does 
not realize how large a part electric- 
ity plays in the modern home until he 
checks with this list and discovers 
the hitherto unnoticed presence of an 
annunciator system, furnace or _ ice 
box control, motor pumps, waffle irons, 
curling irons, electric heaters, warm- 
ing pads, violet ray machines, vacuum 
cleaners, fans, washing machines, and 
what not. 

A leak in any of these devices, 
whether resulting from broken insula- 
tion or a bad contact, may result in 
spark production with a consequent 
broadcasting of high frequency waves. 
In isolated homes these defects would 
be of small consequence, but in cities 
where buildings containing hundreds 
of flats are placed closely together 
one bad disturbance may ruin radio 
reception for an entire community. 

It was discovered in one case in- 
vestigated by the engineers conducting 
the survey that a violet ray machine 
was audible for more than a block. 
Similarly a break in a trolley system 
caused chaos for a mile along a street 
car company right-of-way. 

But while serious disturbances were 
traced to a number of causes hitherto 
unsuspected and the troubles of radio 
ascribed to so many sources that chaos 
seemed inevitable and irremediable, it 
was also discovered that in 99 cases 
out of 100 the cures are simple, ef- 
fective, and easily applied. 

The violet ray machine, for in- 
stance, may be tamed if a quarter 
microfarad condenser is connected 
across its spark gap. ‘The ancient 
offender, the sign flasher, is capable of 
similar treatment. Elevator controls 
and thermostats on furnaces and ice 
boxes—which a year ago were suf- 
fered almost without protest—have 
proved to be easily gagged. In all 
such cases the remedy is to connect 


a by-pass condenser across the con- 
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tacters. These condensers are fairly 
small in the case of devices requiring 
minute currents. They run to several 
microfarads in the case of elevator 
controls. But they are silencers that 


function instantly and unfailingly. 


There has been some talk recently 
of by-passing house lighting systems 
at the point where the power lines 
merge from the meters, thus confining 
all disturbances from electrical ap- 
paratus to the flat in which the noise 
is propagated. This, the engineers 
point out, is no doubt effective. Such 
a by-pass would tend to prevent radi- 
ation of high frequency currents into 
the power lines and thus preserve the 
good nature of the community. How- 


debatable. 


Similarly one might stop a door bell 


ever, its application is 


by short-circuiting the battery. 

A large condenser across the power 
lines will cause a constant drain of 
current which may be detected with- 
out instruments in the monthly light 
bill. Also it will have to be of such 
a size that its purchase will constitute 
a problem. 

All in all it seems best that the 
radio listener take a little time off 
and trace down the individual noise 
makers in his own home and throttle 
them with suitable gag. 

The R. M. 


ference is obtainable at Radio Manu- 


A. Manual on Inter- 


facturers’ Association, Inc., 32 West 





Window that Brings Results 





Randolph Street, Chicago, Ill. It is 
distributed at cost by the Association 
in the interest of a quieter winter 
The price is twenty-five cents. 

+ * * 


Window that Brings Results 


Demonstrating a radio set for tly 
passing public with profitable results 
means more than merely playing it 
out on the sidewalk, according to tli 
firm of J. W. and W. H. Reid, Inc. 
who are proving it by blocking thx 
sidewalk at Pearl and Willoughby 
Sts., in the heart of Brooklyn, every 
noon hour when the weather permits 


Action in the window illustrating 
the advantages of the 
coupled with playing the set outsid 
the window, with boolfets piled on it 
for the public to take, describing th 
set in detail, is the combination whicli 
has brought many prospects into their 
store and resulted in sales that would 
otherwise have passed by. 


receiver. 


When the streets around their stor 
are busiest, during the noon hour 
when workers pour out of their offices 
and stroll to nearby restaurants and 
tea rooms, the Reids place a Kolster 
console power speaker on the side 
walk, connect it through a hole witli 
a set in the window, and tune in 
some noon hour dance music. ‘Th 
speaker on the sidewalk is piled with 
literature, and a sign card leaning 
against it tells the passerby, “This 


(Turn to Page 82) 
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Dedicated to 
Better Radio 


Every Division of the United States 
Electric Corporation is devoted to 
the one ideal. That ideal is Quality. 
We believe that everything is to be 
gained by giving the public satisfac- 








Radio Corporation 
of America, West- 
inghouse Com- 
pany, General Elec- 
tric Company, 
American Tele- 
phone & Telegraph 
Company (Super- 
heterodyne except- 
ed), Latour Cor- 
poration, Hazel- 
tine Corporation 
and _ Technidyne 


Corporation. 








UNITED STATES ELECTRIC CORPORATION 





= he 
Licensed tory radio reception at a fair price 
Under Patents ; 
of rather than through the sacrifice of 


quality to secure temporary volume. 


The United States Electric Cor- 
poration pledges the trade and public 
that the products of its Divisions will 
always measure up to the highest 
standards of the industry. 


General Executive Offices 
307 North Michigan Ave. 


CHICAGO 
U.S. A. 
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~New Radio Products, Illustrated 
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The Kellogg Switchboard & Supply Co., Chicago, has announced a new electric 


soldering iron. 
wiring. 


It is especially adapted for radio, telephone and switchboard 
It can be furnished in two degrees of heat, “medium” and “hot.” The 


special heating element used can be easily replaced when burned out. 





The type B-280 power unit is a 
product of the Acme Electric & Mfg. 
Co., 1446 Hamilton Ave., Cleveland, 
O. It uses the UX-280 and CX-380, 
125 mill rectifier tube which enables 
it to operate on any set. It has a 
capacity of 40 milliamperes at 160 


to 180 volts. The following voltages 
are obtainable: 221%, 45, 67, 90, 135, 
and 180. The “Dri A and B” socket 
power unit type AB-280 includes the 
type B-280 unit described above, to- 
gether with the Acme new dry charg- 
er and a U. S. L. type DXG-307 
gravity ball, glass jar battery. It is 
automatic in operation being con- 
trolled by a filament switch on the 
receiver. 














This new Adler-Royal cabinet, 
which is of the “Jewel Casket” type, 
is being made by the Adler Mfg. Co., 
Louisville, Ky. While extremely com- 
pact it, nevertheless, has ample room 
to accommodate either the 16 or 17 
“Radiola” and for all the regular bat- 
tery equipment when used for the 
model 16. When used for the Radiola 
17, the electric set, the battery com- 
partment can be entirely removed. 
The front door panel opens down to 
form an attractive desk and a lift 
top makes the chassis conveniently 
accessible. The new model is executed 
in matched burl walnut. 


Temple, Inc., 213 Peoria St., Chi- 
cago, is manufacturing the console 
model speaker shown here. It is of 
Spanish design, walnut finish. It 
contains the same tone chambers as 
the large 18 in. drum type. The size 
of the cabinet top is 141/,x24 in.; 
height, 32 in. 

















The type “E” 
clamp is made by the Amoroso Mfg. 


solderless ground 


Co., Boston. It includes in its de- 
sign a brass clip which automatically 
makes it a solderless ground clamp. 
The clip which is made of brass No. 
16-B & S gauge lays in between the 
flanges and can not turn. 





The “Glo-Cone” speaker is manu- 
factured by the Aladdin Mfg. Co., 
Muncie, Ind. It embodies the cone 
principle. It has as well a lamp fea- 
ture so that it may be used either as 
a table lamp, a radio speaker or a 
combination of both. 





The Sonatron Tube Co., Chicago, 
announces two new A.C. tubes. Nos. 
X-226 A.C. and Y-227 A.C., designed 
to operate direct from an alternating 
current socket, doing away with rec- 
tifier and filter. The X-226 A.C., for 
use in radio frequency and audio fre- 
quency amplifier circuits, takes a cur- 
rent drain of 1.05 amps. at 1.5 volts, 
and operates with a plate voltage of 
90 to 135, to a maximum of 180 volts 
under full power. The standard four- 
prong “UX” base is used. The Y-227 
A.C. is designed for use as detector 
in a receiver using X-226 A.C. tubes 
as amplifiers; though the Y-227 it- 
self may be used as an amplifier 
tube, particularly in the first audio 
stage. It is a heat-principle tube, 
self-stabilizing to eliminate the hum 
noticeable when other types of A.C. 
tubes are used as detectors. Current 
drain in this type is higher than the 
X-226, 1.75 amps. at 2.5 volts being 
required for perfect performance. A 
five-prong socket base is used. 
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CUNNINGHAN 


CX'30]-A 






On top in 


Tube Sales 


at the 


Peak Season 


UR Holiday consumer mes- 

sage is that a set of Cun- 
ningham Radio Tubes makes an 
admirable Christmas Gift. 









You can recommend these tubes 
with absolute confidence in their 
reliability. Such confidence has 
built a nation wide consumer 
demand for these tubes. 








Twenty different types—all 
in the Orange & Blue Carton. 


E. T. Cunningham, Inc. 


New York Chicago San Francisco 
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New Radio Products, Illustrated 





cs sdMbalil bible 


Tee Pea 


The new “Rectox” trickle charger 
is a development of the Westinghouse 
Elec. & Mfg. Co. It is a dry type 
rectifier used for chafging the “A” 
batteries of radio sets. It consists 
of a two-winding transformer which 
steps the voltage down from i15 to 
about 17 volts; and a stack of copper 
oxide rectifying elements which con- 
vert A. C. to D. C. The maximum 
charging rate is three-fourths am- 
peres to a six volt lead acid type 
storage battery. A tap permits four- 
tenths amperes if desired. Standard 
rating, 115 volts 50-60 cycles. It may 
also be had in 25 cycles. 








The Vesta Battery Corp., Chicago, 
announces a new “B” power unit. 
Housed in a compact cabinet of crys- 
tal enamel, with Bakelite panel, it 
presents not only an attractive unit 
but one with a complete range of 
voltages from 22¥, to 180 volts. It 
also has a relay which automatically 
disconnects the “B” unit when the 
set is turned off and likewise auto- 
matically connects the “A” unit or 
trickle charger. 
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es ty a 
(ties |, Sag wie 
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One of this season’s models of the 
\ll-American Radio Corp., 4201 Bel- 
mont Ave., Chicago, is the No. 99, a 
console type of Colonial design. It 
has a six tube receiver and a built-in 





An “A” eliminator employing a dry 
disc rectifier has been announced to 
the trade by the France Mfg. Co., 
Cleveland, O. It has been licensed 
to use the electrolytic filter made 
under patents of the Andrews-Ham- 
mond Corp. It is made in two mod- 
els for replacing both four and _ six 
volt batteries. Under normal line 
voltage it will satisfactorily operate 
a set of eight 201-A tubes or equiva- 
lent, but for all practical purposes 
is recommended for use in connection 
with the five and six tube sets 
equipped with power tubes. It op- 
erates only while set is in use and 
consumes no more current than the 
average house lighting bulb. 





The “Vemarc” power speaker is 
adaptable for use with all tubes, in- 
cluding the 112 and 171 power tubes 
without the use of a coupling device. 
An impedance switch permits the 
matching of the speaker to the in- 
dividual set and coupled with the 
variable pitch emphasizes, it is said, 
either the high or the low notes. A 
“Masonite” back-board adds tone qua!- 
ities and ruggedness, and protects the 
free edge of the cone from damage. 
Twenty in. high. Beautifully decorat- 
ed. It is manufactured by the Asso- 
ciated Radio Corp., Ann Arbor, Mich. 











The “Pirate Ship” is a new prod- 
uct of the Tower Mfg. Co., Boston, 
Mass. ‘The design is cast in metal, 
finished in bright natural colors and 
protected by a frame to match. The 
overall height is 141/, in. A six foot 
cord is standard equipment. 








speaker. 


An indestructible metal rectifier 
has been perfected by the engineers 


of the Interstate Electric Co., St. 
Louis. It is claimed to be made of 
solids—contains no glass, gas or 
liquids. It is contained in a heavy 


nickeled tube with standard Edison 
base to fit the socket of any bulb 
type rectifier employing a glass bulb, 
commonly called Tungar or Rectigon. 
It will deliver a truly rectified steady 
current of two amperes in a charger 
built to charge a six volt battery; 
and it will operate satisfactorily in 
any of the bulb type trickle chargers 
on the market. 
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TODAY 


Everyone wants an electric Radio Set 


Majesti 





“A” and “B” units will make any radio set 
an electrically operated set! 
y 


No Acids Guaranteed 
No Liquids to give 
No Hum complete 
satisfaction 





For big business and Big Profits Now, Electrify all 
the radio sets in your town with Majestic units. 


Both “A” and “B” Power units and the set con- 
trolled by one switch. Only one light socket con- 
nection needed. 


GRIGSBY-GRUNOW-HINDS CO. 
4540 Armitage Ave., Chicago 
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is the Kolster console power speaker. 
This combination of speaker and ‘B’ 
supply can be used on your present 
set.” 

In the window, a card on the re- 
ceiver being used says, “This is the 
set now playing.” Beside it on the 
floor is a chassis showing how the 
set is built. For the action, a sales- 
man stands beside the set being used 
and with the aid of sign cards tells 
his story to the crowd outside by the 
well known method of holding up 
cards describing the sales features 
plus some other dramatic stunts. 

When the workers return to their 
ofices and the ends, 
none of the booklets can be found in 
They have gone home. 
* * * 

Radio Manufacturers Associa- 
tion Trade Show 

The premier event of 1928 in the 
radio trade, the second annual trade 
show of the Radio Manufacturers As- 
sociation, Inc., will be held during the 
week of June 11 to 16, 1928, at the 
Stevens Hotel, Chicago. 


demonstration 


the streets. 


Preliminary arrangements for this, 
the show exclusively for the radio 
trade, have been made by the R. M. A. 
show committee headed by Major H. 
H. Frost of E. T. Cunningham, Inc., 
New York. 

At the Stevens Hotel, the largest 
in the world, the radio trade will be 
given the opportunity to view the new 
lines of the leading manufacturers of 
receiving sets, parts and accessories. 

During the week of the show, many 
events of interests to the radio indus- 
A record breaking 
At the first 
annual trade show this more 
21,000 attended 1928 
show is expected to draw upwards of 


try will be staged. 
attendance is expected. 
year, 
than and the 
30,000 manufacturers, jobbers, deal- 
ers and others connected with or in 
terested in the industry. The exhibi- 
tors are confined to members of the 


R. M. A. 


on February 15, 1928. 


who are in good standing 

In conjunction with the trade show, 
the fourth annual convention of the 
Radio Manufacturers Association will 
be held. Officers will be elected for 
the 1928-9 year and reports received 
from the standing and special commit- 
tees on many matters of vital import. 
The R. M. A. annual banquet also will 
be held during the week of the show. 

Applications of members for show 
space will be received at the R. M. A. 
office, 32 W. Randolph St., Chicago. 
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Power Unit There, Even if 
Unseen 
A manufacturer of radio accessories 
has sent in this communication, which 
brings up a ordinarily 
thought of, perhaps, in the light that 


point not 


he puts it. 

“Because of its fundamentally mys- 
terious nature, radio, inasfar as the 
technical side at least is concerned, is 
still more or less of a closed book to 
the average work-a-day human being. 

“The public at large is inclined to 
accept at its face value, each new 
story of revolutionary development or 
proposed change in radio operative 
characteristics. In other words, it is 
not possible, nor can the public be 
blamed—for the reasons already set 
forth,—for its inability to analyze 
new theories and new statements ap- 
pearing in the public prints regarding 
‘discoveries’ in radio. 

“Right at the present time, the in- 
terest in the new a. c. tubes is at 
fever heat and because of the readi- 
ness to believe that almost anything 
is possible-with this great new mys- 
terious art, radio, plus the impres- 





sion that has been built up b 
advertising that is either unintention 
ally or otherwise misleading, an en 
tirely wrong attitude seems to hay 
been taken in the matter of a. 
tubes. 

“Many people are ready to stat. 
and really believe, that with this ne. 
type of tube, a radio set can be 0) 
erated without batteries or so called 
battery eliminators, and that all th 
power is furnished from the light 
socket. 

“Raw a. c. current as it comes 
from the ordinary house connectio: 
would knock any radio tube, yet cd 
signed, into the well known “cocked 
hat.” The truth of the matter is 
that no radio receiving set is fre: 
from some sort of power unit, whicl: 
filters the current to the proper d 
gree so that when it reaches th 
tubes, whether a. c. or otherwise, it is 
ready to provide proper current. 

“It is very true that it is possibl 
to electrify radio sets today, and a 
set so electrified by the use of power 
units may properly be called an elec 
tric set, but power units must ly 
used, whether they are built into th 





This is a new loud speaker that, if 
reports are true, can be heard three- 
quarters of a mile away. It consists of 
a pair of exponential horns atop a New 
York City roof. The volume from one 
of these loudspeakers, or exponential horn, 
is so high-powered that a person can en- 
joy a radio program three-quarters of a 
mile distant. This exponential horn is the 
invention of Dr. Joseph Slepian and Clin- 
ton R. Hanna.—P. & A. Photo. 
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Licensed 
under 
Andrews- 
Hammond 
patent 


Balkite “A” 


Balkite “AB” but for the 
“A” circuit only. Enables 
ee ” ° . 
owners of a “B” eliminator 
to make an electric installa- 
tion at very low cost. $35. 





Balkite “B” 


The accepted tried and 
proved light socket “B” 
power supply. Three mod- 


els: $22.50, $35, $42.50. 





Balkite Chargers 
Standard for “A” batteries. 
Noiseless. Can be used dur- 
ing reception. Trickle or 
High-Rate, 3 models, $7.50, 
$9.50, $17.50. 

Special models for 25-40 
cycles at slightly higher prices. 
Prices are higher West cf the 
Rockies and in Canada. 
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Your customers 
want AC operation 


But they don’t want 
any sacrifice in 
quality of reception 
Nor do they want 
experimental devices 
You can give your customers exactly 
what they want, without either of 
these disadvantages. By simply 
equipping the sets you sell with Bal- 
kite Electric AB.” It replaces both 


**A” and “B” batteries and supplies 
radio current from the light socket. 





ectric Radio 


for tubes to warm up. No difficulty 
in controlling volume. No noise, 
no AC hum. No crackling, booming 
or blasting. Instead the same high 
quality of reception to which set 
owners are accustomed. 

And there is nothing experimen- 
tal about this type of installation. It 
consists of a combination of two of 
the most dependable devices in radio 
—Balkite and a standard radio set. 

By all means sell electric opera- 
tion. As shown by Balkite sales fig- 
ures, that’s where the volume is in 
radio today. But let the AC sets you 
sell be standard radio sets equipped 
with Balkite Electric 








Entirely batteryless, it 

makes any standard re- Chicago Civic Opera “AB.” Then you'll be 

ceiveranACElectricset. |] on the air Thursday Even- || certainofperformance. 
. ings, 10 P.M. Eastern time. ’ r 

This method makes aon iia omaaeiaiemaiines Then you won’twonde 
possible the use of the || KDKa,Kyw,won,wmaq, |] if the profit you make 
WBAL, WHAM, WJR, WLW. d 
standard type of set, today will be eaten up 








and of standard type 
tubes, both of which 


WENR, WCCO. 10:30 P.M. 
WEBH, KSD, WOC, WOW, 
WHO, WDAEF. 
BALKITE HOUR 








by returns tomorrow. 
The profit on each 





sale will be clean. 





are tried and proved 
and give by far 





the clearest and $64.50 and $74.50. 
eounet wens * Ask your jobber. 

, P Fansteel Products 
duction. There is, Soins Bia 
is no waiting Chicago, Ill. 


ELECTRIC AB 


<{ contains no battery > 


Two models— 
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RadioSOL | 


is Safe and Simpl 


Easy to Sell 


BECAUSE /T'S 
Easy toUse 


THATS the beauty about Kes- 
ter Radio Solder—it’s easy to 
sell because it is ready for use. 
It “Requires Only Heat.” 
Another thing about Kester Solder 
is that the small packages are gen- 
erally the start of a dealer’s order 
on your books. And for the deal- 
er, they are the start of a neat 
little business that rapidly grows 
into sales on the larger packages. 
No long missionary work in sell- 
ing Kester Solder. An extensive 
advertising campaign reaching all 
of the dealers is constantly break- 
ing down sales resistance for you. 
For the dealer, we are conducting 
a national consumer campaign 
which keeps moving his stock and 
automatically creates repeat busi- 
ness for you, 

Start now at this active time and 
enjoy the repeat business which 
will come to you all year round. 


APPROVED BY 
RADIO ENGINEERS 


BELIEF THAT THE 


This experience of W. L. 


set as a part of the complete unit, 
unseen to the person who does not 


detailed examination, or 


make a 


7; whether they are separate units, that 


‘an be attached or removed at will.” 
i ta 


Built-in Radios 

The built-in type of radio is no 
doubt on the way to wider acceptance. 
Garrison 
of Cincinnati, radio dealer who is also 
a builder of homes, is therefore in- 
teresting. 

Mr. Garrison installed a Crosley 
“Bandbox” set in a home which he 
has just completed. This home, he 
stated, was sold on the first adver- 
tisement, and the receiving set proved 
to be a determining factor in its se- 
lection by a young couple starting up 
in housekeeping. Mr. Garrison is en- 
thusiastic over the possibilities of ra- 


| dio as an adjunct to home architec- 
/ ture, and believes that architects gen- 


erally would profit by providing new 


homes with radio equipment. 


He said: “Radio is something that 
people want; and it is difficult to con- 
ceive of any built-in feature that 
would be more attractive to the aver- 
age prospective home buyer than a 
receiving set. Many young couples 
sacrifice a great deal to purchase their 
first home. The down payment often 
takes all the money they have saved, 
and the monthly payments ensuing tax 
their budgets for some time to come. 
Therefore, they realize when buying 
their home that they will not be in a 


position to afford many luxuries for 


SALESMAN OF THE JOBBER IS THE MOST IMPORTANT MAN IN THE INDUSTRY.’ 











Built-in Radio Set 


a while. A home with a built-in radio 
set cannot fail to appeal, because it 
provides them with something which 
otherwise they might have to wait 
months or even years to obtain.” 

* * * 


Radio Selling Terms 

Here is what Mr. Richard W. Law 
rence, former Congressman and now 
head of a large finance company ad- 
vised radio dealers at the Chicago 
Radio Trade Show: 

“Sell merchandise, not terms. Get 
all the cash possible. Sell sets that 
will stay sold. Enforce collections 
impartially. State your terms and 
stick to them. Don’t allow over 10 

(Turn to Page 86) 

















After long experimenting in test flights, sponsored by the Colorado Airways 
Co., it was finally found that the six-tube All-American receiver is adaptable to 


fiving conditions. 
receiver. 


Motor disturbances are said to be at a minimum with this 
The photograph shows the All-American receiver installed and the fliers, 


Ed Brooks, pilot, and George Hamburger, radio technician, ready to take off on 


a test flight. 
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The mystic tones of Christmas 
Carols—reproduced with fidelity 


by the UTAH SPEAKER sound 


the ultimate in tonal quality 


én 


The most complete line— ranging from $10 to $100 
UTAH RADIO PRODUCTS CO., 1615 S. Michigan Ave., Chicago 
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Sterling’ s Message to Your Dealers! ‘months for full payment. I want t 


“Somethhg wrong 
with the set? 
Sure, I'll send 
our service man 


over right away” 
X - 








| Sterling Universal ‘‘B’’ Tester 


Acomplete portable testing laboratory for 
| Power Units and all D-C circuits up to 
300 v. Voltmeter (0-300 scale) and milli- 
ammeter (0-100 scale) are used inde- 
pendently or in combination. Light, com- 
pact, complete with plugs and adapters. 
R-410 oo eS eo ee Se $30.00 





Sterling “‘B’’ Power Tester 


A high resistance, low priced meter for 
checking the output of any Power Unit or 
B batteries and other D. C. circuits up to 
300 volts. A necessary unit in the radio 
service man’s equipment. 

R-415 D. C. Model, List price - - $8.50 
R-417 A. C. Model, for testing line volt- 
ages and all A. C. circuits up to 150 volts, 
ceeepece - 2 + eee ee 8 $7.50 


p 2831 Prospect Avenue : 














THE STERLING MANU 








= / a S — 
Your Service Man’s Time is Money 
1249944 + money made or lost! 


OUR service man can also sell. But, the best 

service man is only as efficient as the instruments 
he uses. Equip your service men and your store 
with complete portable special-purpose testing 
equipment that is designed for rapid servicing on 
all models of radio sets and power units, including 
the new electrically operated sets. 





Sterling “Universal Service’’ 
Tube and Set Tester 
Used with batteries or Power Units. Tests 
large and small tubes including 171 type. 
Milliammeter shows amplifying strength 
of tube. Combination voltmeter tests both 
the ‘‘A” and “B”’ voltages, also locates de- 
fective circuit wiring, open transformers, 
poor contacts in sockets, etc. Voltmeter 
0-10, 0-200 scale, Milliammeter 0-15 scale. 
R-412—List price - + + +--+ - $25.00 





Sterling ‘‘Metered’’ 
Tube Reactivator 

Forlarge and small tubes, including 300-A, 
171 and all tubes having thoriated fila- 
ments. Emission meter shows tube needs 
reactivation, also improvement after reac- 
tivation. Handle on back. Complete with 
adapters. R-403—List prices: 

50-60 cycle + + + + + + 3 + $12.50 
25-40 cycle + + + + + s+ 3 = $14.00 


FACTURING COMPANY 


Cleveland, Ohio 


terlind 


SERVICING EQUIPMENT 



































| suggest the following for radio; it ha: 


worked very successfully in oth 

lines: A carrying charge of 50 cent 
‘per $100 price per month. For ey 
‘ample, on a $200 cash price set, t! 

linstallment price would be $210, o! 

‘tained on the basis of 50 cents per 
'$100 for 10 months. On pianos, etc., 
ithe carrying charge is made on tli 
Ibasis of list price less cash paymeni. 
| but on radio I would suggest that i! 


be made on the full list price.” 
* * * 


| Latest In Radio Sets Is 
| Revelation to Fans 

A demonstration of the latest d 
velopments in radio receiving sets this 
fall is a revelation to any one who is 
using a set that is two years old or 
older, according to M. C. Rypinski, a 
member of the board of governors ot 
the National Electrical Manufacturers 
Association. 

“The radio public will benefit this 
fall and winter in a way that has not 
been possible since broadcasting be- 
gan, as the result of developments 
which have taken place during the 
past few months. The Federal Radio 
Commission has cleared the air and 
the patent difficulties have been ad- 
justed. The new developments in 
tubes and sets have made possible a 
degree of reception with which radio 
of a year or two back cannot compare. 
Broadcasting has developments to be 
carried out this winter which will 
|overshadow anything that has gone 
before. 

“The conservative radio fan, who 
has clung to his set of the vintage of 
1925 or earlier, will find it imperative, 
if he wishes to get the benefit of these 
developments, to ask his dealer for a 
demonstration of the latest receivers. 
I confidently predict that he will be 
not only greatly surprised, but will 
feel a tremendous urge to pass his old 
set on to someone not so fortunately 
situated as he, and become the proud 
owner of the latest in radio.” 

ee 


Geddes Executive Vice-Presi- 
dent R. M. A. 

Effective November 1, the Radio 
Manufacturers’ Association has ac- 
cepted the resignation of L. S. Baker. 
executive vice-president, to allow him 
to devote his full time to the Nationa! 
| Association of Broadcasters of whic!) 
he is managing director. It an 
/nounces the appointment of Bond I 
|Geddes as his successor. The latter 
|is a well known Washington, D. C 
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Western Prices 
ADVENTURER $12.95 
CASTLE CONE 12.95 
PIRATE SHIP 9.75 


No change in prices of other models. 


SPEAKERS 


It’s a fact! TOWER Speakers sell faster than 


; - : 
any other line made. They offer more! Your - ee 


ois 
ae 


Cc ASTLE CONE customer gets more for his money. Every poe 
price $11.95 TOWER Speaker is equipped with a power- gee ice $15. a 
ful armature-type unit that guarantees the . 
purest possible tone and fullest volume. And 
Tower Speaker beauty is famous. There is a 
model to suit every taste. Their appearance 
itself creates instant demand! 
JOBBERS’ SALESMEN! Your Dealers stand a 
better chance of making money with this line. 


HELP them get more Chistmas business with 
TOWER products! 











TOWER MANUFACTURING CORPORATION PIRATE SHIP 
— price $8.9° 





122 Brookline Ave., Boston, Mass. 
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The New 





Air Column 


SPEAKER 


Here is the speaker that has 
taken the entire radio world 
by storm. The Temple is 
a development of the long 
air column principle and 
the results are positively 
astonishing. 


Amazing Volume 


So great is 
the volume 
of this new 
Temple] 
Speaker - 

so clear its 
tonal quali- 
ties sO 
wide its 
range, that 
it brings to 
your 
tomersa 
new enthu- 
siasm for radio — 
tone reproduction 

dreamed was possible. 


Sells by Comparison 


The Temple is not just another 
speaker. for you to sell. It sells it- 
self by comparison. Hook it up 
with five other speakers with a 
Temple Comparator and you be 
the judge. Your customers will se- 
lect the Temple every time with 
their eyes closed. 


A RIGID SALES POLICY 
Backed by a broad advertising 
campaign. 

Temple Models Priced from 
$29.00 to $85.00 


TEMPLE, Inc. 


1925 South Western Ave., Chicago 














cus’ 


a realization of 


never 


they 


LEADERS IN SPEAKER DESIGN 





| affairs 


| tional 


| bers 























newspaper publicity man. 

“Ged,” as he is known in the na- 
tional capital and over the country 
among a wide circle of men who are 
national figures in public and business 
and the press, comes to the 
R. M. A. with a background of 17 
years’ experience in press and public 
relations work in and outside of 
Washington. 


* * * 


The All-Industry Plan 


(Report from the Society for Electrical 
Development ) 

For the first time in the annals of 
the electrical industry a unified plan 
for the entire industry has been adopt- 
the 
personnel and provides for the co-ordi- 


ed by industry's executive 
nation of the several allied activities 
of inter-association and_ inter-league 
work, according to announcement just 
made in a joint letter to the industry 
signed by the presidents of the four 
national associations, the chairman of 
the League Council and the president 
of The Society for Electrical Develop- 
ment. 

Completion of this all-industry plan 
of operation, which establishes the 
S. E. D. as the industry’s common 
meeting ground or forum, has been 


ratified by the Board of Directors of 


the Society after hearing from plan- 
ning committees representing the Na- 
Electric Light 
National Electrical 


Association, 
Manufacturers 
Association, Electrical Supply Job- 
Artistic Lighting 
Equipment Association and the League 
Council. 


Association, 


On behalf of all branches of the 
industry, the signers of the joint com- 
munication urged upon their respective 
constituents the necessity for giving to 
the proposed unification plan their 
thoughtful consideration and unquali- 
fied support. 

Effectiveness of this unification 
proposal, is predicated upon the es- 
tablishment of an adequately financed 
working program for The Society for 
Electrical Development, this organiza- 
tion presenting itself, in the minds of 
the association presidents and_ the 
council chairman, as a ready-made in- 
strument available for use by every 


| branch of the industry in the forth- 
| coming year when unity of market 
| purpose appears to have such an im- 
| portant bearing on the future well- 
| being of the industry. 


In approaching this problem of es- 


tablishing a central clearing house fo: 
the industry, the S. E. D. directorat: 
acting as a committee of the whol 
for the entire industry, appointed fou 
planning erystalliz 
sentiment and search fact 
which could govern the inter-associa 
tion and league movement. 


committees to 
out the 


It was the consensus of these fou 
after makin 
without the ir 
dustry, that there must be no lesse: 


planning committees, 


studies within and 
ing of present co-operative measur: 
now encompassed by those operation 
clearing through The Society fo 
Electrical Development. On the co: 
trary, there was an undivided convic 
tion, that if the electrical industry i- 
to hold its own in the present keen), 
competitive trade markets, it must no! 
fail to recognize and meet the pr 
vailing trend toward market co-ordina 
tion all along the line. 

Therefore, while it was deemed ad 
visable to plan next year’s program 
conservatively, it was the unanimous 
thought of the industry's executiv: 
personnel that all current S. E. D 
operations be continued and strengtl: 
ened, and where feasible, amplified. 

In explaining this point further, tl 
signers of the joint industry letter 
stated: “The need for an 
co-ordination of the association work 
of the four branches of the industry) 
The Society was con 


effectiv: 


is self evident. 
ceived and established to promote co 
operation in the industry and stimu 
late the electrical business. But it 
was a loose pulley—not belted to tl 
organized industry and for years 1! 
has struggled under this serious handi 
cap.” 

Under the new program of unifica 
tion, with the leagues an essential part 
in the scheme of things, the board o! 
directors of the S. E. D. is established 
as an industry forum, by having tli 
principal officers of the several asso 
ciations and the leagues serve «> 
members of the board—definitely pro 
viding for the desired harmony 0! 
action and for co-ordination of activ! 
The S. E. D. staff is thus avail 
able as the central service organizatio! 


ties. 


to function in carrying out nationa! 
industry programs as they are agreed 


upon. 
Pointing out that the Society “has 
been successfully refinanced,’ and 


that it is now ready “to embark on a! 
all-industry program with splendid 
promise,” the joint letter emphasize: 
that the best evidence of industr) 
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Amazing cf@y.A C radio tubg 


eliminate batteries, 


ypes 10 
HOUSE 





TORIES in regard to the 
coming of AC tubes which 
would operate from house- 
ighting circuits have appeared 
various newspapers, arous- 
ng a climax of anticipation in 
the public mind last spring. 
With the acquisition of a 
license by the Crosley Radio 
Corporation under a_ large 
group of patents con- 
trolled by the Radio 
Corporation of 
Americas Ameri- 
can Telephone and 
Telegraph Com- 
pany, General Elec- 
Company, West- 
ghouse Electric and 
Manufacturing Com- 
pany, ete., the Crosley 
AC Bandbox is possible 
rough the use of the new 
R_C.A. alternating current 
es, UX226 and UY227. 
ese tubes utilize for their 
ments and heating regular 
‘nating current from the 
uselighting circuit. 
current is stepped down by 
ns of a transformer without need 


ectifers to supply the heat neces- 
for the functioning of the tubes. 


$i 


iT 


without 
tubes 


The converter box, 
which is included with 
the Crosley AC Band- 
box, can be tucked 
away out of sight. It 
is connected to the 
Bandbox by a cable 
and also supplies the 
current for the plate 
voltages on the tubes 
replacing B_ batteries. 
Thus the Crosley AC Band- 
box functions entirely from 
regular house-lighting cur- 
without need of batteries, 
battery chargers, or any of the 
other usual paraphernalia which re- 
quires attention, care and early - re- 
placement. 
This set incorporates the famous Mer- 
shon self-healing electrolytic condenser. 
It eliminates the danger of blowing 
out paper condensers which have caused 
so much difficulty in electrically oper- 
ated sets. 
The Crosley AC Bandbox with the 
new alternating current tubes is truly 
revolutionary, and brings to the radio 
user an entirely new conception of 


care-free radio. This AC model to- 


re 


rent 






gether with 

the battery type 

BANDBOX which works with 

standard power supply units and stor- 

age batteries is the country’s most 

talked of radio! The popularity cen- 
ters around two major factors: 


1. The imposing array of patents un- 
der which it is built. 

2. The number and quality of 
features Powel Crosley, Jr., 
built in it for the price! 

And what value Crosley has added in: 

. Complete shielding of all elements 

. Absolute balance (genuine Neutro- 

dyne). 

Volume control. 

. Acuminators for sharpest tuning 

. Single cable connections. 

. Single station selector. 

. Illuminated dia’. 

. Adaptability to ANY type installa- 


tion. 


Today's radio must be adaptable to the 
home. It must fit into all kinds of 
conditions. Perhaps you have a book- 
case corner —a desk compartment — a 
chest—or even a bureau drawer where 
it could be tucked away. Maybe you 
want it to be part of the furnishings, 
as an impressive console or credenza 
cabinet. The Bandbox fits in every- 
where. 


the 
has 


ne 


SIA ew 


c 

































The metal outside case is easily and 
quickly removed 

The set is solidly mounted on a stout 
steel chassis. As all controls are as- 
sembled together in the front, cabinet 
panels are easily cut to allow their 
protrusion The metal escutcheon is 
screwed on over 

the shafts and 

the installation ir 
has all the ap- } 1&1). @ 
pearance of be- ff >| 
ing built to le | 

order. | =? 
Two large fur- BS \ 

niture manufac- Ley | 
turers have de-4 al! te | _ * 
signed console | © < 
cabinets in ca . 
which the Band- $65 | | © $85 
box can be su- } 








perbly installed 





(Showers Bros = m= $35 
Co. of Bloom- 

ington, Ind., and the Wolf Mfg 
Ind. of Kokomo, Ind.) Powel Crosley, 
Jr., has approved them mechanically 
and acoustically and has seen to it 
that the famous Crosley Musicones are 
buile in them so that the best type 
of loud speaker reproduction may be 
insured. 


This is the kind of a radio you have 
been waiting for—the real direct elec 
tric set that requires absolutely no at 
tention. What if it does run all night! 
Who cares? No run down batteries 
greet you in the morning. 
Write Dept. 64 for descriptive 
ture. 


litera 


Montana, Wyoming, Colorado, New Mexico and West, prices slightly higher. 





THE CROSLEY RADIO CORP. 
Powel Crosley, Jr., Pres., 
Cincinnati, Ohio 








“You’re there with a Crosley” 





¥RADTIO 





1s licensed only for 


Crosley 
Radio 


Amateur, Experimental and 


Broadcast Reception. 
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Insuring still greater 























profits for you! 


The interesting story of 
Chrome is reaching battery 
buyers through leading 
magazines and newspapers 
all over the country. Every 
reading home will be 
reached this season. 

This new answer to the 
long recognized superior- 
ity of Burgess Batteries is 
all you need to tie into for 
your share of increased dry 
cell profits. Get back of the 
Burgess line now for better 
business. Inquiries invited. 
BURGESS BATTERY COMPANY 


General Sales Office: CHICAGO 


Canadian Factories and Offices: Niagara 
Falls and Winnipeg 








Chrome 


is a metallic element 
that prevents chem- 
ical action when 
battery is not in use 

means longer Ife. 




















om 
ite 


BURGESS 
BATTERIES 





* With - Dry - Battery - Power | 
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Gerard Swope, president, National 
Electrical Mfgrs. Ass’n. 

George FE. Cullinan, chairman, 
executive committee, Electrical Supply 
Jobbers Association. 

C. L. Chamblin, president, Associa- 
tion of Electragists—International. 

J. E. North, League 
Council. A 

W. W. Freeman, president, Society 


chairman, 


for Electrical Development. 





Blood From a Turnip 
(Continued from page 6) 
firm’s discount date is the 


en- 


The 
10th. Of course customers 
couraged to take advantage of the dis- 
but nothing is done toward 
until the first 
following month. May 
bills are the 10th of June 
in order to get the discount. If they 
are not paid by July 1, the delinquents 
get the first of a series of four letters. 

The 


the point: 


are 


count, 
collecting an account 
day of the 


due before 


initial letter is short and to 
Gentlemen: 

Our ledger shows that your 
$44.24 May purchases have not 
been paid. 

Accounts for that month are 
now considerably past due. We 
request you to verify our state- 
ment and send us your check by 
return mail or give your reason 
for non-payment. 

Accept our thanks for your 
prompt reply and valued patron- 


age. 


MAN IN THE INDUSTR\ 


The second and third letters ea), 
are somewhat more urgent than 
one before, and the fourth hints 
placing the account in the hands of 
attorney for collection. The lette:s 
go out at weekly intervals until t!) 
fourth is in the hands of the cus 
tomer. 

And the threat is not merely form 
Unless the customer pays or gives an 
excellent reason for his failure to pay, 
the account goes into the hands of an 
into some other forceful 


attorney or 


channels for collection. 


“One of the most important things 
have found,” Mr 
“is that the job 
what he 


in collection, we 
Howard emphasizes, 
ber should do exactly Says 
he is going to do in the matter 0! 


If he 


over an account to attorneys at 


collecting. says he is going to 
turn 
he should by all means 
the 
if ever he is in 


We have been 


so consistent with our letters and mak 


a certain time, 
do it. 
be 


Otherwise customer wil! 


more neglectful 


debt to the firm again. 


ing good of our hints that an old cus 
that 
ceives our fourth letter he 
and that now.” 


tomer knows when her 
has got to 


do something, 

The company does not find it sat 
isfactory to 
collections, believing that the two jobs 


use salesmen in making 


are exactly and_ therefor 


need different tactics entirely in hand 


opposite 











One of the features on the 


closing day 


of the Radio World’s Fair held at th 


new Madison Square Garden in New York was the demonstration of how a lunc! 


could be 
Irwin, Gladys Head, Isabelle 
U. J. Herrmann, preparing the 
the Fair. 


lunch. 


cooked on a radio-heated grill. 
Blanca, Mildred Saunders, 
Irwin 


Photo shows, left to right: G. Clayton 
Mary-Beth Conelly, an¢ 


and Herrmann are co-directors 
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byRadio Users 


EVERYWHERE 























The New National Homepower is the 
latest. type of ‘‘A’’ Power Unit de- 
veloped. No acid—no bulb! It con- 
sists of an Elkon charging device in 
combination with any type or size Na- 
tional ‘‘A’’ Battery desired except Type 
45 Glass. The Homepower is fully 
automatic, complete with built-in Brach 
relay switch and ‘‘B’’ Eliminator re- 
ceptacle 


The National *‘B’’ Eliminator is un- 
questionably the outstanding **B’’ Elim- 
inator on the market this season. 
Operates on any set using 201-A tubes 
or power tubes. Has only one dial 
simple and easy to operate. Taps for 
45-674-90-135 and 180 volts. Can 
also be used with any National Home- 
power Unit to give a compact, auto- 
matic, efficient “‘AB™’ power supply 





f 








HERE'S a feeling of pride, a sense of 

security and a satisfying profit for the 
dealer and jobber handling National Radio 
Batteries and Power Units. Pride in a line 
that has the good will of the radio using 
public—a sense of security in knowing that 
National products stay sold and give serv- 
ice—and a profit guaranteed by National's 
liberal policy that protects dealers and job 
bers. 


National Battery advertising in the Saturday 
Evening Post, Literary Digest, the metropoli- 
tan newspapers, etc., plus the dealer advertis- 
ing plan, is letting millions of radio owners 
know why their next battery or power unit 


should be a National. 


Write today for full information 
on the National Plan, Policy 
and Franchise. It means money 
for you. 


National Battery Co. 


General Offices, St. Paul, Minn. 


Factories: St. Paul, Chicago, Kansas City, Los Angeles, 
North Bergen, N. J. 


Dallas, Oakland, Atlanta, Portland (Ore.), 
Baltimore, St. Louis, Cincinnati, Seattle, De- 
troit, Spokane. 





Branches: 






Co — 

















National Radio ‘‘A’’ Bat 
teries are available in com 
position containers in six 
sizes. They are equipped 
with bail handles and rub 
ber terminal nuts. One of 
the terminal nuts is of red 
rubber to designate positive 
and the other black to des 


gnate negative 


The well known sturd 
National Battery can now 
be had in glass cases in 





three types These ases 
are equipped with the 
three-ball type of auto 
matic indicator, which 
shows the condition of 
charge at a glance. These 
batteries are also complete 


with rubber terminal nuts 
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Push AB Parts 
Sor Greater Volume 





















This fixed resistor is scientifically 
treated to resist moisture. It is not 
affected by temperature, moisture 
or age. Provides the ideal resist- 
ance for B-eliminator hookups re- 
quiring fixed resistors of quality. 




























markable 
accuracy 
of the 
Bradley- 
ohm-E 
has caused it to 
become standard 
equipment for accurate plate voltage 
controlonmany leading B-eliminators. 
Use it on your. power-unit hookups. 





































This vari- 
able grid 
leak pro- 
vides the 
precise 
grid leak value for best results with 
every tube. Try it on your set and no- 
tice the greatly improved reception. 






fect fila- 
mentcon- 
trol. Easily 
installed in 
place of rheo- 
stats now in service. Gives noiseless, 
stepless filament control for all tubes. 
Use Bradleystats on your next set. 













Electric Controlling Apparatus 


MILWAUKEE, jam WISCONSIN 
won es) 


—/ 
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solidarity and its desire to achieve the 
many-sided benefits of this market 
unity lay in “this reorganization of 
The Society for Electrical Develop- 
ment and in the more active program 


of industry promotion which is to 
follow.” 
JOINT LETTER TO THE 


ELECTRICAL INDUSTRY 
November 17, 1927. 

“The four major national associa- 
tions and the leagues of the electrical 
industry take this means of announc- 
ing through their presidents, the 
successful consummation 
organization of The Society for Elec- 
trical Development. The need for an 
effective co-ordination of the associa- 


of the re- 


tion work of the four branches of the 
industry is self evident. The Society 
was conceived and established to pro- 
mote co-operation in the industry and 
stimulate the electrical business. But 
it was a loose pulley—not belted to 
the organized industry and for years 
it has struggled under this serious 
handicap. 

“Now the industry comes to a new 
look for its 


growth to a more intensive develop- 


era in which it must 
ment of markets, in the face of the 
keenest competition by other indus- 
tries. It 
national leadership, tied in more close- 
ly with the local leagues. And so the 
board of directors of the S. E. D. has 


been recast and is now composed of 


needed a more. effective 


the presidents, managing directors and 


other representatives of the major 


IS THE MOST IMPORTANT MAN IN THE INDUSTRY 


national associations and the leagu: 
council, together with other prominen 
executives drawn from all branches « 
the industry. This directorate, ther 
fore, has become an industry ‘forum 
definitely providing for future ha 
mony of action and the co-ordinati: 
of industry purposes. The S. EF. | 
staff becomes available as the centr 
service ,organization to function for 
the industry in carrying out nation.| 
programs as they are agreed upon. 

“The Society has been successful |\ 
refinanced. Its organization and a 
tivities have been carefully studied |, 
planning committees appointed by t! 
associations and the leagues. It 
ready to embark on an all-industr\ 
program with splendid promise. Suc 
a program will be considered by ti 
Industry Sales Conference convening 
on November 21. There is 
prospect that the industry may soo 
embark upon a broad movement 0! 
market development. 

“This joint announcement is sci 


cver\ 


to you as the best evidence of tli 
solidarity of the industry in this r 
organization of The Society for Ele 
trical Development and in the mor 
active program of industry promotion 
which is to follow. We appeal for 
your complete confidence in the new 
born Society and bespeak your atten 
tion, your interest, your co-operation 
and your support. ; 
Sincerely yours,” 
Howard 'T. Sands, president, Ni 
tional Electric Light Ass’n. 































The Wood & Anderson Co., of St. Louis had been informed that we wanted interest 


ing photographs, so sent along this one which shows a new combination at th: 


recent radio sales conference of Harger & Blish, Inc., Des Moines, Ia. 


We canno! 


be charged with giving Balkite free publicity for few eyes will be directed at th: 
unit. Kneeling—Helen Dapolonia; standing—Esther Nielson, whoever they are. 
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(HERE is no selling argument in your 
salesman’s vocabulary, stronger than— 
“Cabinet Work by ADLER-ROYAL” 








No. 103 


DLER-ROYAL CABINETS are being used in ex- 
clusive designs for the finer sets of nearly every 
nationally known Radio, for the reason that every Adler- 
Royal cabinet portrays the distinguishing technique of its 
famous artist designer, and the visible quality-mark of 
Adler-Royal craftsmen. It contributes a distinctive sales 
advantage to the set. 


cA BEAUTIFUL line of Adler-Royal D LE R 


stock models is now being shown 


by leading Radio Distributors. Manu/acturing Co. 





Write or wire your nearest job- 
ber or this office for particulars. Ppurssy stot 


ADLER-ROYAL 
Louisvitte Kentucxy 
CABINETS 
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A 
Superior Flasher 


for 


Christmas Tree ; 


Outfits and 
Decorations 


Packed 
in 
Attractive 
Individual 
Boxes. 
Ten 
Boxes 
to 
a 
Counter 
Display 
Carton. 





Note: Beware of Infringements. We 
are the original manufacturers of this 
particular type of flasher and are 
protected by Patent No. 1,619,778 
dated March 1, 1927. 











PRESTO Flashers are very 
round for all decorative, windgw 
advertising purposes. 

During the coming Holiday 
are tremendous. It is astonishing, 
a flasher creates when used on a Xmas 
Outfit in the window—flashing on and off. 
‘he sales over the counter are very large. 
will be able to sell 
with every Xmas Tree Outfit sold. 


popular the year 
display and 
Season, the sales 
the demand 
Tree 


You 


COVER YOURSELF ON YOUR XMAS | 


HOLIDAY BUSINESS 
WRITE FOR PRICES AND SAMPLE 


PRESTO ALSO MAKES 


PRESTO REPLACEMENT 
ELEMENTS 
FOR HEATERS AND FLATIRONS 


‘‘PRESTO” 

Cone Shape 

Type H-80 
110 to 120 Volts 
600 to 660 Watts 


\ 
Flat-Iron 
Replacement 
Element 
Type H-83 
110 Volts 
575 Watts 
These replacement units can be used on over 
90% of all electric heaters and flatirons made. 
The short size of the PRESTO has been scien- 
tifically designed to afford maximum efficiency 

and minimum loss of heat through radiation. 
Guarantee: PRESTO. heating elements are 
guaranteed against any and all defects in ma- 
terial or workmanship for the neriod of one 
year if used on the voltage specified. 


PRESTO PRODUCTS Co. 


614 University Place 


New York, N. Y. 


“PRESTO’ 
Cylinder Shape 
Type H-81l 
110 to 120 Volts 
600 to 660 Watts 





| structive 





a PRESTO Flashing Plug | 


Detroit Meeting 


(Continued from page 10) 


ditions. It is therefore easy to assume 
that the get-together banquet of the 
jobbers and manufacturers started un- 
der such auspicious circumstances will 
become an annual feature of the semi- 


J. A. 


annual meeting of the E. S. 


OVER 500 SALESMEN 
“GRADUATE” 


Tor the past two years much has 


| been heard about the correspondence 


course for jobbers’ salesmen put out 
by the Electrical Supply Jobbers 
Association on the subject of ‘“Con- 
Salesmanship.” This activ- 


members late in May, 1927, 


“At the Atlantic City convention, 
a year ago, the committee laid before 
you the complete plan for the opera- 
tion of this course of instruction, and 
you voted an additional appropriation 
of $1000.00, and instructed your com- 
mittee to proceed with the work. 


“Questionnaires were sent to ali 
main house members on January 7, 
1927. Final tabulation of all ques. 
tionnaires showed the enlistment in 
the course to call for 2076 sets of the 
complete course, subscribed for by 
111 different main or branch houses 

“The material was ordered printed 
only after exact requirements wer 
known, and was sent to participating 
each 


Electrical Supply Jobbers Association 


Chicago, Ill. 
CThis Certifies to the fact that 


(SPECIMEN ONLY) 


fas satisfactorily completed the special course in 


as prepared & y this association, has been examined and found 
l 


duly gu 
5 


‘ed in the — a an mg and this 


% hereby awarded as an acknowledgement of his proficiency 


WITNESS: He Signature Sf The Chairman and The Secretary of 
The Slectrical Supply Jobbers Association, Given under the Seal of 


The Association in Chicago, 92. this dayof 


192 





National Chairman 


ity is now practically completed and 
the committee reported back to the 
Association at the Detroit meeting. 
This committee on dealer co-opera- 
tion consisted of O. Fred Rost, chair- 
man, E. A. Rumsey, T. E. Burger, 
A. L. Hallstrom, J. J. Cooper, L. F. 
Philo and W. R. Herstein. It was 
for his tireless personal work on this 
committee, and the results achieved 
that Mr. Rost was given the McGraw 
award and purse. 

The report of the committee is 
most interesting and is as follows: 

“Your committee is pleased to re- 
port, that its activity in conducting 
a special correspondence course on 
the Sales- 
manship’ is practically completed. 

“The plan of operating the course 
referred to was first submitted to the 
association during its convention in 
November, 1924, and it then voted to 
place at the disposal of the committee 
the sum of $1200—for the purpose 
of making a preliminary survey and 
preparing definite plans. 


subject of ‘Constructive 





General Secretary 


shipment being accompanied by a 
letter from the committee, giving an 
outline of the procedure, to be fol- 
lowed at the other end of the line in 
the handling of the course. 

“Between the time of issuance of 
the material and the final closing date 
your committee sent follow-up letters 
not only to the principals of all par- 
ticipating members, but also to the 
men who had been enrolled pointing 
out to them the value and importance 
of the work and urging each to carry 
through to completion. 

“After the closing date for the re- 
ceipt of questionnaires had passed, 
tabulation of questionnaires showed 
that of the 2076 men enrolled but 756 
or 37% actually did return question- 
naires to your committee. This figure 
does not however represent the total 
participation, as there were members 
who subscribed to receive the mate 
rial, and at the same time stated that 
they would not expect to have their 
men return the questionnaires to the 
committee, but that they had devised 
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Unseen 
recision 


OU cannot measure CeCo Tube performance 
: and quality with a micrometer. Only the “yard 
stick” of experience, scientific skill and experi- 
mentation can determine the super-value of CeCo 
Tubes in steadiness, clarity, volume, longer life. If 
your technical skill and equipment qualify you to 
make an engineering test of CeCo Tubes, we invite 
you to do so. If not, we direct your attention to the 
recommendations of authorities (whose opinions are 
of unquestioned weight in the world of radio), includ- 
ing Browning, Lynch, Cockaday, Harkness, Hurd, 
Best, Bernard, Henney and others. All have used and 
recommended CeCo—The Tube of Longer Life. 


Write for Complete Data Sheets of 
C. E. MFG. Co., Inc. Providence, R. I., U. S. A. 


Largest exclusive Tube Manufacturers in the World. 




























“as a i haa ells Tali 






There’s a CeCo Tube 
for Every Radio Need—| 


General Purpose Tubes 
Special Purpose Tubes 
Power Tubes 

Filament Type Rectifiers 
A. C. Tubes 
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|some special plan for handling th. 
| course. 
A fel & Q N I A “Your committee actually did 
|ceive 4046 questionnaires, submitte 
No. 652 iby 756 different students. Of thes 
|'756 students the work of 507 ha 
| been approved as sufficiently comple: 
_and comprehensive to warrant iss. 
Nene of a diploma. In other word,. 
67% (sixty-seven percent) of tho: 
'who actually started to go throug) 
'with the course as planned by your 
/committee did ‘graduate.’ 
“The diplomas to be awarded t) 
x ‘each ‘graduate’ are now being pr: 
21,” BELL ‘ BUZZER | pared, and will be sent to the princi 
\ ae pal of the member house employing 
‘such ‘graduate, so that the princi 
_pal can, if he so desires, deliver tl 


diploma in person to his men. A re 
ROUND BASE~—DOUBLE COIL | print of the diploma and a list of 
Made with concealed binding posts and adjusted to work on |) ‘St@duates’ is made part of this 


battery or transformer. ity i ‘ , mp : 
The financial affairs of this acti, 

These have been designed to meet the increasing demand for lower ity were handled entirely from th: 

priced double coil bells and buzzers. We will be pleased io quote 


licati office of the general secretary and 
prices on application. 


treasurer at Chicago who, on Septem 
‘ber 26th, reported the following 


The Ansonia Electrical Co. | jci:s: 
Ansonia, Conn. | Expenditures in behalf 


of this committee... ..$1898.74 
Re-paid by members 

for optional material 
purchased for their ac- 

count 

















Actual net expenses. $1010.49 
“There was at that time still due 
'the committee $174.75, which when 
| collected will be more than sufficient 
‘to pay the cost of diplomas and their 
| distribution, which items are not in- 
cluded in the above summary. The 








h a /committee therefore is pleased to 


la 


| return approximately $1200 or 55% 
\of the total appropriation received, 
| back into the treasury of the associa- 
|tion. It has cost this association just 
| $1.98 per graduate to carry this ac 
tion reveals the worthiness tivity through to completion.” 


y of the reflector. Sell the e | 
oA Ty Rite Day-Brite. It is lined with _ F. M. Bernardin Heads Art 
a porcelain enameled steel Institute 
REFLECTORS reflector that stands wear. : F. M. Bernardin, chairman of the 
, : board of the Mid-West General Elec 
Or - - Diconie — tH | 
fo Sell Day-Brite—for repcat : all Giga? Gad>Kenees. Ss, Mo. 
-has been honored by being elected 


Stores—Banks | president of the Kansas City Art In 
Hotels—Public Bldgs. | stitute. 


Art Galleries—Theatres > S ES | 


The beauty of a picture is 


apparent—only close inspec- 


also 





business. 














Mr. Bernardin’s first step is the 
planning of a new home and great!) 
increased school and exhibition facil 
ties. 
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In most old-style flashlight switches, electrical 
contact is made by an uncertain sliding mecha- 
nism. In the new Ray-O-Vac flashlight, the switch 
is of rotary type. To open it, turn the handle 
with the thumb from left to right. It will stay 
open. This brings into view the plunger button. 
For intermittent or flashing light, gently press the 
button. If you want a steady, continuous light, 
press the plunger button down until it locks. Then, 
to shut off the light, simply release the switch 
handle. It will spring back into the closed posi- 
tion, when it is locked against accidental dis- 
charee of the light. 








fe 

















a 


a flashlight trouble-free 


You have probably sold many a 
flashlight that is not in use now. 
Because it is not being used, it is not 
using up batteries. It is depriving 
you of battery sales. The switch may 
have stuck or short-circuited .. . 
perhaps the battery corroded after 
a long period of idleness and put the 
switch out of commission . . . The 
case may have cracked or become 
dented ... or it didn’t give enough 
light because of a tarnished or soiled 
reflector. 

These things—that so often hap- 
pen to ordinary flashlights and that 
kill the sale of batteries for the dealer 
—areruled out in the new Ray-O-Vac. 


How the new Ray-O-Vac 
flashlight is built 


All the working parts—including the 
complete switch mechanism and bulb 
—are housed in one removable unit. 

Short circuits in the switch cannot 
occur, because the insulating parts 
are of bakelite, the perfect non-con- 


RAY-O-VAc 


FLASHLIGHTS 


ductor. Instead of the less-certain 
friction method, a plunger makes 
the electrical connection. 

A shock absorber prevents the bat- 
tery from breaking the bulb when the 
flashlight is dropped or jarred. . . and 
even when the lamp is not screwed 
tightly in place, it continues to light, 
because a floating contact point in- 
sures connection with the current. 

The finely finished reflector is fully 
enclosed in the head unit and can- 
not be soiled when changing lamps. 

The barrel cannot break because 
it is made of heavy gauge brass, and 
it rarely dents, because the brass is 
fluted or ribbed and its strength 
greatly increased. 


How to display it 


Naturally, this new Ray-O-Vac 
flashlight — which is built for life- 
time service—will sell for more than 


This beautiful case has been especially pre- 
pared for displaying the new Ray-O-Vac 
flashlights. It contains nine flashlights— 
representing four different types of heads; 
both nickel and black cases, and both 2- and 
3-cell sizes. Here is the fullest, mest varied, 
highest quality flashlight line that you ever 
showed yourtrade. Get this case and notice 

its effect on sales! 


flashlights made merely to sell at a 
price. That will mean larger sales. 

And being nationally advertised, 
sales will be easier and there will be 
more of them. To display these 
flashlights properly, a special case 
—as attractive as a chest of silver— 
has been designed (see illustration). 
Get it ...showit! Sales will follow 
just assurely aseverybody likes beau- 
tiful things and honest merchandise. 

Have your house write us for 
further information. 


FRENCH BATTERY 
COMPANY 


MADISON, WISCONSIN 


Also makers of Ray-O-Vac radio batteries, 
Ray-O-Vac ignition batteries and Ray-O-Vac 
flashlight and lantern batteries. 































































98 


THE JOBBER’SMA)SALESMAN 








“FOUNDED ON THE BELIEF THAT THE SALESMAN OF THE JOBBER IS THE MOST IMPORTANT MAN IN THE INDUSTRY 





MANUFACTURERS 


NEWS 











Central Flatiron Has Plant 
No. 2 


The, Central Flatiron Manufactur- 
ing Co., Johnson City, N. Y., manu- 
facturers of the “Betsy Ross” line of 
electrical heating appliances has taken 
over an additional plant on Baldwin 
St., about half a mile from its main 
plant on Grand Ave., which will be 
used for assembly purposes. This 
means the company has about double 
its old space for assembling and pro- 
vides for better service to the trade. 
Frem 40 to 50 assemblers will be at 
work in the new plant. 

The company’s business outgrew its 
old factory space some time ago, and 
still further increased business under 
its new jobber protective policy forced 
the management into immediate ac- 
tion. As announced recently in THE 
Jopser’s SALEsMAN, the Central Flat- 
iron Manufacturing Co., will dis- 
tribute its line exclusively through 
electrical jobbers. The 
company has been best known for 
many years for its electric irons, 
though it also produces a large line 
of other heating appliances. 

Still other new items are now in 
the process of development and when 
announced, soon after the first of the 
year, will well round out the line. 


recognized 


* * * 


Lighting Pioneer Passes Away 

Charles G. Rickfels, vice-president 
of the Beardslee Mfg. Co., Chicago 
died on Sunday, November 6. He 
was one of the few remaining pio- 
neers of the lighting industry whose 
entrance into this field antedates the 
use of electricity for illumination. As 
a young man he sold oil lamps and 
gas fixtures. Forty years ago he 
established with David J. Braun, the 
David J. Braun Co., 
earliest manufacturers 


one of the 
of electric 


lighting equipment. Since 1915, when 
the Braun Co. was consolidated with 
the Beardslee Chandelier Mfg. Co., 
Mr. Rickfels has been a valued mem- 
ber of the Beardslee directorate. 





Multi Absorbs Harter Mfg. Co. 

Multi Electrical Mfg. Co. of Chi- 
cago recently took over the manu- 
facture and marketing of Harter 
products formerly made by the Har- 
ter Mfg. Co., which concern is now 
out of business. As a consequence, 
it has added to its line commercial 
lighting fixtures, the ventilated 
weatherproof Harter “Nitrolite” fix- 
tures, floodlight and spotlight projec- 
tors, tunnel headlights, portable lamp 
stands for garages, all fixture acces- 
sories, a complete line of reflectors, 
Harter positionable sockets, Harter 
cover sockets and Harter patented 
grip-ring bushings. 

* * * 

Staible Represents “Reynolite” 

Fred E. Staible, Inc., announce 
their appointment as sales representa- 
tive for the Reynolds Spring Co. and 
will handle the “Reynolite’’ bakelite 


devices in the territory, including 
Colorado, Utah, New Mexico and 
Wyoming. 








Here are the gentlemen who make Tap- 
lets tap. From left to right they are: 
J. R. Booth, sales manager; E. W. Mc- 
Michael, superintendent, and C. W. Merem- 
beck, treasurer, all of the Taplet Mfg. 
Co., Philadelphia. The only missing mem- 
ber of the head office of Taplet is E. A. 
Jenkins, president, who couldn’t be coaxed 
out even with a line of talk on golf. 





The Van Cleef Dinner 


The annual dinner of Van Cleef 
Bros., Chicago, for the foreign and 
domestic sales staffs, was held in the 
Stevens Hotel, November 12. Noah 
Van Cleef presided as _ toastmaster 
and made a speech of welcome which 
introduced an exceptionally interest- 
ing program to which the members 
of the firm as well as the staff con- 
tributed. This was also the occasion 
for the award of prizes in the third 
annual wind-up sales contest. The 
foreign salesmen were there and all 
were interested in their remarks about 
far-away Australia, Austria, Belgium 
and China. Those present were: 

Noah Van Cleef; Felix Van Cleef; 
Paul Van Cleef; Maxime Van Cleef; 
M. H. Klinger; Ralph A. Foster: 
John W. Scott; R. S. Black; Car! 
E. Frick; Leo Sabotka, Austria; 
Geo. H. Sample, Australia; Oliver 
J. Nilsen, Australia; L. Enthoven, 
Belgium; Harold P. Samman, China; 
H. A. Wronker; Thos. N. MeNeill; 
H. D. Wexelberg; S. F. Overstraeten. 


* * * 


Ostrander Announcement 

The W. R. Ostrander Electric 
Works, Inc., 911 Atlantic Ave., 
Brooklyn, is the successor to the for- 
mer W. R. Ostrander & Co. 
manufacturing only the old line of 
“Diamond” Ostrander products. 

The company is not carrying on 4 
jobbing business and has no connec- 
tion with Ostrander Electric Supply 
Corp., 18 Warren St., New York. 

Its new eighteenth edition catalog 
has recently been issued. 

* * # 


Arch Strong Manufacturers’ 
Agent 
Arch R. Strong, formerly associ- 
ated with Magnavox in the midwest 
territory is now operating as a manu- 
facturers’ representative with offices 
at 9 S. Clinton St., Chicago. Among 
his most popular lines is the “BBL” 
speaker which he is introducing i? 
the west with success. 


and 
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WIRING DEVICES 
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FIXTURE PARTS 
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PORTABLE LAMPS 
















































"The House of a <RODALE >Thousand I iicns ‘ 
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Temple Builds New Factory 


Temple, Inc., Chicago, has moved 
into a new plant at 1925 South West- 
ern Ave., Chicago. The new factory 
will be devoted entirely to the manu- 
facture of 13-inch speakers and will 
be known hereafter as Plant No. 1. 
The new building is three stories high, 
with capacity of 30,000 sq. ft. It is 
lighted on four sides, equipped with 
the most modern equipment for high 
production, and manned by a large 
force of skilled workmen experienced 
in making air column speakers. The 
company’s old plant at 213 S. Peoria 
St. will be maintained for the manu- 
facture of 18-in. speakers, “Giant”’ 
speakers and special models, and will 
be known as Plant No. 2. General 
offices will be maintained at the new 
factory. 

* * # 


Cutler-Hammer Appointments 


Two recent appointments in the or- 
ganization of the Cutler-Hammer 
Mfg. Co., are C. A. Westman, who 
since September 1, has been acting as 
contact man on Cutler-Hammer wiring 
devices and controls, working out of 
Milwaukee, and Harvey F. Bloom, 
who is with the merchandising division 
of the Chicago office. 





Tom Nolan of Edwards & Co. New 
York, has a diplomatic strain. One 
would never take him to be a salesman. 
But he is a good one, for all of that. 
He has the make-up of one of our dis- 
tinguished senators—say, of the Borah 
type. Tom is a regular, in every way— 
even his competitors speak well of him. 


This is “Al” Cherry of Philadelphia, who 
represents among others the Sun-Ray 
Lighting Products, Inc., Efcolite Co. 
Fisher Electric Co., Crystal Switch Plate 
Co. and the Illinois Stamping & Mfg. Co. 
Right now Al is all “steamed-up” over 
his new self-feeding, soldering iron made 
by the latter company and is so enthusias- 
tic that he shared this picture with the 
manufacturer. He has an office at 134 
Walnut St. 





Will Not Change Models 
The “Bandbox”’ line of radio sets 
manufactured by the Crosley Radio 
Corp. will not be changed at the end 
of the present radio season, according 
to Powel Crosley, Jr., president of 


the corporation. In a letter sent to 
all Crosley dealers, Mr. Crosley states 
that they may look forward to a con- 
tinuation of the “Bandbox’” line 
throughout the next (1928-29) radio 
season, and perhaps for several years 
to come. 

In adopting this policy of continu- 
ing a stabilized line of sets, it is 
made clear that improvements will not 
be neglected. Such improvements will 
be made from time to time, whenever 
worked out, however, instead of being 
saved up for radically different yearly 


models. 
* * * 


Allen-Bradley New Orleans 
Representative 
The Allen-Bradley Co., Milwaukee, 
Wis., has recently appointed Robbins 
& Robbins, 801 Tchoupitoulas St., 
New Orleans, La., representatives in 
the New Orleans territory. Southern 
Louisiana and Mississippi and the 
southwest corner of Alabama will be 
covered from the new office. 


Standard Stove’s New 
Distributorships 

The Standard Electric Stove (.., 
Toledo, O., has appointed Barkly, 
Bauder & Close, 10 High St., Boston, 
as district representatives for the New 
England States with the exception of 
Fairfield county, Connecticut, which is 
handled from the New York office. 

The company has also completed 
arrangements with E. B. Latham & 
Co. of New York and Jones-Beach 
& Co. of Philadelphia for distributor- 
ships. E. B. Latham & Co. will dis- 
tribute Standard Electric Stove (o. 
devices in southern New York and 
northern New Jersey and Fairfield 
county, Conn. Jones-Beach & Co. 
will distribute in eastern Pennsylvania 
and New Jersey. | 

* * * 


Aladdin Forms Mystic Order 

O. Sacksteder, Jr., secretary and 
treasurer of the Aladdin Mfg. Co., 
Muncie, Ind., has founded the “Mys- 
tic Order of Fellow-Aladdins.” Its 
origin is found in the old Arabian 
Nights tale. The order centers 
around a booklet entitled “The Story 
of the Magic-Lamp” which is issued 
by the company. No meetings are 
held, no dues collected and any man, 
woman or child is eligible for mem- 


bership. 





Tom Finn, National Metal Molding (o. 
New York, all dressed up and rarin’ to 
go. He was a whale of a basket ball 
player in his day. He is endowed with 
a cheerful disposition, but is a_ battler 
nevertheless. 
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the trade-marked 
1 means of identi- 
the lamp as one 

ulity or price. . 
its ‘differénce Will return 
tment many times over in 
satisfaction and depend- 


‘Arrow socket identifies the 
immediately as a quality 
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New Electrical Products, Illustrated 





Two new products of the Central 
Flatiron Mfg. Co., Johnson City, N.Y., 
are the No, 711 “Betsy Ross” waf- 
fle iron which is new in design, has 
standard size grid and is equipped 
with a special shut-off switch, and 
the No. 1216 “Betsy Ross” warming 
pad which is equipped with three 
heats, high, medium and low, and is 
furnished in two colors, old rose and 
gray. 





“Electric-Cook” is the new auto- 
matic floor plug range, which is 
being announced to the trade by the 
Cedar Grove Stove Co., Cedar Grove, 
Wis. This new range takes up no 
more space than the average filing 
cabinet. It is equipped with two 
ovens, one for cooking, another for 
broiling, roasting and baking. One 
of its features is its arrangement to 
supply hot water without the use of 
any additional current. It is finished 
in white with attractive nickel trim. 





C. D. Wood Electric Co., 565 
Broadway, New York, have an- 
nounced their new single and duplex 
flush receptacles which are molded 
of genuine Bakelite. The strapwork 
is molded firmly through the Bakelite 
body as are the spun inserts to which 
the contacts are secured. They have 
bevelled slots and phosphor bronze 
spring contacts. The No. 413 single 
and No. 414 duplex are shown here. 


“Pressemboy” is an electric trouser 
presser being made by Distributors, 
Inc., 1518 Walnut St., Philadelphia. 
It can be used on A.C. or D.C., or 
can be wired for other voltages. It 
is built of steel with heavy nickeled 
trimmings and finished in Duco-Rolls 
Royce blue. Heat, dampness, and 
pressure are all contained in it. 











The Trico Fuse Mfg. Co., Milwau- 
kee, Wis., has just placed on the 
market the new combined Trico midg- 
et fuse puller and screw driver. This 
little tool is made of genuine horn 
fibre and is 5 in. long. It is mounted 
20 to a display card or can be ob- 
tained in small individual cartons. 
One end has gripping jaws for han- 
dling small cartridge fuses 14 in. to 
¥, in. in diameter. The other end has 
a screw driver for use on small screws 
as found on electric sockets, plugs, 
radio apparatus, etc. 








3 


The Ohio Stamping & Eng. Co., 1114 Bolander Ave., Dayton, O., is manufac- 
turing a line of single and. three heat table stoves with genuine nickel chromium 


elements. 


They may be had in either single or double burners. 


The black 


enameled stoves have polished nickel trimmings and the nickel-plated stoves 
are copper plated, buffed and heavily nickeled. 
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RETAIL PRICE 


A Demonstration 


Makes a Sale. 


ERE is one of the fastest selking toasters on the market 
—the TORRID Pushomatic, another absolutely new 
and exclusive Wolcott product.— With a push of the button 
the toast racks swing completely over to toast the other 
side of the bread. No burnt toast—no burnt fingers.— 
Every woman who sees the Pushomatic in your store will 
want one because of this feature alone. 
Built to the standards that have made TORRID Appli- 
ances famous for VALUE—the TORRID Pushomatic 
Toaster is gracefully designed, beautifully finished and 
made to give enduring service. — Here is plus-business for 
you—and record profits. Get in touch with your distribu- 
tor NOW-—or wire us for further details. 


The FRANK E. WOLCOTT MEG. Company 
Hartford, Conn. 


ey 2 
W ae supplied another 





long-felt 
household need 


The winner of our $100 prize for a P U S h O m a gi I ic 


name for this new TORRID Toaster 


is Mr. Philip Schaeffer, West Phila- 
delphia Electric Supply Co., 5943 
Market St., Phila., Pa. The winning 


name is Pushomatic. 
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New Electrical Products, Illustrated 





plate. 


Above is shown the new Bryant No. 2979 indicating tumbler switch and _ re- 
ceptacle. The receptacle and switch combination is a complete device in itself 
and the plate is separate. It can be installed so that the switch will control 
the plug outlet or so that the plug outlet is always in circuit and independent 
of the switch. The illustration shows the new product with and without the 





BELDEN | 


of a 
Cer 
Code tlat FHT rat 


The Belden Mfg. Co., 2300 South 
Western Ave., Chicago, has recently 
developed a flat, rubber insulated ex- 
tension cord for running under the 
rug, to provide convenient and safe 
outlets in any part of the room. A 
feature is the Belden soft rubber 
plug which will not break and can- 
not be crushed. The other end of 
the flat cord is fitted with receptacle 
for a standard plug. The new prod- 
uct is called the Belden flat floor 


cord. 








Hubbell has added the “Double T” 
steel armored cap and Bakelite cap 
to its attachment plug line. The 
“Girder” construction of the “T”- 
blades, riveted together and riveted 
to the body of the cap, adds strength 
and firmness to this plug cap. They 
can bend neither way in the recep- 
tacle when pulled. The blades are 
in perfect contact with the four ter- 
minal springs of the receptacle, thus 
insuring a positive contact at all 
times and a greater carrying capacity. 
The “Cord-Grip” Cap feature is rec- 
ommended for heavy duty and is 
constructed to withstand constant 
abuse. 


The “Foursome” is a product of 
the Colts Patent Fire Arms Mfg. Co., 
Hartford, Conn. It provides four 
outlets from one plug. Made of 
“Coltrock,” it is 314 in. in diam. and 
13%, in. high; furnished with a six 
foot covered cord and plug to fit any 
standard socket. It is furnished in 
black, mahogany, walnut, onyx, green 
or red. 








The “SRK” is a compact insulated 
wire connector with a threaded metal 
insert moulded therein to be screwed 
over the skinned ends of wires which 
makes a perfect joint without solder 
or tape. It is made by the Jiffy 
Wire Connector Co., 7 Bridge St.. 
Hackensack, N. J. 





The United States Electric 
Mfg. Corp. New York, is 
manufacturing the tree stand 
shown here. Bright red Poin- 
settia flowers and holly green 
leaves on a snow-white back- 
ground are illuminated by 
eight colored lamps. The stand 
is made of heavy cast metal. 
A water container keeps the 
tree fresh and green. It is 
wired for the ordinary 15 volt 
Christmas tree lamp and _ has 
two extra sockets. It is 14 in. 
in diam. and weighs 15 pounds. 











December, 1927 THE JOBBER’S/JJSALESMAN 105 


FOUNDED ON THE BELIEF THAT THE SALESMAN OF THE JOBBER IS THE MOST IMPORTANT MAN IN THE INDUSTRY.” 





v 


| 
a | 


NTLL” 
Bs =e’ Unilet 


‘ype “NTC” 
NoTheeed Unilet 


‘ype “NTA” 
vohened Unilet 


Type 
No-Thread Unilet 


For all “Rush” jobs 
and in all “tight ic 


sell No-Thread Unilets 


They save many long hours by 
eliminating the losses of time 
caused by threading conduit and 
screwing it into the fittings. 
They make it easy to deal with 





the nut again! That’s all! 

No loose parts. No change 
in diameter of threaded parts. 
Male and female threads always 
parallel. Positive metal-to-metal 


Type *‘NTT”’ 


No-Thread Unilet 


No Thread Coupling 


0 


No-Thread Connector 


bends and angles and curves. 
And they’re almost as easy to 
work with in close quarters as 
they are in the open. 

Simply loosen the knurled 
nut, insert the conduit in- 
to the hub and then tighten 


contact because the triple bead- 
ing on the inner ring bites clear 
through conduit enamel and 
into the conduit itself. 

Latest catalog gladly sent on 
request without the slightest ob- 
ligation. Drop us a line today. 


APPLETON ELECTRIC COMPANY 


1734 Wellington Avenue + 


New York — 150 Varick Street 




















and CONDUIT 


STANDARD FOR 


Chicago, U. S. A. 


Los Angeles— 340 Azusa Street 











2 


3. Tighten nut 


Rez. U.5. Pat. O-. 


FITTINGS 


BETTER WIRING 
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SINCE 1895 











“WEBER” 
SWITCHES 
ARE 
“QUALITY” 
SWITCHES 


Weber Flush 
Toggle Switches 


are 
the architect’s choice, 
the contractor's prefer- 
ence, 
the owner's delight. 


Brown Handles 
and 


Plaster Ears 


are standard 


“When Weber 
Makes a Switch, 
It’s a Switch!” 


Send for catalogue 


HENRY D. SEARS 


General Sales Agent 
80 BOYLSTON STREET 
Boston MASSACHUSETTS 








——— Whe Dnces\s——— 























In the October issue of The Jobber’s 
Salesman it was announced that Carroll 
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of heat from light, which was neay|y 
accomplished in the lamp of the «n- 
cients and the taper of the Middl 
Ages. 

It is interesting to conjecture in 
just what manner primitive man de- 
veloped the oil burning, wick lam). 
In all probability, a bit of glowing 
bark or splinter from a blazing log 
dropped into the fat dripping from 
the roasting animal and man, quick to 
see the advantage of the feeble flame, 
fashioned for himself rude shallow 
stone or clay receptacles with a fun- 
nel for the filling—a reed for the wick 
and olive oil for the illuminant. This 
crude lamp was the forerunner of th 
more shapely ‘bronze and stone lam) 
of the Egyptians and Greeks—nay 
it was the forerunner of the wrought 
iron, fish-oil burning Betty lamp of 
our Pilgrim forefathers, the Frank- 
lin lamp of a little later date and 


_of the kerosene lamp of our grand- 


Schoen has been appointed southern rep- | fathers’ day. 
resentative for Pass & Seymour, Inc. | 


Here he is. Mr. Schoen was formerly 
with A. C. Biglin and will cover Mary- 


District of Columbia for P. & S. 











The Evolution of Light 


and the Lamp 


By O. SACKSTEDER, JR. 
General Manager, Aladdin Mfg. Co., 
Muncie, Ind. 


How primitive man first came into 
possession of fire,—artificial light—is 
of little import. The fact remains 
that either from the fall of a meteor 
from heaven, overflow of lava from the 
bowels of the earth, or from a spark 
struck out during the manufacture of 
his primitive implements, with its com- 
forting warmth for the body, came the 
flickering glow of light which was to 


be the first stepping stone in artificial 


illumination. 
That man valued highly this gift of 


songs of all lands. 





| 
| 
| 
| 


| God is shown by the mythology and | 
Greek mythology | 
elevates the fire bringer to the dis- | 
penser of light in a spiritual sense, | 


while the Romans worshipped Vesta | 


as the Goddess of the hearth and also 
of sacrificial fires, and in honor of the 


birth of light the eternal fire was | 
| American Tube Bending Co., Niles, Ohio: 


guarded by Vestal Virgins. 
For a long time the fire on the 
hearth served at the same time as a 


source of light—among the Eskimos | 


no other artificial light is known at 
this present day. First came the flick- 
ering kindling wood pan, then resin 
and pitch fagots, then reeds covered 








In dim antiquity, the Medes, Per- 


| sians, Assyrians and Egyptians illumi- 
land, Virginia, North Carolina and the | 


nated their streets and temples with 
luxurious prodigality, often having the 
streets lined with rows of stone and 
bronze vases, with a capacity of as 
much as one hundred pounds of oil, 





The Midwest Distributing Co., Chicago: 
headed by D. O. Hollie, announces tha! 


it has taken on the line of the Knox 
Porcelain Corp. of Knoxville, Tenn. This 
company is also handling the lines of Phe 


Midwest Metal Products Co., of Muncie, 


| Ind.; Fullman Mfg. Co., of Latrobe, Pa. 
| Perkins Marine Lamp Corp. of Brooklyn. 


N. Y., and the Electric Conduits Co. 0! 
Plainfield, N. J. D. O. Hollie organize¢ 


| the Midwest Distributing Co. over ‘Ww? 


with wax, pointing to the separation | 


years ago, after having spent several year 
with the Ohio Distributing Co. He '4° 
also worked as a jobber’s salesman. !/ils 
agency covers the states of Illinois ind 


Wisconsin. 
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ice IY — 


An Ideal Christmas Gift 


At the new price Presto-Junior stands out as the greatest 
of all values in its own field. With a wonderful item, 
forceful advertising and your sales ability, Presto-Junior 
sales in 1928 should treble. 
urge their houses to push Presto-Junior—it will make 
money for the house—money for you and money for us. 


"S| 


Ln 


G me™ 


Live jobber salesmen will 











METAL SPECIALTIES MFG. COMPANY IL Policy. 
338-352 North Kedzie Avenue, Chicago 





Electric Vacuum Cleaner 








75 


Was $25 





T Nothing Changed 
But the Price 


b Same High Quality — Same 
Unexcelled Workmanship — 
Same Guarantee—Same Power- 
ful Motor’ Driven Brush — 


Same Discounts — Same Jobber 


Presto23 


Greatly Increased Demand 
and Production Make This 
a Reduction Possible— 


” BICCER 
i PROFITS 


| 


| 
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S 














FOLLOW 


gladly sent on request. 





Patented 


THE TREND OF THE TIMES! 
Sell the Things that Sell: 


5a fixture hanging is the modern proper method. 

The Sherman Fixture Connector is the only truly practical 
solderless Connector! 
Millions are being supplied gratis—with wired fixtures by the lead- 
ing fixture makers. 
Millions are being sold through the electrical jobbers for added 
requirements and other obvious uses. 
If you haven't samples, they will be 


You should have a sample. 


Practical Features 





Only one size needed. 

Separate compartments for 
solid and stranded wires. 

Ample capacity for all 
requirements. 

All brass — perfect 
ductivity. 
The strews 

out. 
Positive screw contact in- 
sures a safe joint. 
Easy and quick to as 
semble. 
Approved by the 
writers. 


con- 


can't come 


Under- 





H. B. SHERMAN MFG. CO. 
BATTLE CREEK, MICH., U.S. A. 
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What puzzles us is whether W. T. (Bill) 
Jagoe, Philadelphia representative for the 
Metropolitan Device Corp. of Brooklyn is 


| going to mail a letter or turn in a fire 


alarm. Bill has his office at 620 So. Dela- 
ware Ave., but can’t very often be found 
there as he’s usually out “burning ‘em 


” 








and burning a wick three inches in 
diameter. 
A step in advance was taken when 


our forefathers developed the making 


of candles. The principle is the same 


_as in the oil lamp of the ancients 





the oil in the instance of the candle 
being in a solid form. The lamp was 
further improved in the eighteenth 
century by the invention of the hollow 
wick and the lamp chimney ; though it 
needed the substitution of kerosene for 
olive oil and rape seed oil to bring the 
oil lamp up to its present day eft: 
ciency. 

There are those who can remember 
when houses were first piped for il- 
luminating gas, and with what joy that 
feeble, yellowish flame was hailed as 
absolute perfection in the matter of 
lighting. Then the Welsbach burner 
with its more agreeable glow becam 
the next improvement, only to b 
superseded in time by the carbon 
lamp of our early days of electric 
lighting. 

What a change has come about sinc: 
Thomas A. Edison has made it possi 
ble to illuminate homes by pressing @ 
button. No longer is the glare of 4 
harsh bright light sought but ratlier 
are our homes beautified by modern 
lighting equipment. Harmonious «1d 
efficient illumination is sought by p!:c- 
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€D Meter Control Panelboard 


Say it with Pride and Profit 
“IT Sell € Panelboards” 


STEEL 
CABINETS 


® Standard steel gutter boxes 
are made from one piece of code 
gauge galvanized steel as per 
table below, and with the ex- 
ception of the residence type, 
are lapped at corners and riv- 
eted, with 34-inch flangeturned 
inwardly all around outside 
edges. This flange adds materi- 
ally to the rigidity of the 
construction and is used in 
connection with the @ Uni- 
versal Clamps for fastening the 
front to the box. 


The thinking Jobber’s Salesman reasons out the 
logical place to increase his sales and learns that 
the sale of panelboards usually carries with it 
the rest of the order. 


Also in knowing panelboard detail a wider circle 
of good customers becomes possible because 
people like to buy from the man who knows 
his whole line. 


Finally there is more profit for him and his 
house in ® Panelboards than in the same 
amount of dollars sold in staples. 


Send for the complete ® Catalog 
with its profit story 


Frank Adam 


ELECTRIC COMPANY 
ST. LOUIS 


DISTRICT OFFICES 


Detroit, Mich. 
Kansas City,Mo. 
Los Angeles, Calif. 


Minneapolis, Minn. San Francisco, Cal. 
New Orleans, La. 
Omaha, Neb. 
Philadelphia, Pa. 
Pittsburgh, Pa. 


Atlanta, Ga. 
Baltimore, Md. 
Boston, Mass. 
Brooklyn, N. Y. 
Buffalo, N.Y. 


Charlotte, N.C. 
icago, Ill. 

Cincinnati, O. 

Dallas, Tex. 


Denver, Colo. 


Vancouver, B. C. 


emphis, Tenn. <. 
Walkerville, Ont. 


Miami, Fla. 
Winnipeg, Man. 

















110 


THE JoBBER’S[AJSALESMAN 








“FOUNDED ON THE BELIEF THAT THE SALESMAN OF THE JOBBER IS THE MOST IMPORTANT MAN IN THE INDUSTRY.” 








Sell Emcee’ Exner 


806 W. Washington Blvd. 50 Church Street | 
Chicago New York 











2760 


Exhausters Sell All Year ’Round 


Ventilation is an all-year essential in factories and stores, es- 
pecially in halls, theatres, restaurants and every business cater- 
ing to the public. 

Emerson Exhausters, sizes 12 to 30 inch, A.C. and D.C, 
meet every need for quiet, efficient ventilation. Prompt ship- 
ment from St. Louis, New York, Chicago, Dallas and Houston. 


The Emerson Electric Mfg. Co. 


2018 Washington Ave., St. Louis, Mo. 



























KLEIN TOE 


SZZZCC 
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ing beautiful lamps just where tly 
are wanted; a floor lamp’s soft glow 
beside the piano; a bridge lamp to 
throw the light upon a magazine wien 
one drops into one’s comfortable read- 
ing chair. Upon the writing desk, in 
the boudoir, in the babies’ room, the 
problem of beautiful illumination « 
solved by placing soft shaded lamps 
at the psychological and_ strategic 
points. 

“And God said, ‘Let there be light, 
and to man he gave the power to ex- 
tract it from the elements of the uni- 
verse, that he might illuminate his 
pathway through life—‘And there was 
light.’ ” : 
* * # 

Manufacturers’ Agents 
Wanted 

The Hatfield Rubber Works, Inc., 
is in the market for manufacturers’ 
agents in several sections of the coun- 
try. Anybody interested should com- 
municate direct with them at Hillside, 
N. J. 


~ * * 


Canadian Company Opens 
Chicago Office 


The Scientific Products Canada, 


| Limited, Montreal, Canada: manv- 


facturers and sole U. S. A. distribu- 


| tors of the McDonald howl arrester, 
| have opened a western office and 
| warehouse at 231 N. Wells St., Chi- 
cago, Il. 


| had quite a career 


* * 


Barry Joins Arrow 


G. C. Barry has resigned his con- 
nection with the American Brown 
Boveri Electric Corp. as assistant to 
the vice-president in charge of sales, 
to become associated with the Arrow 
Electric Co., Hartford, Conn. 








Hardin Hewitt 
is now in charge 
of the Chicago 
Office of the Jeffer- 
son Glass Co., Fol- 
lansbee, W. Va. 
Mr. Hewitt has 


in the electrical 
business. He 
started with the 
American Ever- 
ready Works and 
upon the completion of his | service during 
the war he was with the Manhattan Elec 
trical Supply Co. for 1-1% years, Yale 
Electric Corp., for three years, Inland 
Glass Co., for 2-14 years. Mr. Hewitt 
will be assisted by ‘H. J. Fenier. He will 
maintain quite a little stock in Chicago 
W. N. Rodriquez, formerly with the |” 
land Glass Co., is now covering the south- 
ern states for the Jefferson Glass Co. 
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ay 


with the 


JEWEL 


This will remind you that Christmas is close at 
hand and that the Christmas spirit is in the air. As 
a Christmas gift the CLEMENTS-Jewel Vacuum 
Cleaner is especially appropriate. Its fine appearance 
—its unique features—its popular price—and its 
genuine quality are so obvious that with the added 
force of the Christmas appeal, CLEMENTS-Jewel 
dealers will find it in big demand. 





Are your dealers lined up for this business? Since 
September 18th, we have been conducting an inten- 
sive advertising campaign in the Chicago Sunday 
Tribune, covering the states of Illinois, Indiana, 
Michigan, Iowa and Wisconsin. From December 1st, 
until Christmas, large ads, including one full page 
magazine rotogravure, will appear. Other territories 
will be added as jobbers indicate their interest. 


As a consequence of this advertising you will find 
your dealers in a responsive mood. Approach them 
now and reap the harvest of the intensive advertising 
and merchandising work we have been conducting 
in this territory since June Ist. We will show you 
how. 











Write us for details. 


Retails ‘= , Z {Includes 8 
- oe piece set of 
ws 2 attachments} 


T2 
Fr’ 


CLEMENTS MFG. CO. 


625 Fulton Street 
CHICAGO, ILL. 
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electrical circuits. 


electrical circuits. 


able these fuses are 





Eliaaaae This, 


OTHING can cripple production more severe’ 

ly in an industrial plant than the failure of 

Every industrial plant engineer knows this fact, and 
you will have no trouble proving to him that the Chase- 


Shawmut Renewable Fuse will eliminate trouble of this 
character by maintaining a constant guard over his 


Have him install a Chase-Shawmut Fuse on a trouble- | 
some circuit and he will learn for himself how depend- | 


THE CHA' SE SAV Mr 


“eWBURYPORT, MASS: 


















































Perfect Insulation 


Make up for time lost in fishing 
wires through conduits by using 


WIRE NUTS 
atthe junctions. They’rethequick- 
est, slickest little joiners you’ve 
ever hooked up with. 
Inside the insulating shell is a threaded 
tube which not only squeezes the twisted 
wire ends together but bites into them, 
making a strong joint and a perfect 
connection. 
COLT’s PATENT Fire ARMs Mrc.Co. 

Electrical Division 
HARTFORD, Conn. U.S. A. 





Your jobber 
has them in 
Standard 
Packages of 
100. Buy ’em 
and use ’em. 
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MBER 12 
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2 Solid and 
Stranded wire. 


14 Solid 


{1 Stranded wire. 


14 Solid wire. 


2 Solid and 


14 Solid wires. 


2 Solid and 


14 Solid wires. 


USE 
NUMBER 14 
FOR 
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33-N-51 NEW YORK~ BOSTON~CHICAGO~SAN FRANCISCO 














J 











Approved by Underwriters Laboratories, Inc. 
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J. C. Kaelber, sales manager of the 
Wirt Company, Philadelphia, is telling 
Herb Slacker, manager of the radio de- 
partment of the Franklin Electric (o., 
same city, what a wonderful loud speaker 
he has. 





| the 


| sey-Tunney fight, September 22. 


| the sets. 


Charles O. Baker Dies 


Charles O. Baker, for 18 years sales 
manager of the Wheeler Reflector Co.. 
Boston, died suddenly from heart trou- 
ble November 8. Mr. Baker was ac- 
tive in the electrical business all his 
life, being prominent in associations 
and instrumental in many of their 
developments during the last two dec- 
ades. He is mourned by his many 
associates and friends in the electrical 
industry all over the United States 


* * * 


Electric Corp. Radio Merchan- 
dising Stunt 

In co-operation with its dealers, the 
Electric Corp., San Francisco, Calif., 
placed a Fada Special, 6-tube set at 
each of the 14 distributing stations of 
“Bulletin,” second largest evening 
newspaper, the day before the Demp- 
This 


meant that San Francisco folks would 


_ almost have to stay off the streets to 
| miss out on the returns. 


The consequent publicity could ot 
fail to benefit the authorized [ada 
dealers, who furnished their share 0! 
The plan called for sts 
from dealers nearest the various 
stands and the balance came from 


the 


| show rooms of the Electric Corp. 
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Bryant 
No. 2951-BH 
with 
: No. OS51 Transparent 
Ame Cc “Templus” Luminous 
1 ng High-Heat Handle 
ovels Composition { 
Corporation Plate 
N.Y. 


THE BRYANT 
‘“*“GLO-GUIDE” SWITCH 


enables the AMERICAN HOTELS CORPORATION to further maintain their deserved reputation of 
“every comfort for the guest,” by giving them easily controlled light, with this 
BRYANT DEVICE, which says, in the dark, “HERE I AM” 


FOUNDED ON THE BELIEF THAT THE SALESMAN OF THE JOBBER IS THE MOST IMPORTANT MAN IN THE INDUSTRY.” 
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[his switch and many other 
Bryant Superior Wiring 
Devices are of vital interest 
to Architects, Contractors 


and Hotel Men. Complete 
Catalog on request. 





American Hotels Corporation ‘“—"“" 

















ae 25 West Forty-fifth Street iregearard 
% fom New York, N.Y. r= tomo 





May 6,1927. 


Bryant Electric Co., 
Bridgeport, Conn. 





Dear Sir: 







I take greet pleasure in informing you that we have 
standardized on your #2961 B.H. Glo-Guide Switoh for guest-w 
room electric light switches in all hotels to be operated 
by this Corporation. 


This switch, having the highly desirable feature of a 
luminous handle, appears to me to be the most satisfactory 
switch I have seen. 

Very truly yows, 


AMERICAN HOTELS CCRPOR ATION 


(ld Wy led 


Robert W. Wood , Jr > 
RWW:65 Supt. of Construction. 
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THE BRYANT ELECTRIC COMPANY 


New York Philadelphia BRIDGEPORT, CONNECTICUT Chicago San Francisco 


Manufacturers of Superior Wiring Devices Since 1888 
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There isn’t a single corner 
in any shop that has not a need for 
these sturdy guards. They will last 
a lifetime and their original cost is 
so slight that it is hardly worth 
mentioning. 

Here is a product that 
every dealer should have 
on his shelves—a product 
that is already in de- 
mand by thinking, pro- 
gressive manufacturers. 


“FOUNDED ON THE BELIEF THAT THE SALESMAN OF THE JOBBER IS THE MOST IMPORTANT MAN IN THE INDUSTRY, ” 












S. G. Cummings Increases 
Force 


Boost the Sales of 
Lighting 


P ot ti | of the American Circular Loom Co. 
r ec 10n | announce that Perry T. McCluskey 
. | has been engaged in the engineering 
with LOXON Guards | department to co-operate with the en- 
’ gineers and architects in the Phila 

delphia district. 






LECTRIC lamps can 

become a big item of ex- R. L. Connor has been employed 
pense—an expense that can | to represent the company in the Ba)- 
easily eat a good sized piece | timore eeritery. Mr. Connor will 
out of any company’s profits | ate oe — ee eater 
—if they are not protected | *"* eaasamee, Bis: nl 
against petty thievery, or | , : 
against breakage by jars and | Roller-Smith Appoints Braymer 
knocks. in Omaha 

The Roller-Smith Co., 283 Broad- 

way, New York, announces the ap- 
pointment of the D. H. Braymer 
Equipment Co., W.O.W. Building, 
Omaha, Neb., as its representative for 
Nebraska and western Iowa. D. H. 
Braymer is at the head of this organi- 
zation. It will handle Roller-Smith 
instruments, relays and __ circuit 
| breakers in the territory specified. 













Loxon Lamp Guards can- | 
not be unfastened without a key, | 
thereby making the lamps safe | 
from prowling hands. The rugged | 
construction of the guards guaran- | 
tees the lamps against breakage. 












timp tumeewe 
Frosting * * 
VALPARAISO - INDIANA National Screw to Change 
Name i 
















The National Screw & Mfg. Co.. 
(AB Products Division) Cleveland, 
O., will change its name on January 

| 1, 1928, to the Abolite Reflector Co. 


5] 












Johnson 
Propeller Fans 


are 














Quiet running 
Sturdily constructed 
Generously rated 
(wheel size not rim size) 
Lowest in cost-per-foot- 
of-air and 


Profitable to handle 





















Write for our 
Jobber’s propositon 

















Johnson Fan 
and Blower Co. 
1327 W. Lake St., Chicago 


Branches in Principal Cities 





l 
| Frank A. Gooding, genial manager °! 
| sales of the Emerson Electric Mfg. Co. 
St. Louis all pepped up for a hard days 
work at the meeting of the Missouri River E 
Club, Excelsior Springs. He left shortly 
after on an extended trip to call on his 






















Pacific Coast jobbers. 
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THIS FRINK 


| Complete Window Lighting Service 
Helps These Stores Sell Goods 





r 
7 TAT 
LLL 
= 3 4 
r SILVERLITE MULTILITE SPOT-O-FLOD 
” All-metal reflectors, guaranteed not to tarnish, From two to ten Silverlite reflectors in metal A combination of spot and flood light that per- 
crack nor peel. Reflecting surface of highest trough wired and ready to install in window head. mits instant adjustment to any angle and light 
r eficiency. Adjustable neck makes every reflec- A trim equipment that overcomes the disadvan- control from a spot 24” in diameter to a flood 10 
tor adaptable to different size lamps. Color tages of unit reflectors. Reflectors removable and feet in diameter at a distance of 10 feet. Comes 
g screens instantly applied without special fittings. cleanable. completely equipped including color screens. 
: Indispensable in any well lighted window. 
h 
it 
Vics 
FY 






Here Are Extra 
Profits for You 


For 70 years we have been famous for the won- 
derful effects we have created in show windows. 








= ee 











F. & R. Lazarus Co. Now, through these units, sold through jobbers R. H. Macy & Co. 
Columbus, O. only, we make it possible for electrical dealers New York City 
and contractors to create the same wonderful 
lighting effects in any store. Designed and built 
in our factory, with all the skill of our years of 
experience, this quick selling and easily installed 
line has been produced and priced to reach 

every requirement. 


Write at once for complete details. 


THE FRINK CoO., INC. 
239-B TENTH AVE., New York City 


Branches in Principal Cities 


( fe ee * 





- of 
Co. 
lays 
iver 
yrtly 

his 





Stix, Baer & Fuller 
St. Louis, Mo. 


Meekins, Packard & Wheat 
Springfield, Mass. 
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Men Find— 


superlative comfort, convenience 
and pleasant surroundings at 
the Hotel Majestic — favorite 
stopping-place for traveled peo- 
ple. They know. Whether alone 
or with family, the location is 
ideal—only a step from theatre 
and shopping districts and a 
few minutes to all business cen- 
ters. 


With a “front yard” of 843 
acres, the big, cheery rooms at 
the Majestic are exceptionally 
attractive. The cuisine is un- 
surpassed, and good music, 
comfortable lounge, and other 
features combine to make you 
glad you came. 


Try it when next in 
New York 


Proprietor 


Interesting Booklet on 
New York and Majestic 
Hotel—Free on Request. 


Majestic hotel 
RESTAURANTS 


2 West 72nd Street 
Entire block fronting Central Park 
Overlooking 5th Ave. 
NEW YORK 


at 72nd Street, New York City 


Without obligating me, please send 
me Booklet on New York and Majestic 
Hotel and information as to arrange- 
ments for a f 


Party of .....00. people. 


The Jobber’s Salesman 
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Bob Milford, district sales manager of | 
the Taplet Manufacturing Co., 71 Murray | 
St., New York, N. Y., sends in these snap- | 
shots of himself and Herman Linter, sales | 
manager of the Kirkman Engineering | 


Co., 484 Mroome St., New York, N. Y., 
taken on a recent trip they made together 
through New York state as far as the 
Canadian Border. Bob reports the trip 


| as successful but he didn’t say on which 


side of the border. On their journey 
Bob (left) proudly showed his company’s 
new catalog (a copy of which he wants 
you to see) to the jobbing trade and Her- 
man just as boastfully talked about his 
new fuses a package of which he is dis- 
playing. 





Tideman Heads Engineering 


Department 
The Signal Electric Mfg. Co. of 


| Menominee, Mich., has anounced that 
|Henry Tideman, electrical engineer, | 
| is now in charge of the engineering 


department of this concern. Mr. 


| Tideman is remembered by many as 


one who organized and owned the 
Menominee Electric Mfg. Co. He is 
a well known engineer and designed 


| the first universal or combination mo- 


| tor for commercial purposes. 


Since Mr. Tideman’s connection 


| with Signal, he has designed several 


motor operated devices which will be 


| placed upon the market very shortly. 


Wood & ‘Andean Issue 


Catalog 
George Anderson of the Wood & 


Anderson Co., St. Louis, well-known 


as electrical and radio manufacturers 


| agents in the southwest, are compiling 
|a manufacturer’s agency catalog for 
| their jobbers in the United States. | 
| George was asked if he didn’t want to 
| include Canada and Arkansas, too, in 


his claim to fame but his well-known 


modesty forbid him to do so. 
* * * 


Leo H. France in Hospital 


Leo H. France, district manager of 


| the Appleton Electric Co., in the De- 


_troit territory is in the Mayo Clinic 





at Rochester, Minn. His many 
friends are hoping for an early re 
covery. 


1927 


Sell a Can 


to 


Every Dealer 


I F you will sell a can of Yager’s Solde: 





ing “Paste” and Yager’s Soldering 
1 Salts to every contractor-dealer and 


| radio dealer in your territory, you will have 


planted the seed for the growth of a mos 


| profitable business. 


These cans on your dealers’ counters wi! 
sell, and once sold will mean orders « 
more substantial nature to take care of th 


| additional business they can then anticipate 


Just try this on your next trip over 
territory. 


Alex. R. Benson Co., Inc. 
Hudson, N. Y. 


1873 














COLE 
FUSE PANELS 


Exclusive Self-Aligning Feature 





Cat. No. FP6 


From 2 circuits to 24 circuits 
Also with tumbler switches 
Prices?—to meet competition 


Listed in New Catalog No. 27 
Did you receive your copy? 


COLE METAL PRODUCTS C0. 


Enclosures for Every 
Electrical Requirement 
33 Crescent Street 


LONG ISLAND CITY, N. Y. 


















December, 1997 THE JOBBER’S SALESMAN 117 





FOUNDED ON THE BELIEF THAT THE SALESMAN OF THE JOBBER IS THE MOST IMPORTANT MAN IN THE INDUSTRY.” 





Leaping Into 
National Prominence 











HERE must be substantial reasons for the rapidity 

with which Circle F Devices have leaped into na- 

tional prominence. And, perhaps they may be 
found in the fact that the products themselves are of the 
best grade; carry with them a most desirable profit for 
jobber and contractor alike, and finally, secure in every 
case the approval and good will of the man who pays for 
the installation. 


Perhaps, too, the fact that Circle F Devices are de- 
signed to meet every modern requirement, to fulfill every 
known purpose, accounts in a great measure for their un- 
deniable popularity. 

In any event, jobbers everywhere are finding the 
National Prominence of the Circle F line reflected in 
increased volume and increased profit. 


Expansion of policy makes it possible for us to ap 
point additional jobbers. Write for territorial arrange- 
ments. 


Circle F Mfg. Co., Trenton, N. J. 


Offices in the Principal Cities 
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| W.58th St. & DenisonAve. CLEVELAND, 0. | 


Deliveries 


4 OBBERS never 
worry about deliveries 
of “Central” Conduit. 
Whether the sale is 
made of “Central 
White” 
Black” the jobber 
knows that the order 
will be filled and de- 


livery made when 


or “Central 


wanted. 


| as well as at Fargo, N. D. 


Hopkins President of Acousti- | 


cal Development Corp. | 
H. F. Hopkins, formerly sales and | 
advertising manager of the Borkman 
Radio Corp., has resigned his office | 
with that company, effective as a 
November 1, 1927, to take up his | 
duties as president of the Acoustical | 
Development Corp.,:manufacturer of | 
radio and phonograph tone chambers, | 
and other acoustical devices, with | 
offices located at 280 East Ohio St., | 
Chicago, and factory located at Ra- | 
cine, Wis. 
* * * 
Steinite Exclusive Distributors | 
The Steinite Laboratories, Chicago, | 
announce the appointment of the | 
Great Northern Electric Appliance | 
Co. as exclusive distributors. The 
Great Northern has offices in St. 
Paul, Minneapolis, and Duluth, Minn., 


| 
| 
| 
| 
The American Auto Supply Co. of | 


| Seranton, Pa., the Larson Hardware | 


Central Tube Company 
PITTSBURGH 
Sales Offices in Principal Citier 








CIAL WASHERS 
No Charge for Dies 


Prompt Delivery 


HERE'S real profit for 
you in Special Washers 
— if they're C. W. P. 


NO DIE-COSTS 


We've been mak- 
ing special washers 
so many years that 
we have dies to fit 











practically every 
need. 
PRICE PROMPT DELIVERY 
RIGHT No delay—for the | 
TOO same reason. | 
| 
Send 
Us Your 
Inquiries 





v 


Th Cleveland Wrought 
‘ Products Co. 











¥ 


Co., Sioux Falls, S. D., and the Ne- | 
vada Auto Supply Co., Reno, Nev., | 
have also been added to the list of | 
Steinite exclusive distributors. 


* * * 


Arthur Soper Goes With Colt 

Arthur H. Soper of Hartford, | 
'Conn., has joined the field force of | 
the Colt’s Patent Fire Arms Mfg. Co. | 
in the electrical division, and will 
cover the Connecticut territory. He 
comes to the Colt company from the 
| Southern New England Electric Co., 
New Haven branch. 














This is Bernard Berwick of the Noma 
| Elec. Corp., 340 Hudson St.. New York 
| City. His brother, J. W. Berwick, is sales 

manager for Noma. Bernard is planting 












— 


ac 
[PRODUCTS] 





Bell Ringing 
Transformers 
All Approved Types including 


Outlet Box Type 


M-26 or T-26, Outlet Box 
Types, are rapidly becoming 
standard. These transformers 
are completely encased, can be 
mounted in a moment and as- 
sure a neat and efficient instal- 
lation. 

M-26 is equipped with knock-out 
for drop cord. 





M-26—8 Volt 

T-26—6, 8 and 14 Volt 

Built for both 3 inch and 4 inch outlet 
box, 

Write for prices and information. 


DONGAN ELECTRIC MFG. CO. 
2993-3001 Franklin Street, Detroit, Mich 


(TRANSFORMERS of MERIT for FIFTEEN YEARS /)/ 


























| 
| tree lighting outfits from Tennessee to 


Denver and from Duluth to New Orleans. | 


Can You Always Accept 
Wire Orders for Im- 
mediate Delivery? 


When your stock of wire has 
run low and you can’t fill a rush 
order, why not let us help you 
out? 


In all industrial centers are lo- 
cated “U. S.” Sales Branches 
which carry complete stocks of 
wires and cables, ready for im- 
mediate delivery at prices that 
assure you a generous margin 
of profit. 


“U. §S.” Paracore Wires and 
Cables and “U. S.” Royal Port- 
able Cord have gained a repu- 
tation for superior quality and 
assurance of satisfaction. 


United States Rubber Company 
1790 Broadway, New York City 


Complete Stock Carried in the Following 


Cities: 
Atlanta Los Angeles Spokane 
Baltimore Minneapolis St. Louis 
Birmingham New Orleans Syracuse 
Boston New York Toledo 
Buffalo Omaha 
Chic Philadelphia 
Cincinnati Pittsburgh 
Cleveland Portland, Ore 
Columbus Rochester ‘ 
Denver ester 
Detroit Sacramento 
Houston Salt Lake City 
Indianapolis San Francisco Trade Mark 














——— 
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3 Profit Leaders 


WIREMOLD 


WirREDUCT 


WIREFLEX 


tomer solve one of his problems. If the problem is ice 
wiring WIREMOLD will solve it. WIREMOLD ‘means 
better lighting through adequate wiring. A $200.00 Wire- 
mold job frequently carries with it a $750.00 order for wiring 


The surest way to help your business is by helping y< 3- 


supplies. 


The Patented ““WIMO” Slick-Finish All-Weather Loom. 
Clean to Handle—No Mica Dust 
Easy to Fish—Fast to Work 
Improved Quality—No Extra Cost 
Try it on your next Loom order and be 
convinced. 


The non-metallic sheathed cable which combines the most 
exacting requirements of the Underwriters’ Laboratories with 
the greatest convenience of the wiremen. WIREFLEX is 
also coated with the patented ‘““WIMO” Slick-Finish. 


Write for catalogue and samples. 


THe WiremordD 


HARTFORDO,CONN. 
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A 
Theatrical Lighting 


is profitable business. 
for Jobbers 


WwW Klieg] theatrical lighting 
specialties are handled—for they 
are priced right, correctly designed, 
substantially built, and thoroughly de- 
pendable—insuring acceptance by cus- 
tomers and satisfactory service when 
in use. Everything can be furnished 
from a pin-plug connector to footlights, 
borderlights, and scenic effects. Job- 
bers’ discounts quoted on request. 


Stage Pockets 
Wall Pockets 
Panel Pockets 
Plugging Boxes 
Footlights 
Borderlights 
Connectors 
Spotlights 
Floodlights 
Aisle Lights 
Music Stands 
Color Mediums 
Stage Cable 
Sundry Supplies 


KLIEGL BROS 


Universat ELECTRIC STAGE LIGHTING Co., Inc. 


32! West 5SOth Street 
NEW YORK, N.Y. 





Write for Catalogue 
and current trade 
Bulletins. 








ie) 











PUSH THIS 
MONEY MAKER 








It will pay you to put special sales 
effort behind this profit producing 
specialty. It sells fast, is a good re- 
peater, with good profit margin, and 
gives complete customer satisfaction. 

Aislelite is a very attractive item 
for your contractor. Show him what 
nice business he can build with it. 
There is installation work to be done, 
wiring conducts and lamps to sell. 

Keep your salesmen posted on 
Aislelite possibilities. Show them | 
what competitors are doing with this 
quick seller, 


NATIONAL THEATRE SUPPLY 
COMPANY 
Successors to Exhibitors Supply Co. 
624 So. Michigan Ave. 
Chicago, Illinois 
Offices in 31 Principal Cities 


(4022A 





| Bob Cunningham and left is George Mont- 


| Next to Montgomery is Bill Jagoe, who 


Robbins & Myers Receivership 


| receiver of The Robbins & Myers Co., 


_have been considered, and as a part 


| to the business of the company. 


|'may develop. 
| money 
| being outside 


| vorable 
| and 


being a series of early American, Pil- 

















Here’s a go-gettem, foursome from a | 
So. Delaware Ave., Philadelphia, who con- | 
sented to pose on a dark and windy day | 
on the waterfront. On the right end is 


gomery of the firm bearing their names. 


represents the Metropolitan Device Corp. 
in Philadelphia, while the Scotchman next 
to Cunningham is Ridlen of the Ohio 
Stamping & Engineering Co. The far- 
away look in Cunningham’s eyes is caused 
by his anxiety over the late arrival of the 
banana boat. 





Mr. Wilbur J. Myers, appointed 


has made a brief statement: 


“For sometime plans for reorgan- 
ization of The Robbins & Myers Co. 
of any reorganization a receivership 
It is hoped that the re- 
ceivership of the company will be ul- 
timately helpful rather than hurtful 


The 


company’s fixed charges for bond and 


is necessary. 


other interest have been too heavy for 
its resources. Its good-will and trade 
have been extensive and we hope they 
will continue, and a_ reorganization 
The company owes no 
the 


banks and firms. 


creditors 
All 


is 


in Springfield, 


It 


security- 


payroll checks will be 
that and 
holders will work together for a fa- 


paid. 
hoped creditors 
outcome, and the 


of the 


employes 


staff company can be 


counted on to give their best efforts to | | 


that end.” | 
* ¥* * 


New Jefferson Lamps 


An unique and attractive line of 
lamps is being introduced by the Jef- 
Follansbee, W. Va., 


ferson Glass Co., 


grim and Colonial designs. 








All of the designs are made in the 
in 
opaque glasses, and the parts are all 
interchangeable so that any color com- 


various colors 


bination desired may be had. . 


F — | 
is a similar | 


Balancing this series 
old-fashioned | 


the of 
chandeliers. 


series in form 


transparent and | | 





Sell These 


For Bigger Profits 


“Loricated” the Pioneer Enam- 
eled Conduit and “Galvaduct” 
the oldest brand of Galvanized 
Conduit, will bring big profits to 
you in 1927. Their 30 years of 
reliable service have made them 
great favorites with the trade. 
“Cash in” on this acceptance. 
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These steel lamp guards are 
well made and attractive in de- 
sign and finish. They are weil 
represented, thoughtfully ad- 
vertised and meet the require- 
ments of modern equipment. 


Flexible Steel Lacing Co. 


4698 Lexington St. Chicago, Ill. 


fl 
FLEXCO-LOK 











l 
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ior is the month for every jobber’s salesman to start lining 
up his territory on next season’s Fan Season. 


Too Early? 


Not when past performance of jobbers’ salesmen are considered. 
They have been known to sew up their territory on Fans during 
December, securing the dealers’ signatures on contracts at this time 
with, of course, merchandise to be shipped later. 


Get your dealers thinking along the right line now—get them think- 
ing of Robbins & Myers Fans—and finally, get them thinking about 
the prestige they can obtain by carrying Robbins & Myers Fans— 
profiting by the name, Robbins & Myers. 


Think it over yourself and start to work on this idea now—today! 


The Robbins & Myers Co. 


SPRINGFIELD. OHIO 


Agencies in all Principal Cities of the World 
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Don’t Overlook 


the 
VIOLETTA I 
Violet Ray = 


HRISTMAS is almost here. Start 
( right now combing your territory to 
see that every dealer is well stocked 
to take care of the Holiday demand which 
is bound to come this year as it always 
does. 
Urge your dealers now to be prepared 
for it, and to take action at once. 


Bleadon-Dun Co. 


2300 Warren Avenue 
CHICAGO ILLINOIS 











Wire Stripper 


Strips all commonly used sizes and 
types of wire in a couple of seconds. 
Two notched jaws snap around the 
wire and cut the insulation free. A 
quick pull slides it off, clean. No 
broken strands or nicked wires. Saves 


70% to 80% of stripping time. Every 
electrical contractor, shop or factory 
needs one or more of these handy, 
low cost, long lived Foley Wire 
Strippers. 

Free Trial. You can place it on trial 
with any well rated firm, and it will 
sell itself. List price $15.00. We are 
advertising this offer in the trade press. 
Write us now for full details and dis- 
counts. 


FOLEY SAW TOOL CO., Inc., 
753 Foley Bldg., 9 Main St.N.E., Minneapolis, Minn. 




















| tions of small H. P. 


Warner Spencer Back With 
Triangle | 

The many friends of Warner Spen-| 
cer will be glad to learn that he is | 
back with the Triangle Conduit Co., | 
as district manager of his old territory | 
which comprises New York state out- | 
side of the Metropolitan district. | 
During his three year’s’ absence he was | 
associated with a Utica jobber. Mr. | 
Spencer makes his headquarters in| 
Syracuse. 

* * * 
Shaber Opens in Detroit 

The M. B. Shaber Co., factory dis- | 
tributor handling electrical and radio | 
lines, has opened an office at 914 Ford | 
Building, Detroit and is in a position 
to take on additional lines. It also 
maintains an office in the Chester-| 
Twelfth Street Bldg., Cleveland. 


+ + 


Latest Trade Literature 
Winfield H. Smith, Inc., Spring-| 
ville, N. Y—A new 16-page circular | 
fully describing their line of light | 
power transmission. The illustrations | 





° : . | 
in the circular show speed reducing | 


gears, hangers, pillow blocks and) 


other equipment for use in installa- 


>. capacity. 


Ilg Electric Ventilating Co., Chi- 


cago.—This company has prepared 





an attractive circular for the electrical | 
dealer on the “TIlgair” kitchen venti- 
lator including the new built-in type. 
It points out to the dealer in an ef- 
fective manner his prospects on the 
line. 

Weston Electrical Instrument Co., 
Newark, N. J.—The Newark Museum | 
has published a pamphlet on one of | 
its current exhibits, an electrical meas- | 
uring instrument exhibit, made by the 
Western Electrical Instrument Co., of | 
Newark, which is now on view in the 
Central Court of the museum. The 
pamphlet contains an introduction by 
John Cotton Dana, a brief description | 
of the exhibit, a short biography of | 
Dr. Edward Weston, founder of the | 
Weston concern and a list of books on 
electricity compiled by the Newark) 
Public Library. 


Trumbull Electric Mfg. Co., Plain- 
ville, Conn.:—New catalog pages Nos. 
19-24, 61-63, 88 and 91-94 were is- 
sued by the company on October 1. 
These pages are for insertion in cat- 
alog No. 18 and bulletin No. 7. 














HOLYOKE WIRES 


Holyoke Products are: 

Single conductor annun- 
ciator wire. 

Twisted annunciator wire 

Multiple conductor an- 
nunciator wire braided 


cover. 2 
Weatherproof single con- 
ductor  annunciator 


wire, 

Weatherproof twisted an- 
nunciator wire. . 
op proof office wire. 
K wire, single and 
multiple conductor. 


The Holyoke Co., Inc, 


611 Broadway, New York, N. Y. 
30 E. Randolph St., Chicago, Ill. 





























CEDAR POLES 








Plain or 

Butt Treated 
Northern 
White Cedar 


Western 
| | Red Cedar 


TTT TTT TTT TT 
T. M. PARTRIDGE | 


Lumber Company 


Minneapolis, Minnesota 

























































































Every Business 
of consequence ought to have proper card 
REPRESENTATION. 


WIGGINS 


Peerless Patent Book Form Cards 
are used by many of America’s 
largest card users—superiority 
of engraving and_ the 
convenience of the book 
form style ex- 
plains why. 
Send for 
tab of speci- 
mens, detach 
them one by 
one and ob- 
serve their 
sharp edges 
and_ general 
excellence. 


The John B. Wiggins Company 
Established 1857 
Engravers Plate Makers Die Embossers 


1157 Fullerton Ave. 
705 Peoples Gas Bldg. _ CH ICAGO 

















Subscribers 


You can’t afford to miss a sin- 
gle issue. Give us your new 


address if you have moved. 


SS 
FA 


Be a Booster 
Tell your friends about 


TheJobber’s Salesman 
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JOHN N. WILLYS 


Ny 


The A. B. P. is a non- 
profit organization 
whose members have 
pledged themselves to 
a working code of 
practice in which the 
interests of the men of 
American industry, 
trade and professions 
are placed first--a code 
demanding unbiased 
editorial pages, classi- 
fied and verified paid 
subscribers, and 
honest advertising of 
dependable products. 


BELIEF THAT THE SALESMAN OF THE JOBBER IS THE MOST IMPORTANT MAN 





“Behind the 
Salesman’s Call’ 









or 


IN THE INDUSTRY.” 








OHN WILLYS-—outstanding American manufac- 
turer and merchandizer—says: “The commodity must 
be at least two-thirds sold before the salesman closes 

the purchase.” 


This publication is a part of that essential selling job 
that means the ultimate order. 


Behind the salesman’s call is a great chain of information. 
Changes in practice, new ideas, new policies of manu- 
facturing and marketing—all these reach your eye as a 
reader and buyer through the editorial pages. 

And just as the editorial pages point out new methods 
and new opportunities of cost-saving or profit-making so 
the advertising pages reinforce the editorial content with 
their specific information on products, commodities or 
services that will put their new ideas to work in your 
business. 

When you reread this issue think of it not as pages of 
printed paper but as an inventory of information and 
products and service to help its readers—its editorial 
material selected from the best of the present, its advertis- 
ing pages, the paid announcements and descriptions of the 
output of businesses made to serve you as yours is run to 
serve others. 
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Trade Mark 
WIRE CONNECTORS 


HAVE 
A REPUTATION 
FOR HIGH CLASS WORK 


MILLIONS IN USE 


== - wad 


Patented 
Safer — Quicker — Cleaner — Better 


Progressive contractors know that 
SRK’s make perfect joints without 
solder or tape. They prefer them 
because they save time and labor; 
avoid dirt, smoke, danger of fire or 
damage. They use them because 
there are important features found 
only in SRK’s, and their use insures 
high grade work, efficiency and 
economy, all of which are excellent 
reasons why you too should use 
them. Fit all standard outlet boxes 
or fittings. Approved. Sample on 
request. Sold by leading jobbers. 


Manufactured by 
JIFFY WIRE CONNECTOR CO. 


7 BRIDGE STREET 
HACKENSACK, N. J. 























Room without Bath— 
$2.00 and up 
Room with Bath— 
$2.50 and up 
Double Room with Bath— | 
| $4.00 and up 













Marble Coffee Shop 
TABLE D’HOTE 






a 2. ee - 7S 
Dinner s+ « O5e & $125 
Also A la Carte Service J 









Aladdin Mfg. Co., Muncie, Ind.— | 


Looseleaf catalog No. 27, on Aladdin 


desk, boudoir and table lamps; done | 


in colors with complete listings and | 


the principal numbers illustrated. 


The Herwig Co., Chicago:—A six- 


page announcement of new lantern 
brackets, post lights, and house num- 
ber lanterns has been sent out by the 
company. It contains illustrations, 
descriptive matter and prices on these 
new and attractive products. 


Sterling Manufacturing Co., Cleve- 
land, O.—An interesting folder de- 
scribing the Sterling “B” socket pow- 


_er, using Raytheon tubes and designed 


for three to eight tube radio sets. 


Electric Co., Hartford, 
Conn.—The new catalog, No. 28, is 





Arrow 


just out listing the complete line and 
illustrations. Pub- 
in loose leaf form—jobbers 


with over 500 
lished 


size—814 by 10 ins. 





Partrick & Wilkins Co., Philadel- | 








« NOTICE >; 


S. R. K. Wire Connectors 
formerly sold by Tork or Elec- 
tric Outlet Company under the 
trade name S. R. K. Wire 
Nuts are now being sold direct 
to the jobbers by the manufac- 
turer and prices have been 
revised. 


Jiffy Wire Connector Co. 


7 Bridge Street, Hackensack, N. J. 














phia, Pa—Catalog No. 45, on an- | 


signalling de- 
vices and signalling systems. 


nunciators, electrical 


Moe-Bridges Co., Milwaukee.— 
“When Evening Shadows Fall’ is the 
title of a highly artistic and beauti- 
fully illustrated booklet on the light- 


ing of each individual room in the | 


home. 

Artistic Lighting Equipment Asso- 
ciation, 420 Lexington Ave., New 
York.—The association has produced 
a beautiful and interesting booklet on 


outdoor lighting equipment and lan- 


terns, showing various phases and 
applications of this type of lighting. 
It gives the origin and development 
of the lantern. 
trated and indicates the artistic and 
decorative 


It is profusely illus- | 


possibilities, as well as | 


utilitarian advantages and protective | 


features of exterior lighting. This 
booklet will be mailed to architects, 
builders, designers, interior decora- 
tors, dealers, schools, colleges, public 
libraries or home owners free upon 
request. 


General Electric Co., Schenectady, 
N. Y.— ‘Speed and Safety with Traf- 
fic Control Light,” by A. F. Dicker- | 
son—a reprint in booklet form of an | 
address before the American Society 
for Municipal Improvements. 


CROSS ARMS 


seasoned, straight, close grain, 
old growth Yellow Douglas 
Fir. 


SOLD 


in carload lots only, for ship- 
ment by rail or water from fac- 
tory, Bellingham, Wash. 


AT LOWER PRICES 


than prevail for shipments out 
of distributing warehouses. 


FOSTER-WYMAN LUMBER 
COMPANY, 


White Bldg., Seattle, Wash. 

















| 


Wrigley Toggle Bolts 


‘‘Wrigley 
For Quality”’ 


Made of heavier 


DEC 3,190! 






= — 

oO =>5 gauge steel. 

” =o 

* | Can be put through 
c Zz smaller holes than 
o ze . 

” 4 the ordinary toggle 
| Fd bolt. 

So 

= First Toggle Bolt 


made. 


THE THOMAS WRIGLEY CO. 
504 Sherman St., Chicago, Ill. ‘ 




















No. 8815 
Air-Gap 
“PARKSON” 
_ Approved No. E 6198 


No. 8816 Non-Air-Gap 
No. 8817 Condenser 
Ask for Samples and Prices 
Manufactured by 
Union Insulating Co. 


Factory, Parkersburg, W. Va. 
Sales Office 296 Broadway, N. Y. 














December, 1927 


aw 





THE JOBBER’SfA¥|/SALESMAN 125 





“FOUNDED ON THE BELIEF THAT THE SALESMAN OF THE JOBBER IS THE MOST IMPORTANT MAN IN THE INDUSTRY.” 


Profit Blowers 


and 


Sales Suctions 


The Powerful 
Day-Fan Fan 
and the 
Dust Eating 
Day-Fan 
Cleaner 






Fill an already es- 
tablished demand for 
the Day-Fan Cleaner 
illustrated above. The 
market has already 
been built up. Women 
want a vacuum clean- 
er that is small, light, 
easy to handle, and ‘ ’ 
has many uses. Day- / -— 
Fan has become one of 
the best cleaners of its o 
kind at a very low 
price. Cash in on the ’ / 
name “Day-Fan,” Sf 
femous for fans, ; f 
motors, radio re- / 


pre hde — ial len i / é / 2 
Retails 
for 

$18.75 


’ 





Day-Fan makes its powerful motor pull 
sales and profits. In the Day-Fan Fan it 
pushesair with big blades at a speed which 


gives the fan “extra air-delivery.” 


In the Day-Fan Cleaner it pulls air with 
such powerful suction that this little hand- 
sized vacuum cleaner sucks up several sales 
a day for dealers. 


The fan has seven big selling features 
The Cleaner has 
several uses in every room of the house— 
all for the low price of $18.75. They are 
making steady money for dealers who 


which help make sales. 


know that most fans and cleaners look 
alike on the counter, and who are glad of 
the chance to handle products which can 
prove their difference on demonstration to 


the customer. 


Write us for information. 


DAY-FAN ELECTRIC Co. 
DEPT. O DAYTON, OHIO 





a For More Than 38 Years Manufacturers of High Grade Electrical Apparatus 


r Paper y ae &: 
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It’s Not 
Too Late! 


It is not too late to call your 
dealers’ attention to the Sensory 
Red, Blue, Green, and Yellow 
Kits for the Christmas trade. 


Every set buyer is a prospect 
for one of these kits, and every 
one contemplating the purchase 
of a radio set as a Christmas gift 
will agree that a Sensory Aerial 
Kit should be included. 


Carry this message to your 
dealers. Impress on them the 
profit and quick turn-over in this 
line. Every sale means money to 
him and to you. 


The Sensory Kits furnished in 
attractively colored boxes include 
every essential item necessary to 
the erection of an efficient aerial. 


HEINEMANN 
ELECTRIC CO. 
PHILADELPHIA, PA. 


Established 1888 
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WITH MOE-BRIDGES 


~yet quick 
to take down 
for cleaning / 


HE practical, economical Safety 

Holder—100% safe—no screws 
—nothing that can wear out, break 
or vibrate loose —a holder with 
which glassware is easily removed 
for cleaning or replacing lamps. 


This better Moe-Bridges Safe- 
ty Holder is guaranteed for 
the life of your build- 
ing. Permanent pro- 
tection to illuminat- 
ing glassware assur- etn 
ed—and at no a\ 
more than the & 
cost of the ord. 
nary holder. 


In keeping with the re 
quirements of modern 


BRANCHFS NEW YORK TR 








ee = 


-conom y in Maintenance 


UP to SEALY 


SAFETY HOLDER 


buildings, Moe-Bridges Safety 
Holders are attractive in appear- 
ance and provide adequate, highly 
efficient lighting service. They 
are made in ceiling and pendant 
types, with plain or ornamen- 
tal glassware. 
The complete story of the 
Moe-Bridges Safety Holder 1s 
told in an interesting 
brochure, which illus- 
trates the various 
types of equipment 
and describes in 
detail the advan- 
tages of their 
many features. Write to 
Dept. G712, for a copy. 


Moe-Bripces Company, Milwos nies Wisconsin 
vs aN 


MOE: BRIDGES 


— LIGHTING EQUIPMENT~ 
ILLUMINATING GLASSWARE 


iowa 
A . A 


DECEMBER 
ADVERTISEMENT 


in Buildings 
and Building 
Management 


























“Be Sure your 
PROSPECTS 
HAVE SEEN 
Tee AD 


—a BIG Point 
for clinching 


SALES! 


 ipabed your prospects this 
ad at the left which appears 
in Buildings and Building 
Management magazine in 
December. It tells the whole 
story for you — explains how 
building managers, without ex- 
tra first cost, save money by 
specifying Moe-Bridges equip- 
ment. Start now with this 
suggestion—an easy and sure 
way to build up your volume 
of sales on the Moe- Bridges 
Safety Holder. 


We will be glad to discuss our 
proposition with jobber’s sales 
managers. Write Dept. E 712 


Moe-Bripces ComMPpANy 
MILWAUKEE, WIS. 


BRANCHES: 
NEW YORK MINNEAPOLIS LOS ANGELES 
DETROIT KANSAS CITY SAN FRANCISCO 
8ST. LOUIS DALLAS ORLANDO 
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he Vew 
BRIGHT STAR 


<uprome im évery Test > 


FLASHLIGHTS 
ate Displayed to Sell. 


The attractive red display carton stands right on the counter and offers 
the 300-foot range Focusing Spotlight or the General Utility Flashlight at 























EALER’S cost $6.75 per complete unit— 
consisting of 6 lights and 24 Bright Star 
No. 10 Single Cells: — 


6 lights complete retail at $1.45 . . $8.70 


12 Extra Cells for replacement sales 
"oe mea ree | pets eae 1.80 


Dealer realizes . . sw se sl Oe 


Here is a deal that gives you a liberal profit 
and builds consumer good- 
will, for these new Bright 
Star Lights have the Fold- 
ing Loop Hanger, Security 


Switch, Twin-cushion | Bair STAR 


Shock Absorber, new pat- SENNMMiy LOOP Kancce 
tern Ribbed Fibre caseand 


other distinctive features. 


General Utility Flashlioht 


Shorter Autumn days— 
the Holiday Season com- 
ing—NOW is the time to 
start distribution to your 
trade. Ask for details— 
NOW! 


Bright Star Battery Co. 


Makers of the famous Bright Star 
Flashlight Products, Radio 
Batteries, Dry Cells 


Hoboken, N. J. 
Branch: Chicago, IIl. 





























SETEPET ETAT TRE ER ELE RL EE 


eS aes amenen z ERE OPE 
SE tt 
: 


AS es 












































we 
= 


The photograph shows one 
of the seventy-one motors in 
the J. M. Griffin Company’s 
lumber mill, Holopaw, Fla. 
This is a typical TRIANGLE 
industrial installation. It 
is estimated that 50% of the 
wiring cost was saved by 
the use of TRIANGLE Flex- 
ible Steel Conduit for light- 
ing and power. About 
50,000 feet of TRIANGLE 
material was used. 


Mr. M. C. Fanin, chief 
electrician and engineer in 
charge of the job, got his 
TRIANGLE materials from 
the Pierce Electric Co., 
Tampa, Fla. 
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‘TRIANGLE 
: Flexible Steel Conduit 


: Other . 
TRIANGLE OR INDUSTRIAL wiring jobs especially, Triangle Flex- 
Peeduets ' ible Steel Conduit often is the best possible material. Its 
| reat flexibility makes installation fast and easy, and its 
5 | Ps e y 
: ARMORED rugged strength withstands any knocks and abrasions. 
: CONDUCTORS ce a a2: ; 
3 (Round and Flat) Its flexibility makes it ideal also for wiring lathes, drill 
presses, and other heavy machines of irregular shape. 
| RIGID CONDUIT . ; 
, sa panama Next time you're up against a difficult job—where the 
black enameled aa : 
: wiring must come up under flooring or around beams—test 
NON-METALLIC . ; , ; , 
ian cumtbaay out Triangle Flexible Conduit. You ll find installation easy 
under the severest conditions. The time you'll save will be 
RUBBER COVERED 
WIRE a revelation. 
; ap ay = Triangle Flexible Steel Conduit is made in all sizes from 
. 34-inch to 3-inch. 
RUBBER COVERED 
LEAD-ENCASED WIRE Making it easier for the contractor” 
“TRIEX” 
Pa TRIANGLE CONDUIT CO., INC. 
eamiaeaneds General Offices: Dry Harbor Road and Cooper Ave., Brooklyn, N. Y. 
TRIANGLE ARMORED [ Factories: Brooklyn—Chicago—Butler, Pa. 





CABLE TOOL In Canada: Canadian Triangle Conduit Co., Ltd., Toronto 
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DIPLE CONNECTOR-SOCKET 
 RED-SPOT: HANGER 


NSTANT acceptance by jobbers, contractors and ex- 

perienced purchasers of lighting equipment marked the 
introduction of the Diple Connector-Socket “Red Spot” 
Hanger. Eleven percent of our distributors who saw 
samples ordered immediately. Of these, half-a-dozen 
re-ordered three times within three weeks. One of the 
largest railway systems in the country standardized on 
this Diple unit within ten minutes after sample was 
shown, and before the purchasing agent knew the price. 


THE REASON FOR THIS SUCCESS CAN BE STATED 
IN TWO WORDS—MAINTENANCE ECONOMY. 


The Dipled “Red Spot” saves money for the man who buys it, and 
pays the full margin of profit to the man who sells‘it. 


The Diple Socket is housed in the fixture holder the maintenance man immediately replaces a clean, 
with lugs and hook protruding. The Diple Connector freshly-lamped holder unit and takes the soiled 
is wired close under the last link of chain or fixture one to a convenient location for cleaning. Saves 
loop. Detach the hook from the chain or fixture time, reduces breakage, eliminates annoyance to those 
loop; pull apart the separable connector body; the working under the lights. 
holder, globe and bulb come away as a unit. Then 





The F. W. Wakefield Brass Co., Vermilion, Ohio 








ahistti Cal? ie Christmas Gift 

















Attachette, the clamping bracket light which has_ Attachette is the smartest and most satisfactory 
a hundred uses, is ideal Christmas merchandise. portable light for attaching to:furniture. Urge 
It has only to be displayed to sell. Popularly your dealers to push it. “6s 
priced and attractively boxed for holiday trade 








